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Transportation 
and 
Delivery 
Costs 


HEADQUARTERS FOR L.P. GAS INFORMATION SINCE 1931 


When you install Rockwell LP-gas meters, 
you immediately solve two of your most 
costly, troublesome problems. First, you 
gain the use of your customers’ bottles and 
tanks for storage. Second, you can fill tanks 
and replace bottles at your convenience and 
by the most efficient truck routing. 

Besides this, you can use Rockwell meter 
service to sell new accounts. And with a 
sliding metered rate scale based on volume, 
you will have an incentive for customers to 
burn more gas, to buy more appliances. 

The profit-proved Rockwell meter plan is 
benefiting hundreds of LP-gas operators. 
Learn how it will save money, earn money 


for you. Write us today. 


MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Charlotte Chicago Dallas 
Denver Houston Los Angeles Midland, Tex. New Orleans New 
York N. Kansas City Philadelphia Pittsburgh San Francisco 
Seattle Shreveport Tulsa In Canada: Rockwell Manufacturing 
Company of Canada, Ltd., Toronto, Ontario 
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Shoulder filling saves operator’s Shoulder filling saves wear and Shoulder-mounted gauges are easy 
time and trouble. tear on hose. to read. 


why shoulder filling 


is easier 


This popular feature of Hackney Shoulder-Connected Systems is 
easier On your operator...easier On your equipment...easier on 
your customers. Valve, gauges and other fittings are all conven- 
iently grouped on the shoulder, within reach and at eye level. 


More Hackney extra features 


Check and compare. See for yourself why Hackney LP-Gas Sys- 
tems assure long trouble-free service...low maintenance cost... 
greater safety...well-satisfied customers. Completely equipped 
with first-quality fittings to meet national and local safety regu- 
lations. Sturdy, streamlined, seamless hood covers that protect 
the fittings. Hackney Systems are engineered and inspected to 
meet ASME and NBFU Specifications. Each tank is hydrostatically 
tested, and a certificate of inspection is issued for your security. 
Automatic welding is X-ray controlled to assure sound, uni- Hackney Model S499 Shoulder-Connected Sys- 
form welds. Inside and out, tanks are free of scale, rust, oil and tem. Other shoulder-conascted models include 
. , . . : ; capacities of 640, 995 and 1135 gallons. Other 
moisture. Carefully spray-painted for protection against the Hackney Systems: end-connected, top-connected 
elements. Send for our new bulletin on Hackney LP-Gas Systems. and underground models ia several sizes. 


ik Company 


z 


Manufacturer of Hackney Products 


Southern 227 Hanna Bidg., Cleveland 15 
DISTRICT OFFICES: 936 W. Peachtree St., N.W., Room 112, Atlanta 3 14610 Rosemont Road, Detroit 23, Mich 
Busters 60! Kerneywood Drive, Lakeland, Fla 4550 Main St., Room 204, Kansas City 6, Mo. 
138 Wallace Ave., Downingtown, Pa Midwestern and Western 552 Roosevelt Bldg., Los Angeles |7 
Union Street, Marshfield, Mass 208 S. LaSalle St., Room 790, Chicago 4 1487 S. 66th St.. Milwaukee 14 
52 Vanderbilt Avenue, Room 2099, Ne 4247 North Avenue, No. 4, Cincinnati 36, Ohio 57 E. Wentworth Ct., Minneapolis 19, Minn 





HOSE & COUPLINGS 
SYSTEMS 
COMPRESSORS 
PUMPS 

Ttey Nem sa 
LOADING RISERS 


ROTARY & MAGNETRON 
GAUGES 


STEEL CORPORATION CD Oe alte ae ele 


"> ANCO 


‘Peay MANUFACTURING & 7 es 
i ea Because of the existing steel situation, 








TWO GREAT NAMES IN LPG EQUIPMENT 


now is the time to renovate your plant 
ALL TYPES OF VALVES 
AND FITTINGS FOR 
STORAGE TANKS 


tra-h : . , 
Nea bad a more profitable operation. You can 
Tt 


facilities for greater efficiency — 


LARGE & SMALL count on Anco for every equipment need. 
PACKAGED BULK PLANTS 


We're as near as your phone. 
FLINT TANKS 


Anco is he: Lorgent Sia AN C 0 Manufacturing & Supply Co. 
Distributor in the U. S. of 


CORKEN Equipment. 
— All Models Available — 


Tulsa, Oklahoma a 21st at Union ~ LUther 4-6187 
Memphis, Tenn. — 241 Industrial Ave. — WHitehall 6-1694 
East St. Louis, Ill. —316 No. Front — BRidge 1-8386 
Des Moines, la. — 325 Exchange Bldg. — 4-5347 
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Our tremendous PRODUCING, STORAGE, TRANSPOR- 
TATION facilities and EXPERIENCE have been so 
closely coordinated that You. . . as a WARREN 
Customer... can rest assured you will get your require- 
ments in any Season... 


WHERE YOU WANT IT... WHEN YOU WANT IT! 


WARREN PETROLEUM CORPORATION 


.TULSA, OKLAHOMA 


& 


SALES OFFICES: LOUISVILLE, KENTUCKY @ ST. LOUIS, MISSOURI! @ FT. WORTH, TEXAS @ NEW YORK, N. Y. @ MADISON, WISCONSIN 
JACKSON, MISSISSIPP! @ HOUSTON, TEXAS @ MIDLAND, TEXAS @ OMAHA, NEBRASKA @ COLUMBIA, SOUTH CAROLINA @ TAMPA, FLA. 
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TEMCO WALL 


THE CHART THAT BEATS 
... THE OVERHEAD! 


% Featuring Temco’s Ceramic-Clad* heat exchanger 
with 10-year written warranty. 


* Perfect for slab foundation homes, upstairs rooms, 
all heating “problem spots”! 


% Requires no floor space; fits into wall between 
standard 16” studding! 


* Available in single and dual wall models. 


*% A.G.A. Approved; Guaranteed by Good 
Housekeeping. 


Turn to TEMCO 


FOR THE BEST AND BEST-SELLING 
AUTOMATIC GAS WALL HEATERS! 
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HEATER SALES 
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The Heart That Beats All 
Competition! 


TENCO’s 


HEAT EXCHANGER 


with written 


10 YEAR WARRANTY 











The heart of any heating unit is the heat ex- 
changer. 
That’s why, when Temco first laid plans to 
move into the Central Heating field, a major 
segment of its research staff was given this * Pioneered by Temco! 
assignment: study the heat exchangers in * Similar to the finish used for jet aircraft 
units now on the market, find out how they can combustion chambers! 
be improved, give us something new, different, 
and better—so much better that people can * Capable of withstanding temperatures far 
tell the difference instantly. higher than the furnace will ever reach! 
Out of this scientific project came Temco’s 
new, exclusive Ceramic-Clad—the “lifetime” Pius these outstanding features... 
porcelain enamel finish that is impervious to 
rust and will never burn out. All Temco Lo- 
Boys, Hi-Boys, Gravity Furnaces and Counter- * Silent operation. 
Flo Furnaces are finished in Ceramic-Clad ! 


* Temco’s exclusive Uni-Port Burner. 


* Trade Mark Registration Pending 


Se 


Tete ee 


Temco, Inc., Department B-829 
ta ™m  @) ° Nashville 9, Tenn. 
T Cc g,InNC. § 
Please send me catalog and full details on Temco’s 
NASHVILLE 9, TENNESSEE f 


Gras Heciling Specialiala for the Nalton’ 


ef 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS + FLOOR FURNACES + WALL HEATERS + UNIT HEATERS 
WARM AIR FURNACES AND AIR CONDITIONING 


Name 
Firm Name 
Address 


City Zone____ State 


eeeeeeeoeo eee eee ee eee eee eeease 
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at RUGGERI’'S... 


and wherever the dining room is famous 


Magic Chef 


From the Top-of-the-Mark to Times Square, 
wherever fine quality meals are served in quantity, 
the best chefs count on Magic Chef. Originator of 
the oven heat control and most of the important 
refinements in commercial gas ranges in the last 
20 years, Magic Chef offers unequalled performance. 
‘Flow line’? assembly streamlines output. Formed 
steel construction is stronger, longer-lasting. Only 


Magic Chef offers porcelain-enameled burnerbox 
linings and oven linings, plus non-clog burners, 
simmer-set valves and many other famous features 
for profitable, top quality meal preparation. Count 
on Magic Chef to simplify your operation from 
cooking to clean-up. Ask your food service dealer 
or write... Magic Chef, Inc., Commercial Division, 
3201 Harvard Ave., Cleveland 5, Ohio. 


New Magic Chef installation 
at Ruggeri’s, St. Louis, selected 
by HOLIDAY Magazine as 
one of America’s ‘Dining 
Places of Distinction.”’ 





New and Needed! 
MAGIC CHEF 
Fryer Service Cabinet 


Exclusive Fryer Service 
Cabinet saves time when 
time counts most. Stores 
prepared raw foods 
right next to your fryer 
and fry top range—ready 
for rush-hour frying. 
Provides convenient, 
Stainless steel work-top 
area. Fits flush with 


range battery. ako} am dal-Maalolel-la-he-m-ip4-m ahcotal-ta) 
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LP-GAS 


TANKs 8Y®°™** AL EQUIPMENT 


is all that the name implies! 


Thrifty management by the manufac- 

turers of Economy LPG equipment 

makes it possible for you to get finest 

quality equipment for every phase of 

your operation at a price as low — and > Drodut ' 

quite often, lower — than ordinary ‘ Pet ee ed j 

equipment. Uk, ani 1consumMption of wealta. — @-CCa. 
o-mist (é-kon/’d- NYS ty. 2. 

Working closely with LPG operators 7 : i) Se - . ate r 

through the years, Dallas Tank Com- 6-con 0-Mize \ ‘KON ins, id Z) + i . 5. & 3. To 

pany has developed numerous new manage t hr ruitiiyv;: to pe truga l. 

sroduction methods which have kept : 

_ ¢ key e€-con’/o-my (& kin’é-mi), n. 1 Thrifty 


peg 9 sardine os ma ong ar management. 2 Any act or method un- 
Dallas Tank Company, Incorporated, is dertaken to keep down expenses. 3 Ar- 
organized for efficient operation. Our rangement or organization for efficient 
prompt service is the result of complete operation, 

coordination of sales, office and fabri- “ ‘sta. ‘SY (Ek%s td 1s), n. R: apture: bliss 


cation process. Any Ww ay you figure it, * 


apres Fok 8 pilates sat al ‘notional excitement. — ec-stat’ ic (F 
sAS E ME! is your best buy . Bs ~~ 3 ey ‘ 
ns “"Tk), adj. —_9¢ */j-cal-'" - 


.all that its name implies! 


cOstTom Tr K te, 
ffg with the production, tase 
» anc consumption + wealth. — €-C 

} ust (é-kin’6-mIst), n. 

¥ on’o-mize (é@-kin’ é.'miz), v.t.&% T 

.nanage thriftily; to be frugal. ‘ 
e-con’o-my (@k6n’émI), n. 1 Thrifty 

management. 2 Any act or method un- 

dertaken to keep down expenses..3_ Ar 

range 


REAR VIEW 


OF DELIVERY IN STOCK FOR IMMEDIATE DELIVERY 


SHOWN AT 
THE RIGHT 


DALLAS TANK COMPANY, Inc. 
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BACKED 
UP BY 
MORE THAN 
TWENTY 
MILLION 


When the Model 400 UNITROL® Gas 
Water Heater Control was presented to 
water heater manufacturers it combined the 
lessons learned in more than 57 years of 
experience with the know-how gained in the 
manufacture of more than 20 million units 
and the knowledge accumulated by watch- 
ing these controls in action under all gas and 
water conditions. That’s why UNITROL 400 
represents the finest water heater control on 
the market today. 


-Gnoyson thermocouples 
and pilots belong together — because 
they are designed to work together. 

















MODEL 400 





Snap-on gas cock handle 
easily removed. Supplied in 
gold or silver. 


New “C” valve adjustable 


with a coin — no screwdriver 
or special tools needed. 


Snap-on cover requires 
no tools for removal. 











Corrosion resistant valve 
assures positive closure. 




















Easily removed gum and 
dust filter keeps pilot light 
from clogging. 











ty ; 
Conti al ‘ Big capacity — delivers up to 
Can Be : ; 4s ' ; 90,000 btu’s per hour. 
Demounted i j Z 100% gas shut-off. 


Without a ii | ie F Magnet assembly easily removed 
pee in the field if necessary. 
Draining 


Tank Y ‘ed : T Built-in dust trap inside control 
‘ . keeps any dust or scale 
out of working parts of control. 











Easily calibrated and adjusted 


ertehau Gray from the front of the control. 
Sot 


UNITROL 


GAS WATER HEATER CONTROLS 


Almcucad mot Leaily callfjul 
wile healt, conlios 


BY WORLDS LARGEST MANUFACTURER 





CONTROLS COMPANY 


ees Controls Division, Long Beach, California 
Robertshaw-Fulton Controls (Canada) Ltd., Toronto 
Robertshaw-Fulton Controls (Australia) Pty. Limited, Burwood, N.S.W. 





Air-Gap Construction 
throughout prevents water 
entering gas lines. 





SELECT THE CONTROLS THAT HELP YOU SELL 


eam ee ne tet ee 











Special ROUTE-RATED. 212; 
PROFITABLE YEAR ‘ROUND 


STANDARD TWIN 


Business small? Just getting started? 
Wherever you are located, the Nor- 
Tex Standard Twin is your best buy! 
This streamlined twin unit (1200 
thru 2400 WG) is completely piped 
and ready to use with Viking 
mechanical seal pump, 50’ filler 
hose, ICC lights, P.T.O. and splines 
jack shaft. A complete ‘Package 
Unit." 


DE LUXE TWIN 


Here is the choice of the fleet 
owner! It is the finest looking unit 
on the road with plenty of big, 
roomy cabinet space. It is a com- 
plete unit (1200 thru 2000 WG) 
with Viking mechanical seal pump, 
50’ filler hose, ICC lights, P.T.O., 
splines jack shaft and it is all piped 
and ready to use. A complete 
“Package Unit."’ 


PAYLOAD SPECIAL 


Get immediate delivery on this in- 
ternationally popular Nor-Tex twin 
and save money, too! It has every- 
thing you need in sizes from 1200 
thru 2400 WG. Viking mechanical 
seal pump, 50’ filler hose, ICC 
lights, P.T.O., splines jack shaft and 
it is completely piped and ready to 
use. A complete ‘‘Package Unit."’ 
(Model illustrated) 


ATTENTION! NEW TRUCK BUYERS! Nor-Tex is regularly saving truck buyers 
Spot Your Fuel hundreds of dollars on brand new Internationals... Chevrolets... Fords and 


GMC's. Order any particular unit you need. Nor-Tex will work out a deal for 
you that can't be beat. 


Where You Need It 


Immediate 
Delivery 


Completely 


NOR-TEX SCOUT 


Safely place your fuel supply right 
where it's needed. Nor-Tex Scout is 
easy to ‘‘spot'’ with car, truck or 
tractor. Well-baffled, recessed 
relief valve, 1212’ delivery hose, 
¥,’" OIC valve and hose coupling. 
Heavy duty axle. Standard 
Chevrolet hub, 15’’ wheels. Sturdy 
Il-beam tongue. 150, 250, 300 and 
500 WG sizes. 


WRITE, WIRE 
OR PHONE 
FOR PRICES 


PRODUCTS 
COMPANY 


National Sales Agents for 


TRACTOR TANKS 


“There's not a better ratio builder 
in the industry than those profitable 
tractor conversions.'’ That's what 
one of our customers told us 
recently. It's a fact! If you are going 
to boost your winter ratio with 
increased summer sales...do it 
the sure way with tractor conver- 
sions. Nor-Tex Custom-bilt tractor 
tanks for all units. 


Complete LP-G Bottle Stations 


Immediate 
Delivery 


PORTABLE PONIES 


Boost year ‘round sales and quotas 
with Nor-Tex ‘‘PONIES."' Place 
them on farms, ranches, in truck 
and bus terminals, in highway serv- 
ice stations as well as ‘‘on-the-job"’ 
for contractors and utility compa- 
nies. Built to W 250 Code require- 
ments. Sizes: 500,700, 1000, 2000 
and 4000 WG. Choice of pumps, 
meters and accessories. 


immediate 
Delivery 





” PAT. PENDING 


BALANCE YOUR LOAD THE 


NORTH TEXAS 
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DELIVERY UNITS INSURE 
OPERATION AT LESS COST 


“Habit buying and guess-calculation of delivery unit sizes by bulk plant operators becomes more and more hazardous 
as costs increase and profits decline. The need for job rated units is greater than ever.’ These convention facts 
point up Nor-Tex service. Nor-Tex "ROUTE-RATED" units are built to fit individual route needs, based on the length 
of the route, the terrain covered, convenient cabinet location, and trips required on peak loads... keeping a two- 
year eye on the future. The rule for profit today is... ‘Right-size units on the right chassis for the job." May we 


help you? 


PERFECTLY 
BALANCED 


HIGH FLOW 





PIPING 





WE ARE AUTHORIZED 
TRUCK DISTRIBUTORS 


Immediate 
Delivery 


ne 


Pipe It Yourself 





and Save 


DOMESTIC TANKS Built to last a lifetime! Nor- STANDARD 





Factory to You state and local require- 

On Nor-Tex Transports ments. Complete satisfac- DE LUXE 
tion guaranteed. 2%, 10 

days, in truckload lots 

delivered inourtradearea. 





Buy one or a truckload. 








NOR-TEX WAY — FINANCE THE 


Le. ee 
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Pe 
PLE LOULY 


TO MEET EviRy NEEO 


Tax Included 


$ 00 

Tex tanks meet all national, Mounted On Your Truck 7 
*1,608°° 

, Mounted On Your Truck i 


PAYLOAD SPECIAL 1 458° 
/ 


Mounted On Your Truck 


BALANCE 


P.O. BOX 1219 
DENTON, TEXAS 
CENTRAL 5416 





Honeywell announces 


DEVELOPMENTS 
PERFORMANCE 


New lint-free pilot 
burner to cut service costs 


—the Q308 





With the development of the new Q308, 


Honeywell has the most complete line of pilot 





burners in the industry! 


The Q308 banishes your linting and dust Note these selling features: 


problems—sharply reducing your service calls. e@ Exclusive single-port design, provides all the 
benefits of a single port while offering a divided 


is new -aere , target-type pi >) : : 
This new non-aerated cBEGCtLY PC | ilot burner flame with the benefits of a multi-port burner. 





ixes air and gas right at the burner nozzle. ; ’ 
a ball 5 e Safe turndown. As pilot gas pressure is reduced, 


Lintis burned before it hasa chance to obstruct! thermocouple flame draws back before lighter 
flames diminish. 





The Q308 is designed for use with Honey- e Easily adapted to any burner flame characteristic. 


well’s new thermocouple Q309A, and the e@ Available in four basic bracket styles, offering 


new Honeywell Thermopile, model Q310B: left, _ or double target flames to best suit 
your burner. 


@ Operates on all gases, with only a change in 
orifice inlet assembly. 


e Easy to install... and Jow in cost! 
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IMPORTANT 
IN GAS PILOT 
AND SAFETY 


New Honeywell 
SOMV thermocouple 
for greater power 
output, fewer 
nuisance shutdowns 


—the Q309A 


There’s more than enough power—30 millivolts— 
in this new single-couple thermocouple to over- 
come those nuisance shutdowns caused by drafts 
around the pilot burner. The Honeywell Q309A 
Thermocouple has 1/3 more power than any other 
standard model on the market! Designed for use 
with the new Q308 Pilot Burner, it is very easily 
adapted to all other Honeywell pilot burners. 


Get full information on Honeywell's complete 
line of pilot burners, thermocouples and 

other heating-cooling controls. Call your 

local Honeywell office. Or write Honeywell, 
Dept. BN-9-214, Minneapolis 8, Minnesota. 


Ho 


ey 


New extra power 


250MV thermopile 


~~ 


i 
a] 
~ 
= 
=, 
AS 


for high limit needs 
—the Q310B with 


terminal strip 


Pas 


Here’s a special new thermopile with an output 
of 250 millivolts! Used with a thermopile type of 
Pilotstat, Honeywell’s Q310B will provide ample 
power for any installation where a high limit con- 
trol is desired—such as in space and water heaters, 
wall and floor furnaces. It is especially designed for 
use with the Q308 Pilot Burner, but is also adapt- 
able to all other Honeywell pilot burners. 


neywell 


First in Controls 


HONEYWELL 112 offices across the nation 
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For your volume customers 


_SCAIFE FueLPack 


There’s a’ 


~ SCAIFE CONTAINER 


fitted to your need 


If you’re set to cash in on the trend to greater per capita 
consumption of LP-Gas, Scaife Company offers a diversi- 
fied line of dependable top and end operated A.S.M.E. 
Above Ground Systems. 

End operated designs are available in water capacities 
of 250, 285, 500 and 1,000 gallons, and top operated 
designs in water capacities of 250, 285, and 500 gallons. 

You can rely on Scaife FueLPacks to give complete 
satisfaction. Only the highest quality materials .. . 
carefully selected for LP-Gas service .. . are used. Each 
unit complies with the American Society of Mechanical 
Engineers’ Code and is listed by the Underwriters’ 
Laboratories, Incorporated. 

Whatever your requirements for LP-Gas containers, 
there’s a Scaife unit that will fit your needs. Write today 
for more complete information and you'll see why Scaife 
is becoming the choice of more and more LP-Gas men. 


es \ 
os 
Underground Tanks —— , FueLPack Top Operated 
Lo Tl Above Ground System 


— ae . 


Above Ground Tanks 


SALES OFFICES: 
GENEVA, ILL. 
ATLANTA, GA. 
RIDGEWOOD, N. J. 


OAKMONT (PITTSBURGH DISTRICT PENNA 
ssa Ra OAKMONT, PA. 


MAKERS OF PRESSURE VESSELS, DRAWN SHAPES, AND 
TIMKEN SILENT AUTOMATIC HEATING AND COOLING EQUIPMENT 
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ove Ground Systems 


oes i 


— 


‘ ' Illustrations below are typ- 
SCAIFE bo : : ical of the landscape plans 
a ve aa : suggested in Scaife Com- 


: 5 : pany’s new 12-page color 

d k a booklet, “Landscape Group- 
groun tan S i Ye ~ i ings.” It can help you sell 
, : ; by providing your prospects 

be with practical planting sug- 

are tter FueLPack End Operated gestions to increase the good 


Above Ground System appearance of their LP-Gas 
Y Installation. Use the coupon 


to get a sample copy today. 
New 16” wide removable curb box 
Permits free access to system valves and regu- 
lator during tank filling—hook-type hinge can’t 
jam or rust. 


Lightweight, high-strength steel construction 


Tank heads designed for maximum strength . . . 
built, tested and inspected in strict accordance 
with the American Society of Mechanical En- 
gineers’ code. Each tank carries the Under- 
writers’ Laboratories, Inc. listing. 


Extra strong lifting lugs 

Each tank is equipped with two 1” wide lifting 
lugs of 34” bar stock. Lugs are integrally-welded 
to the tank for maximum strength. 





Easy fuel-level inspection Scaife Company 


Serviceman or home owner may read the fuel- 26 Ann Street 
level gauge without unlocking or opening the Oakmont (Pittsburgh District) , Pa. 
curb box. 


Please send me your free literature on Scaife 
[] Above Ground Tanks [] ICC Cylinders 


Extra-strong tank supports 
[] Underground Tanks [] Landscape Groupings 


Integrally welded to the tank and provided 
with slotted bolt holes for easy installation 
where bolts are required. NAME 


A tank that’s shipped dry 


Every SCAIFE tank is dry before it leaves the COMPANY, 
plant. 
ADDRESS 


Write for complete information 











SEPTEMBER, 1956 











Rag A 
Yt |, | 
— 


























gE ee 
EmBE 
LuQuitita | peTAOILUM 


Py Bad 


a 
a 


LPth 





— TATSA — 
Tanques de Aceros Trinity 
S. A. Calle Poniente 
150-#734 
Mexico 16, D.F. 








PROGRESS PROVES THE FACT. 


The great new TRINITY plant is now in full operation — the result of nearly 





30 years of experience manufacturing the best tanks ever built. 

Today, thousands of satisfied TRINITY customers can tell you why they 
continue buying TRINITY tanks... 

It’s precision and quality engineering that is the payoff for them in dollars 
saved through efficient production and low repair costs — in dollars earned 
by TRINITY’S guaranteed bonus payloads. 


It will pay you to find out about TRINITY’S bonus profits today 


1 < ) pause ee 
! : 


PROTANE 


—e 





(1) 

Acres of floor space de- 
voted to TRINITY precision 
construction —from the 
largest commercial storage 
tanks, or transports to the 
compact 150 gallon Ever- 
ready Gas System. 


(2) 
Each operation carefully 
supervised on four com- 
pletely equipped assembly 
lines. Every operation is 
inspected and precision 
checked. 


(3) 

Huge overhead travelling 
cranes speed production. 
No operation, large or 
small, escapes the rigid 
standards of TRINITY'S 
famous precision 
engineering. 


The famous twin barrel 
#106 combines all the 
best features of TRINITY 
engineering. 1400-1700 
W.G. capacity. Streamlined 
design, rugged construc- 
tion. 











Model 1600—Favorite of progressive operators for balanced, 
more profitable domestic loads. 1600 gal. W.C. 


>, 


SUA 


QUERIED FEIROKO Gis 


* Model 2500—Just one run with this new 2500 gal. W.C. model and 
you deliver five times as much LP gas as old-fashioned 500 gal. units! 


Model 1800 —Lets you increase your operating area and deliver 
to large commercial users without back-tracking. 1800 gal. W.C. 








$7661 pag owe” 


Manufacturers of Oil Equipment + Steel Buildings - 


CUT YOUR DELIVERY COSTS 


with big capacity Butler LPG truck tanks 


More deliveries per day — Butler truck 
tanks give you the extra capacity that pays 
off in more deliveries per trip, more reve- 
nue per truck per day. Big capacity cuts 
back-tracking —saves valuable driver time. 
Faster deliveries — Low center of gravity 
and load stabilizing baffles make Butler 
truck tanks safer and easier to handle—help 
get drivers over their routes faster. Modern, 
high-speed pumps, exclusive Butler fast- 
flow three-way piping and optional remote 
controls speed unloading, cut driver idle 
time to a minimum. 


Less maintenance cost — Beauty serves a 


purpose in Butler truck tanks. All fittings, 
pump, meter, and hose are recessed and en- 
closed for protection from collision, snow 
and ice. This gives Butler truck tanks a 
sleek, streamlined look that commands at- 
tention and helps make sales. Butler’s fa- 
mous quality construction and careful 
selection of optional equipment assure you 
of years of dependable, low maintenance 
service —over the roughest roads and 
toughest delivery conditions. 


Custom-designed LPG truck tanks for special route 
needs are available. Also Butler Big B (big barrel) 
Transports for over-the-road hauling and servicing 
active commercial routes. 


Write the office nearest you for bulletin giving specifications and 
optional equipment available on standard models shown above 


BUTLER MANUFACTURING COMPANY 


7410 Eust 13th Street, Kansas City 26, Mo. 
910 Sixth Avenue, S.E., Minneapolis, Minn. 


Farm Equipment + Dry Cleaners Equipment + Outdoor Advertising Equipment + Special Products 


Factories at Kansas City, Mo. © Minneapolis, Minn. © Galesburg, Ill. © Richmond, Calif. © Birmingham, Ala. © Houston, Tex. © Burlington, Ontario, Canada 
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Letters 


Irrigation pumping 


Missouri 


Would you please send the names 
of engine and pump manufacturers 
that make an L.P. gas engine and 
pump for irrigation? 

F.W. 


We do not know of any single 
company which manufactures both 
the engine and pump. Most of the 
pump manufacturers will supply 
their pumps with a prime mover of 
your choice. They will also supply 
the pumps with base and coupling 
or belt drive and you can furnish 
the engine to drive it. They will 
need to know the make, model and 
dimensions of the engine. 

You should learn what the pump 
builder requires in horsepower, 
speed, clutch, and other pertinent 
items so the proper size engine can 
be purchased. The engine people 
likewise should be furnished the 
data on the pump. 

They will both need to know the 
field conditions to be met by the 
pump. That is, suction head, dis- 
charge head, gallons per minute 
required at pumping pressure, ete. 
—Ed. 


Gallons-to-pounds conversion 
Pennsylvania 
Please advise me where I may be 
able to obtain a gallon-to-pounds 
conversion chart dispensing pro- 
pane through a meter by gallons to 
sell by the pound. 
E.R.H. 


There is a chart at the bottom of 
page 46 of the “Handbook Butane- 
Propane Gases” which gives the 
weight per gallon for propane, iso- 
butane and normal butane at vari- 
ous temperatures. 

An extensive table can be caleu- 
lated to show the weight per gal- 
lon of various L. P. gas mixtures 
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through a wide range of tempera- 
tures by using the table of factors 
on page 51 of the Handbook. Note 
there are several vertical columns 
of factors, each column headed by 
the specific gravity of the L. P. gas 
in question. This information is 
usually shown on the _ shipping 
papers or invoice covering the fuel 
delivered by the supplier. The 
weight per gallon at 60°F is usual- 
ly shown also. 

Select the column of factors un- 
der the appropriate specific gravity 
heading. Multiply the weight per 
gallon at 60°F by the factor op- 
posite the temperature desired to 
obtain the weight per gallon at the 
temperature desired. 

For example, suppose the fuel in 
question has a specific gravity of 
.511 and weighs 4.25 lb per gallon 
at 60°F. It is desired to know the 
weight per gallon at 40°F. Under 
the heading .510 and opposite 40°F 
is the factor 1.031. Then the weight 
per eer gallon - 40°F is 4.25 

1.031 = 4.38 lb. At 70°F the fac- 
tor for the same phen gravity is 
984 and the weight per gallon is 
4.25 & .984 = 4.18 lb. A complete 
table can then be calculated. 

Your meter supplier can probably 
furnish heads which are calibrated 
to read direct in pounds. There is, 
of course, no correction built into 
the meter to correct for tempera- 
ture or specific gravity. The meter 
still measures volume (gallons) but 
the gear ratio and counter records 
the volume in pounds.—Ed. 


CAN 


Propane carburetion advantages 
North Carolina 

I have a prospective customer who 
operates a hog market and he has 
seven tractor trucks. He saw my 
truck which operates on propane 
gas and he has become very inter- 
ested in propane carburetion for 


a) 


his trucks. Since I had very little 
information to give him I told him 
I would try and get it for him. 

At the present time he is using 
between 12,000 and 15,000 gal. of 
gasoline per month. He said one of 
his trucks only get 3-4 miles per 
gal. and that this truck has burned 
out 50 pistons. 

He would like all the information 
possible on the advantages of pro- 
pane carburetion. If we can con- 
vince him we will have another of 
the many truckers changing over 
to LPG. 

G.L. 


We have two publications which 
will be useful to you in connection 
with selling and making carbure- 
tion conversions. These are a re- 
print booklet of articles which have 
appeared in back issue of “Butane- 
Propane News,” and the “Butane- 
Propane Power Manual.” 

In connection with this particu- 
lar account, we would like to cau- 
tion you on one point—the truck 
that has burned out the 50 pistons 
will continue to burn them out on 
propane just as it has been doing 
on gasoline. There is something 
basically wrong with that engine 
and it will never be right until the 
trouble in the engine is cured. The 
two most common causes of piston 
burning are failure of the lubrica- 
tion system and inability to cool 
the cylinder walls due to inade- 
quate water circulation in the block 
or head. 

We find occasional pistons that 
are burned out because of detona- 
pinging, but this would 
hardly account for the failure of 50 
pistons in one engine. An engine 
that has a record as bad as that 
would probably not be too much 
good if it were thoroughly and com- 
pletely repaired. Probably the oper- 
ator’s best answer is to replace the 
engine. 

If the customer insists on con- 
tinuing to operate this trouble- 
maker you should have him make 
sure that all of the oil channels in 
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with this 
X-Rayed, Stress-Relieved, Spray Loading 


LPG 
TRANSPORT 


Modern scientific miracles can help you cut LPG haul- 
ing costs and strengthen your profits. That is how this 
new master-crafted Columbian LPG Transport can carry 
a bigger payload and reduce loading time to a fraction. 


A lighter gauge tank—but a stronger one—is 
made of finest steel, fitted with segmented 
hemisphere head... baked into a single unit at 
1100° F. in a stress-relieving oven... carefully 
cooled...then X-Rayed to eliminate any weld- 
ing flaws. Result: Less dead-weight, more pay- 
load—full advantage of state regulations and 
full compliance with limitations and specifica- 
tions of ICC-MC-330. (Shown above: 7850 
water gal. unit for Mississippi.) 


Spray loading is the answer to time consum- 
ing low-level filling. The liquid gas is sprayed 
in from the top, spreading a cooling blanket 
over the vapor. Pressure is kept down, loading 
need not be frequently interrupted to relieve 
vapor. Loading time is cut to a fraction! 

Adding to speedy loading and unloading are 
the large liquid and vapor openings—3” on 
liquid, 2” on vapor. 

The new Columbian LPG time-saving, bigger- 
pay-load transports may be fitted to meet your 
needs—and the requirements of the states you 
haul in. Send for full information. 


COLUMBIAN STEEL 


P.O. Box 4048 -C 





MASTER-CRAFTED BY 


(OLUMBIAN 


SINCE 1893 


paren,  ~\.* ‘ 

* Alanay ‘ Ay 
Som oe Columbian 
: SAFE-T-TWIN 
LPG Truck Tank 


Best for rural delivery, where good balance, low gravity center 
and maneuverability count. Fully fitted with propane pump, 
meter, printing counter, dual hose reel. Carries Propane and 
Butane same load — 1,700 water gallons total capacity. 


ii COLUMBIAN 


Pte : == Buildings 
Buildings with the permanence and fire-safety of steel. Easily, 
inexpensively erected. Pictured is 30 x 50 ft. cylinder filling 
house with 10 ft. sidewalls. Write for 16 page catalog — 
“The Magic of Steel’, describing sizes and uses of Columbian 
master-crafted steel buildings. 


TANK COMPANY 





Kansas City, Mo. 
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Letters * continued 


the bearings line up with the holes 
drilled in the crank shaft, and make 
a thorough inspection of the water 
distribution system in the engin. 
block. You might find, for exam- 
ple, that a great deal of rust and 
sediment has built up inside the 
engine block which prevents the 
cooling water from reaching the 
cylinder areas. This is particular- 
ly likely to happen in the rear of 
the block. The results are the pos- 
sibility that the water distribu- 
tion system through the block is 
plugged up, or that a special dis- 
tribution tube which should carry 
the water to the rear of the block 
has rusted out so that he is getting 
circulation only in part of the 
block. 

In protection of your own inter- 
ests, you should insist that this 
engine be either thoroughly recon- 
ditioned or replaced before it is 
changed to operate on propane. 
Ed. 


Water pumping 
Minnesota 

We are in the Minnesota lake 
region. In the past several years, 
the lakes in our vicinity have gone 
down considerably. It has been 
suggested by state engineers and 
others experts that the best way to 
bring our lakes up to a normal 
level is by drilling wells and using 
large pumps. We are wondering 
if it is practical to use propane 
pumps on these wells. 

Could you tell us where we could 
get information on this type of 
pump? Would it be cheaper to oper- 
ate these pumps on_ propane? 
Would there be less upkeep? Would 
it be necessary to have somebody 
constantly watching the pump? 

E.H.W. 


It is quite possible that propane 
could be used to operate pumps pro- 
vided they are of such size that 
internal combustion type engines 
could be economically put to work 
to do the job. 

The type of pump required would 
depend on the depth from which 
the water is to be pumped. Any of 
the basic types of pump may be 
secured with either a built-in elec- 
tric motor drive or with an engine 
drive by means of belts or a drive 
shaft. You will probably find that 
the competition for motive power 
on these pumps will logically be 
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either propane, diesel engines, or 
electric motors, in that the relative 
economy of the three will depend 
primarily on the purchase price of 
the fuel or the cost of electric 
power. 

If the cost of propane and diesel 
fuel is approximately the same per 
Btu, then propane will show a 
definite advantage in lower cost of 
maintenance to the engine due to 
the lower rate of wear in operating 
on propane. It will not be neces- 
sary to have somebody constantly 
watching the pumps, as regardless 
of the type of engine in use it can 
be installed so that operation is 
completely automatic. There are a 
good many airway beacons and 
similar installations operating on 
propane in which no one ever goes 
near them except to refill the fuel 


supply tanks and make periodic 


checks of the ignition system and 
the engine oil.—Ed. 


TE 


Heater for swimming pool 


Wisconsin 
I am looking for some kind of 
submersible type of tank heater 
which can be used in an outdoor 
swimming pool of approximately 
30,000 gal. It is expected that it 
will raise the temperature some, 
but it is not desired to go to a lot 
of expense. Maybe it would be more 
practical to use several smaller 
heaters than one large, expensive 
one. 
Please send your 
tions. 


recommenda- 


Thirty thousand gallons of water 
weigh about 250,000 lb (81% lb per 
gallon). It requires a Btu to raise 
the temperature of a pound of 
water 1°F; 2.5 million Btu to raise 
it 10°F and 5 million Btu to raise 
the temperature 20°F. 

It will require a larger heat re- 
lease than the above figures indi- 
cate to accomplish the heating be- 
cause of the efficiency of combus- 
tion and the heat loss from the sur- 
face of the pool as the temperature 
of the water rises. This heat loss 
occurs because of the direct radia- 
tion and convection loss from the 
surface plus evaporation to the 
overlying air. There are so many 
factors involved, such as humidity, 
air temperature, air movement, sur- 


face tension of the water, move- 
ment of the water and films on the 
surface which may retard evapora- 
tion that it is not possible to ac- 
curately estimate the heat loss from 
the surface of the pool. 

Then comes the question, how 
quickly must the temperature of 
the pool be raised the 10° or 20° 
desired? Generally four hours is 
considered adequate. Assume the 
heater efficiency will be 75 per cent. 
Also assume that the air tempera- 
ture will be at or above the water 
temperature by the time the pool 
is up to temperature and that heat 
loss is relatively low. It may be 
only 10 per cent of the rate of heat 
input at times and at other times it 
may require much more heat to 
hold the temperature. 


Then for a 10°F rise in four 


2,500,000 
hours: ——— = 833,000 Btu 
4X .75 


imput per hour. 


To handle radiation losses, espe- 
cially during the last hour of heat- 
ing, the input should then be near 
1 million Btu. If 10 or 12 hours 
may be used to heat the pool, then 
a 500,000 Btu input heater will be 
adequate. Note that doubling the 
time will not cut the heat input 
rate in half because radiation and 
evaporation losses are taking place 
as soon as the temperature of the 
water starts to rise and continue to 
increase in proportion as the tem- 
perature of the water rises. 

Most swimming pools are pro- 
vided with a circulating pump and 
filter. This same circulating sys- 
tem can be used to circulate the 
water through a heater after it 
leaves the filter and before it re- 
turns to the pool. A separate circu- 
lator system sized to suit the water 
heater would be better. Any ap- 
proved type water boiler or booster 
water heater of adequate size, 
should be adequate. 

A tarpaulin or similar cover for 
the pool when the pool is not in use 
or while it is being heated will cut 
down on the heat loss from the sur- 
face and save considerable heat. 
—Ed. 








New INTERNATIONAL V-Line gives you... 


More 
More 
More 


More 


90 at the lights! 
speed on the hills! 


ton-miles per gallon! 


nower per payload pound! 


More power where you need it most! That sums up the story 
of INTERNATIONAL’s great new line of heavy-duty V-8 trucks. 

With that extra power you get away faster at traffic lights, 
move faster uphill, and build higher average road speeds within 
legal limits. And you do it with less shifting. 

Shorter bumper-to-back-of-cab dimension allows maximum 
payload capacity, with more ton-miles per gallon. Your trip 
time is shorter, your power per payload pound much greater. 

These are not just claims—they’re proven facts. Who proved 
them? 100 fleets tested these new INTERNATIONAL V-8’s, on 
and off the highway, in 2,500,000 miles of heavy-duty hauling! 

But the most convincing proof of all will come when you 
get behind the wheel yourself! Why not see and drive these 
great new V-8’s at your INTERNATIONAL Dealer or Branch? 

INTERNATIONAL HARVESTER COMPANY ¢ CHICAGO 


INTERNATIONAL TRUCKS 


FIRST with men who know truck costs 


Motor Trucks * Crawler Tractors + Construction Equipment * McCormick® Farm Equipment and Farmall® Tractors 


BUTANE-PROPANE News 





perfect 
performance 


Pictured above is the McNamar Model 

$1800 Tank Truck. The McNamar tank 

truck is streamlined in design and engi- 

neered to give fast and economical deliveries. 

You can actually pump up to 55 gallons per 

minute with this efficient unit. You can always depend 
on a McNamar tank truck for perfect performance. Sizes 
to 3,000 gallons. 


Call, wire or write 


McNomar for further Economical deliveries 


information. 


* to all installations 


Low center gravity 


McNAMAR More payload — less 
igh 
TULSA McNAMAR pas 


Streamlined, modern 
design 
BOILER & TANK CO. 


BOX 868 © PHONE CHerry 2-6291 
TULSA, OKLAHOMA 


Large capacity to save 
extra trips 


SEPTEMBER, 1956 








New INTERNATIONAL V-Line gives you... 


More go at the lights! 
More speed on the hills ! 


More ton-miles per gallon! 


More power per payload pound! 


More power where you need it most! That sums up the story 
of INTERNATIONAL’S great new line of heavy-duty V-8 trucks. 

With that extra power you get away faster at traffic lights, 
move faster uphill, and build higher average road speeds within 
legal limits. And you do it with less shifting. 

Shorter bumper-to-back-of-cab dimension allows maximum 
payload capacity, with more ton-miles per gallon. Your trip 
time is shorter, your power per payload pound much greater. 

These are not just claims—they’re proven facts. Who proved 
them? 100 fleets tested these new INTERNATIONAL V-8’s, on 
and off the highway, in 2,500,000 miles of heavy-duty hauling! 

But the most convincing proof of all will come when you 
get behind the wheel yourself! Why not see and drive these 
great new V-8’s at your INTERNATIONAL Dealer or Branch? 

INTERNATIONAL HARVESTER COMPANY ¢ CHICAGO 


INTERNATIONAL TRUCKS 


FIRST with men who know truck costs 


Motor Trucks * Crawler Tractors » Construction Equipment »* McCormick® Farm Equipment and Farmall® Tractors 
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perfect = 


performance 


Pictured above is the McNamar Model 

$1800 Tank Truck. The McNamar tank 

truck is streamlined in design and engi- 

neered to give fast and economical deliveries. 

You can actually pump up to 55 gallons per 

minute with this efficient unit. You can always depend 
on a McNamar tank truck for perfect performance. Sizes 
to 3,000 gallons. 


Call, wire or write 


McNaoamar for further Economical deliveries 


information. 


+ to all installations 
Low center gravity 


McNAMAR More payload — less 
igh 
TULSA McNAMAR pions 


Streamlined, modern 
design 
BOILER & TANK CO. 


BOX 868 ¢ PHONE CHerry 2-6291 
TULSA, OKLAHOMA 


Large capacity to save 
extra trips 
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beyond the mains (@#)/ 


A STUPENDOUS BOOST OF L. P. GAS SALES VOLUME is expected as 
the result of the recently legislated $37.6 billion federal aid 
highway program. The bill calls for $25 billion for the 
interstate highway system, with an additional 10 per cent to 
come from the states; $11.4 billion to be matched by an equal 
amount for additional highways within the states; and $1.2 
billion for federal roads within national parks and Indian res- 
ervations. 





The program is expected to require $500 million in new con- 
struction equipment. Nearly 3 billion tons of sand, gravel and 
erushed rock, 600 million bbl of cement, 3.76 million tons of 
asphalt and 19 million tons of steel will go into the construc- 
tion of these roads. We have seen no estimate of the fuel re- 
quirements for the construction phase, but it will entail a 
Sizeable increase over the present refinery output. We can 
anticipate an enormous growth of highway freight transportation 
and further rapid increase in automobile registrations and use 
as more highway facilities become available. It has always hap- 
pened in the past. 


And how will all of this affect the LPG industry? Behind 
these staggering statistics are several direct prospects for the 
use of large quantities of L. P. gas in the construction phase, 
and many changes in future distribution of business and resi- 
dential areas that will pick up the load as construction 
activity drops off. Direct prospects include power for con- 
struction equipment, and for the production, processing and 
transportation of aggregates, cement and other construction 
materials and supplies; heating of asphalt aggregate, and of tar 
for sealing millions of expansion joints; fuel for construction 
camps in remote locations; heat for cement curing so schedules 
can be maintained in areas of low winter temperatures. 


In addition to the continuous maintenance that will be re- 
quired, new marketing areas for domestic and commercial fuel 
will be created along the highways. You have seen that same 
situation in your own home area. Business and population in- 





Pree 


Deliver MORE CUST OMERS per day 


ee twin! 


Charlotte’s NEW Twin comes in 1300 through 2400 gallons (w.c.). Singles from 1248 through 1800 gallons (w.c.). 


CHARLOTTE Sugincered TRUCK TANKS 


are quality-bwilt for performance...mot price! 
a  . a 


Think what it means to you to be able to deliver 
up to twice... three times... even as much as 
four times the gallon capacity of your truck tank 
daily! That’s the TOP PERFORMANCE you get 
with the NEW Charlotte Tanks. Doesn’t take long 
to realize that the little more you pay in the 
beginning for quality-built Charlotte Tanks is well 
worthwhile because you’ll actually save money due 
to more efficient operation. 





GUARANTEED ee 
i he utmost in safety an - 
eta ‘highest operating efficiency. 


CERTIFIED ts of ASME 


cting requiremen 
ae reg srce Specification M an 
Charlotte Truck Tanks are load-balance 


to the chassis. 








Not only are your costs of daily deliveries dras- 
tically cut because of Charlotte’s unique piping 
and pumping system, but Charlotte Tanks also 
give you maximum safety, minimum maintenance 
and longer service. Charlotte Tanks are quality- 
built to serve you better! 


Order your Charlotte Tanks NOW to fit your pres- 
ent truck or a new chassis of your choice. 


Write today for full information and prices on 


Engineered Truck Tanks, D-Hydrated LP Gas Systems, 
ASME Cylinders, Duo-Tested Anhydrous Ammonia Tanks 


CHARLOTTE TANK 
CORPORATION 


Phone EDison 2-2188 P. O. Box 8037 
CHARLOTTE 8, NORTH CAROLINA 
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beyond the mains 


evitably spread out along the highways. With more highways and 
more automobiles, population tends to decentralize, taking with 
it the need for more local businesses and more local street and 
highway construction. Fringe areas become wider as highway 
facilities make it possible for people to live in wider spaces. 
That is not good for utility expansion, but it is great for the 
L. P. gas dealer. All in all, it seems that an enlarged highway 
program will spread many blessings around for our alert industry 
members to grab. 


THE BIGGEST ELECTRIC RANGE CAMPAIGN IN HISTORY is helping to 
sell gas ranges in one place, at least. Raymond Woodward, presi- 
dent of Western Natural Gas Co., LPG dealer of Jacksonville, 
Fla., became irked with the claims of a leading electric range 
manufacturer that the new 2600-watt element cooks faster than 
gas, and that electric cooking is cleaner. Becoming even more 
irked with the apparently slow results of the gas industry 
counter=-moves, he took things in his own hands on a local scale. 
He connected up one of those new electric ranges beside a com- 
parable CP gas range in his show room. 





Then by means of quarter page advertisements he invited the 
public to come in and make their own comparisons through actual 
cooking tests. Being particularly desirous of seeing the people 


who were financially and mentally prepared to purchase electric 
ranges, he offered to give the demonstration electric range, all 
for free, to anyone who could demonstrate that it was faster or 
cleaner than the gas range. The results? You guessed it. The 
electric range is still there, selling gas ranges quite reg- 
ularly to people who came in to take away a free electric range. 
We submit that it took a lot more promotion money to prepare 
those prospective purchasers to buy "the most modern range" than 
was required for Mr. Woodward to show them that he really had it 


REPUTATION AND CHARACTER MAY BE TWO DIFFERENT THINGS. Repu- 
tation is what you appear to be out in public. Character is what 
you are when you think nobody is watching. Reputation is not 
necessarily true. It may be a true reflection of sound 
character, or it may be like the plating on cheap silverware-- 
just a thin coating that cannot survive great adversity, great 
temptation, or great prosperity. The thin coating requires 
constant maintenance and building up. The sterling character 
does not need to worry about surface appearances. In the long 
run, the right way is the easy way. 
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Here’s how to beat maintenance on LPG buildings 


_. = Why are Armco Buildings easier to maintain than other 


types? Here are some of the reasons. Wall and roof units 
~ are made of 16-inch-wide STEELOX Panels that lock to- 
Half- gallon of paint gether to keep out wind and water. The special joint with- 
stands expansion, contraction, and settlement. It can’t 

open up or pull apart. 
. All-steel construction means there is nothing to warp, 
only maintenance crack, rot or burn. Individual STEELOX Panels are made of 


18-, 20-, and 22-gage Armco ZINCGRIP Steel—a much heav- 
ier material than galvanized roofing and siding normally 


in H used on industrial and farm buildings. Long, low-cost serv- 
years ice life is assured. 


Write us for the complete story on Armco Steel Build- 

s ings and how they can meet all the building needs for your 
Onl this LPG operations. Armco Drainage & Metal Products, Inc., 
4006 Curtis Street, Middletown, Ohio. Subsidiary of Armco 
Steel Corporation. 








Armco Steel Building 











This 1400-square-foot Armco Steel Building was 
erected in 1950 to provide office and warehouse 
space for the Bachtel Equipment Company, 
Columbus, Nebraska. Owner, Roy A. Bachtel, 
reports the only maintenance expense has been 
for a half-gallon of white paint used on the front 
wall. That’s less than $1.00 a year. 





‘BACHTEL EQUIPMENT CO: 


DpRMCO 


Steel Buildings \V/ 
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Your One Supplier with everything in L. P. gas 
and Anhydrous Ammonia Equipment 


"The Loadmaster" LPG Truck Tank 





COLOR —The Modern Trend! Bring BLUSH PEACH = SMOKY GREY 
your LPG Equipment up to date. Avail- SUNSHINE YELLOW SEAFOAM BLUE 


Pastels By Pasley tik: tlliealiag cabehk =. . twrlte for MUSTAND LIME WEDGEWOOD GREEN 


EUREKA ORCHID 


Information) LAKE BLUE DESERT ROSE 








PASLEY-DESIGNED Truck Tanks (see above and 
left) were first to feature all controls from one loca- 
tion. All operation is from one point—rear com- 


partment. 





BULK PLANTS Pasley LPG and 
Ammonia type installations —a |e" 

turnkey job or engineering for “EI a 
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“EVERYTHING YOU NEED IN L.P. GAS AND AMMONIA EQUIPMENT” 


The Pasley Mfg. & Dist. Co. 


601 East 11th Street « Kansas City, Mo. « Telephone: Victor 2-2369 
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WinlAT A (LINES 


for Sales! Profits! 
Turnover! ... it's 


Furnace and duct for any 
type installation easy to 
Counter flow Perimeter Ta order, warehouse, deliver, 
pe eS. Fee install, estimate and in- 


age unit 6” duct — and 





model CFA-6100 low [im Ee 3 voice. Only complete 


cost Empire counter- 


flow furnace. s ee < packaged furnace and 6” 


aluminum duct system 
pre-fabricated at the fac- 
tory. 





Standard basement type installa- 
tion 35’ size 16” x 8” extended 
ae | plenum with 6” round duct take- 
ety Biagprst sen fina « Ped off. Tailor-made look, designed for 
ef RE minimum air resistance — maxi- 

mum air flow efficiency. 


No skimpy 32” duct but full 6” 
round duct. Even temperature floor 
to ceiling-wall-to-wall. 


Empire again leads the way and 
for the first time offers to you a 
complete package unit of furnace, 
aluminum ducts, fittings, return air 
material and plenum chamber. 


STOVE COMPANY 


BELLEVILLE, ILLINOIS 
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THE OHIO FOUNDRY & MANUFACTURING COMPANY 
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VENTED 


SEALED HEATING SECTION 


100% GASTIGHT 100% WELDED 


FULLY ENCLOSED CABINET 


BUILT-IN DRAFT DIVERTER 


q CASTIRON BURNER NON-CLOG 


WITH RIGID-MOUNT PILOT 


BALANCED FLAME COMBUS- 
TION. MAX. HEAT, MIN. FUEL. 


2-TONE BAKED ENAMEL FINISH 
NON-TARNISHABLE GOLD TRIM 


DECORATOR 
MODELS 


yon HOME, OFFICE, STORE, SHOP, CHURCH, SCHOOL, CLUB, 
LODGE, LABORATORY, MOTEL, HOUSING PROJECT .. . 
WHEREVER VOLUME HEAT IS REQUIRED, WHEREVER SPACE- 
SAVING IS DESIRED, WHEREVER LOW COST IS A MUST. 


A REAL SALES BOOSTER ! 


WITH sophisticated design and color-freshness, the CONTINENTAL 
opens brand new markets for Dealers. Its beauty captivates the 
style-minded instantly and it’s engineered for years of matchless 
service. Fashioned low and compact, this space-saving console is 
Quiet, Efficient, Safe. Warm-air stream is clean, odorless, pene- 
trating . . . directed for fullest Living Zone comfort. Built-in 
convenience reduces operation to simplest form . . . fingertip 
control. Auto-controls optional . . . and easy to add. 


POWER BLOWER, TOO - - - ADD ANYTIME 


Ea EAST EES 


FOR NATURAL * MANUFACTURED - MIXED - LP GASES 


THE COMPLETE & MODERN LINE 


Write for Catalogs 


* 
WALL & 
FLOOR FURNACES 
+ 


WINTER 
AIR CONDITIONERS 
* 
® VENTED & UNVENTED 
CIRCULATING HEATERS 


* 
GAS LOGS, WALL & 
a FIREPLACE HEATERS 
se 





“Quality Heating Since 1846” STEUBENVILLE, OHIO 








L-P GAS IS NOT 
A SIDELINE AT 
TEXAS NATURAL 


Here is a production chart showing the per day production 
of Texas Natural products to June 1, 1956. With this 
kind of production, plus the world’s largest LP-Gas under- 


ground storage facilities, and one of the nation’s largest 
LP-Gas tank car fleets, Texas Natural is leading the 
field in QUALITY, SUPPLY and DEPENDABILITY. 


For the best LP-Gas contract you ever had, look to 
TEXAS NATURAL GASOLINE CORPORATION, 800 
Enterprise Building, Tulsa, Oklahoma. 


TEXAS NATURAL @ 
BUTANE 


PROPANE 
NATURAL GASOLINE 
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The most important factor 


in costs is time 


ITHOUT transportation the 

L. P. gas industry could not 
operate. The cost of moving the 
gas from where it is stored to 
where it will be used is and always 
will be one of the principle items 
of expense in marketing the prod- 
uct. In this field of transportation 
lie some of the greatest opportuni- 
ties for the LPG dealer to reduce 
his expenses and thereby increase 
his profits. 

In our last transportation issue, 
September, 1955, we went thor- 
oughly into the economic factors on 
which the design of both transport 
and delivery trucks is based. We 
outlined the trends in vehicle de- 
sign and the reasons behind them. 
Little of significance has been add- 
ed during the past year, except for 
the continuation of those trends. 
For this reason we have decided to 
devote most of the feature space in 
this issue to the dealer’s main 
problems connected with the use of 
his delivery equipment. In connec- 
tion with the present issue we rec- 
ommend that the reader review the 
articles in last September’s issue, 
particularly those devoted to “Bulk 
Truck Design” (page 42), “Planned 
Vehicle Maintenance” (page 56), 
and “Routing and Scheduling” 
(page 61). 

Time becomes a factor of cost in 
every step involved in delivering 
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By CARL ABELL 


Editor 





gas. Time of the driver, time of 
the truck, time of the loader— 
these are major items of expense, 
just as the time of men and ma- 
chines determine the cost of manu- 
facturing operations. 
Manufacturers conduct “time and 
motion” studies to discover means 
of manufacturing parts and assem- 
bling units in the least possible 
time. They redesign parts and as- 
semblies so they can go together in 
less time. They replace machines 
that are still good with others that 
will do the work faster, and in 
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many cases design and build spe- 
cial machines to eliminate or re- 
duce human labor. They change 
materials or processes to eliminate 
seconds of production time. In 
modern manufacturing, few pro- 
duction machines wear out. Re- 
placement is generally dictated by 
the development of other machines, 
or processes requiring other ma- 
chines, that can make the products 
cheap enough to offset the invest- 
ment cost of the new machinery. 

In like manner, L. P. gas dealers, 
distributors and transporters need 
to constantly study the time fac- 
tors in their operations to find out 
how to reduce the time of men and 
machines in getting their gas 
through the plant and into the 
storage tanks for which it is des- 
tined. 

It is only a slight oversimplifica- 
tion to say that the only time a 
delivery truck is earning is when 


The time required to get into the customer's premises, make the connection, disconnect, and 


prepare the vehicle for leaving is the same regardless of how much or how little gas is left. 
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One of the greatest opportunities for time saving in the average dealer's bulk plant is in 
the time consumed filling bulk trucks. A truck cannot be earning while it is standing at 


the filling rack. 





it is delivering gas into a custom- 
er’s tank, and at all other times it 
is costing. Let’s examine that situ- 
ation critically, and get the under- 
lying principle firmly established. 

Starting with the truck, it costs 
money just to own it. Investment 
costs, taxes, license, insurance, de- 
preciation and all the other “fixed 
costs” go on constantly, whether 
the truck is standing in the yard, 
rolling on the road, or pumping gas 
into the customer’s tank. Cost of 
fuel, oil, tires, inspection, mainte- 
nance, repairs, painting and a host 
of small expenses continue every 
minute that the truck is in motion 
or the engine is running to operate 
a pump. These costs can be figured 
in relation to any given period of 
time, even down to hours or min- 
utes. 

Vehicle expense is generally cal- 
culated in terms of cost per mile. 
That is good as far as it goes, but 
it measures only one factor — the 
mechanical efficiency of the vehicle 
as a means of moving a load. It 
tells nothing about the efficiency 
of its use, which is considerably 
more important in determining its 
relation to the profits of the L. P. 
gas business. 

Efficiency of use brings in the 
time factor, and this includes the 
fixed costs of ownership and all of 
the manpower time expended in 
putting the load in the truck tank, 
driving it to its various destina- 
tions, transferring the load to the 
customer’s storage, completing the 
other operations involved in mak- 
ing the deliveries, taking the empty 
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truck back to the plant, and mak- 
ing it ready to fill for another de- 
livery trip. Time of the vehicle 
and the operating personnel makes 
up the major portion of the cost of 
delivering fuel to the customers. It 
follows that any time that can be 
saved without sacrificing safety in 
any of the numerous operations in- 
volved will result in lowering the 
cost of delivering each gallon of 
gas, and will permit the vehicle and 


the personnel to deliver more gai- 
lons of gas in a given time. 

In attempting to justify any ex- 
pense for changes that will save 
time, it is necessary to know the 


value of that time. You need to 
know the fixed costs per hour of 
the vehicle, and the payroll costs 
per hour of the employees who may 
be involved in the operation. Sup- 
pose, for easy figuring on a hypo- 
thetical example, these costs add up 
to $4.80 per hour, or eight cents 
per minute. (This is probably low- 
er than the actual cost in your op- 
eration.) If a change in the plumb- 
ing and equipment of your truck 
will enable you to save five minutes 
at every customer delivery, and 
your driver averages 10 deliveries 
per day, you save 50 minutes, or $4 
worth of time. With 50 minutes 
saved, there is also the opportunity 
to make one more delivery per day 
with this truck, provided that it 
can carry the necessary additional 
amount of fuel. If the truck will 
not carry the extra fuel, you should 
begin to find out whether it will 
pay you to replace this unit. with a 
larger truck. 


One of the greatest opportunities 
for time saving in the average 
dealer’s bulk plant is in the time 
consumed in filling bulk trucks, par- 
ticularly where more than one truck 
is to be filled. Pamphlet 58 says, 
“B.13. Transfer of Liquids. (a) At 
least one attendant shall remain 
close to the transfer connection 
from the time the connections are 
first made until they are finally dis- 
connected, during the transfer of 
product.” In many cases it takes 
40 minutes or more to fill the bulk 
delivery truck. Perhaps more effi- 
cient pumping arrangements could 
reduce this time to 20 minutes. 
That’s a saving of 20 minutes per 
fill, and it happens every day— 
sometimes twice a day. You pay 
from 8 to 10 cents per minute for 
that time. On a year’s basis that’s 
a lot of money. And if a number 
of trucks run out of the plant, it 
may be even worse. If one truck 
must stand idle while another is 
being filled, the cost is doubled. 

This brings up another question 
—when should truck tanks be 
filled? In a small operation, the 
answer is simple. The driver gen- 
erally fills his own truck at the 
most convenient time. There is a 
slight time saving in filling if it is 
done when he comes in off the 
route, because the temperature in 
the truck tank is then at its low 
point for the day. 

In larger operations the filling 
is frequently done by a “plant 
man.” If the organization is large 
enough to do this, consideration 
should be given to having him 
come on duty two or three hours 
after the regular shift starts, so he 
may be available after the regular 
closing time to fill trucks after they 
return from a full day on the route. 
Some medium-sized operations fol- 
low this plan, having the loader 
also take care of the servicing of 
the trucks. In any operation there 
will be times when trucks come 
back to the plant for refilling dur- 
ing the day. That is no particular 
problem, as the driver can do his 
own filling and catch up on the 
paper work while he waits at the 
truck. 

The point of all this discussion 
is that a truck cannot be earning 
while it is standing at the filling 
rack. In any operation, large or 
small, truck time is expensive, and 
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anything that can be done to cut 
down on its “dead time” during the 
business day should be evaluated 
on the basis of its cost in relation 
to the value of the time to be saved. 
In many cases it will pay to have 
the plumbing and pumping equip- 
ment of a slow plant replaced with 
a system having greater pumping 
speed. 

And as a related factor, the pos- 
sible savings in time required to 
connect and disconnect the truck to 
the plant plumbing and open and 
close the valves should come in for 
critical analysis. Even the arrange- 
ment and location of the various 
valves and switches can have a 
bearing in the operational time. 
They should be arranged so as to 
require minimum walking by the 
loader, and movement in one direc- 
tion only during a sequence of op- 
erations is a time-saving advan- 
tage. This may require re-posi- 
tioning of valves and the installa- 
tion of extension valve handles, but 
it is worth doing. Minutes wasted 
in any operation become important 
if the operation is repeated regu- 
larly during the day. 

Time studies may also lead to 
important savings while the truck 


is out on the delivery route. Let’s 
consider a few of the specific items 
on which time may be saved. We 
have already mentioned the possi- 


bility of needing a larger bulk 
truck. This must be generally rec- 
ognized, for there has been a 
steady trend toward the purchase 
of larger trucks. There is also a 
pronounced trend toward larger 
pumps and better plumbing design 
to increase delivery speed. But this 
is only the beginning of the time 
savings that may be effected. 

Consider the time spent on the 
road between stops. Are the size 
of the engine and the gear ratio of 
the axle correct for the job to bea 
done? It does not pay to send a 
pony out to do the work of a draft 
horse. While it is perfectly true 
that a small engine will keep the 
truck rolling at proper running 
speed after it once gets up to road 
speed, a great deal of time can be 
wasted in accelerating the load, 
climbing hills, and maneuvering 
the truck into and out of the deliv- 
ering positions if the horsepower 
is low or the gear ratio is not 
right. 
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And in this respect the adver- 
tised horsepower of an engine has 
little to do with its value in han- 
dling loaded trucks. Some engines 
with very high rated power are 
notoriously gutless in the accelerat- 
ing range. Torque at usable speeds 
is the criterion—not what the en- 
gine will turn out at some fantasti- 
cally high rpm which is clear out 
of the working range. The poten- 
tial for time saving on the road 
comes before the truck reaches 
cruising speed. 

Since the larger capacity tanks 
are rather long, and it is necessary 
to distribute the load properly be- 
tween the front and rear axles, we 
get into another problem that af- 
fects the daily throughput of the 
truck. It is necesary to get the 
truck into and out of the custom- 
ers’ premises. With too much 
wheelbase there will be a certain 
percentage of delivery stops that 
will require extra maneuvering to 
turn the truck around. A _ short 
wheelbase helps to reduce the num- 
ber of times that a truck must be 
backed up to make its delivery stop 
in cramped quarters. 


them because the higher seat gives 
them better visibility for both driv- 
ing and maneuvering in close quar- 
ters, and because of the reduced 
driving labor resulting from the 
easier turnarounds. 

There are a number of respects 
in which the operation of many of 
the older bulk delivery vehicles 
(and some of the newer ones) are 
not only time consuming, but also 
time wasting. Does the driver have 
to run all around the vehicle and 
climb up and down to put the pump 
in operation? Many trucks are very 
poorly planned from this stand- 
point. Minutes will be saved many 
times each day if all the controls 
that the driver has to use in trans- 
ferring fuel into the customer’s 
tank can be operated from one posi- 
tion. Some operators prefer to 
have these controls at the side, 
others at the back. That is a legi- 
timate difference of opinion, but 
there is no argument about the 
time-saving advantages of having 
them all in one place. 

It is also possible to provide 
quick-opening valves in a number 
of locations in the pump circuit. 


It takes time and therefore costs money to fill a customer's tank. The time spent in pumping 


the gas might be cut way down with a change in the truck's plumbing. 





If this problem is prevalent on 
your delivery routes, you should 
consider the advantages of the cab- 
over-engine truck. Drivers some- 
times complain because they have 
to climb one step higher to get into 
the cab, but there are at least as 
many other drivers who prefer 


One of the prize methods of 
wasting time is piling the hose in 
a tray or coiling it at random in a 
cabinet. The quick way is to in- 
stall a power operated hose reel. 
With this, the driver needs only to 
take the end of the hose and walk 
with it to the tank in preparing to 
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Most important factor... Time and motion studies 
can show a dealer where he might cut delivery costs 





make the connection, and after the 
transfer has been made he simply 
disconnects and presses a switch to 
run the hose back on the reel. 
There is less wear and tear on the 
hose, too, because it runs over 
roller guides instead of being 
dragged over edges and projec 
tions. 

Pumping against high pressure 
in the customer’s tank slows down 
the transfer of fuel. This pressure 
can be relieved by the use of a 
vapor return hose, and this pro- 
vides the maximum reduction of 
the opposing pressure. The new 
dual hoses make the connection of 


: 


the vapor return hose very con- 
venient. Separate hoses may be 
taped together to effect similar sav- 
ings of time. Where this process 
interferes with accurate billing of 
customer deliveries, it is frowned 
on by authorities, but there is an- 
other way that is acceptable to the 
weights and measures people, and 
is nearly as effective. This is the 
use of spray type filling connec- 
tions in the customers’ tanks, in- 
stead of forcing the fresh fuel in 
below the liquid level. The spray 
cools the vapor in the tank and 
offsets the build-up of pressure 
which occurs with the low-level 
filling. 

The importance of pumping 
speed has already been mentioned, 
and is given detailed treatment in 
a special article in this issue. 
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Piping sizes and restrictions in 
valves and fittings are of utmost 
importance in attaining full pump- 
ing speed. A little extra invest- 
ment here will pay dividends for 
the rest of the truck’s life. And 
when they save several minutes on 
every delivery, the dividends be- 
come important. 

Anything that can be done to 
reduce the number of times that a 
customer’s tank must be filled dur- 
ing the year reduces the lost time 
Larger tanks offer a potent saving 
in delivery time. It does not take 
twice as long to pump 800 gal. 
into a 1000 gal. tank as to put 400 


Minutes can be 
saved many times 
each day with an 
arrangement like 
this. All controls are 
in one place, hose is 
on a reel, and a 
vapor return line is 
used. 


into a 500 gal. tank. The time re- 
quired to get into the customer’s 
premises, make the connection to 
the tank, then disconnect from the 
tank and prepare the vehicle for 
leaving, complete the business end 
of the transaction, and get back 
out to the highway is the same 
whether the delivery is 800, 400, 
or 40 gal. Only the pumping time 
is related to the quantity delivered. 
The objective should be to use an 
adequately large tank, and time the 
delivery for the day that the quan- 
tity of gas in the customer’s tank 
is down to the correct level for the 
desirable reserve. 

This emphasizes the importance 
of improved operating methods in 
controlling delivery costs. It takes 
time for a driver to run in to a 
customer’s yard to check the 


amount of fuel in the tank and see 
if it is time to make a delivery, 
Such lost motion can never be en- 
tirely eliminated, but it can be re- 
duced by scheduling deliveries in 
accordance with the history that is 
built up on the customer’s card 
over a long period, or better still 
by using a degree-day system in 
conjunction with the customer card 
for controlling winter deliveries. 

It also takes time to get custom- 
ers’ signatures on delivery slips. 
How far to go in eliminating the 
drivers’ contacts with customers is 
a problem of judgment. Everyone 
recognizes the value of personal 
contacts with customers, and we ail 
know that to most customers the 
delivery driver symbolizes the com- 
pany. But in the interest of cost 
control he should be able to com- 
plete a delivery even though the 
customer might not be at home. 

Some dealers answer this prob- 
lem, and gain added advantages, by 
installing metered service. Others 
have arranged with their custom- 
ers to have the driver put the gas 
in the tank and just leave a notice 
on the door if there is nobody there 
to sign the ticket. Of course this 
does not work if the customer is 
behind in payments and it has been 
necessary to put him on a COD 
basis. If it is a case of ““No money, 
no gas,” a return trip must be 
made to complete the delivery. 
That’s one of the hidden costs of 
slow collections, and it can be a 
mighty high cost. 

Not all of the items discussed 
in this article are concerned direct- 
ly with the dealer’s transportation 
equipment, but they all affect the 
efficiency of its use. They are parts 
of the problem of reducing delivery 
costs. The goal is the delivery of 
the highest number of gallons per 
truck mile and per truck hour. 
This requires constant study of 
equipment and its use, and the 
willingness to change methods or 
equipment if thorough analysis 
shows that the changes will “pay 
off.” This involves thought, which 
is the most difficult labor that maa 
performs. La 
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In business for health or profit? «A two-part series 


Part one: 


INCE World War II, the L.P. 
Py gas industry has been one of 
the fastest if not the fastest grow- 
ing industry in the United States. 
There have, and will continue to be, 
great opportunities in connection 
with this industry, but every day, 
every month, and every year com- 
petition is growing greater among 
L.P. gas dealers, with the very 


Profitable gas delivery 


requires knowledge of costs 


By CHALMER JAYNES, Skelgas Sales Dept. * Skelly Oil Co. 


obvious result that one of these fine 
days, only the real business man 
will continue to prosper and grow 
as he should. 

The L.P. gas industry is rela- 
tively new. We have already gone 
through that certain development 
period required in every industry 
and have grown out of the short 
pants stage. It has now developed 


TRANSPORTATION and DELIVERY COSTS 





Every L. P. gas dealer is in business to make a fair profit. But 
there is no profit if he doesn't charge enough for his wares. 
If he does not know his full costs he may not charge enough. 
In part one of this two part series, adapted from a paper 
prepared for this year's Arkansas L. P. Gas Association conven- 
tion, we bring you the facts of life of bulk gas delivery. In part 
two, which will appear next month, we plan to include facts to 
consider for making a profit in the fields of appliance sales, 
cylinder gas sales, leasing and selling consumer tanks, and 


servicing. 
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into a full-fledged industry that 
enjoys general acceptance the coun- 
try over. 

With acceptance, comes competi- 
tion. Competition can and should 
be the incentive to greater achieve- 
ment and profit, if the boundaries 
of competition are fully under- 
stood. There is a world of oppor- 
tunity for all, but each individual 
business will have to be operated 
commensurate with the capital be- 
hind it and with a definite plan of 
operation for the days ahead in 
order to grow and show a proper 
return on the investment. 

Unfortunate but true, a good 
many dealers presently in the L.P. 
gas ‘business could actually make 
more money if he were to take the 
capital invested in his business, put 
it in his local bank and draw 114 
per cent interest. In fact, there 
are some businesses today so poor- 
ly managed and with so complete a 
lack of records or books to chart 
the business history, they are 
progressively losing money each 
year. 

The plight of some of these busi- 
nesses is brought to the attention 
of our company, and I am sure the 
same is true with other companies, 
when we are approached with the 
proposition to buy out individual 
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dealerships. It may be interesting 
to you to know that in making in- 
vestigations of these businesses 
that are for sale, in many cases the 
reason behind the desire to sell 
stems from poor business planning. 
Most of them are simply out of 
money. 

Generally there are two reasons 
that these businesses are in finan- 
cial trouble: either their accounts 
receivable have reached the propor- 
tion that all operating capital is 
completely tied up, or all their capi- 
tal is tied up in their bulk tank 
program, preventing further ex- 
pansion, advertising, dealer promo- 
tions and the many other things 
that go into making up a progres- 
sive and successful L.P. gas dealer- 
ship. 

Another prevalent reason for 
selling these businesses (and the 
ones for sale are not just small 
businesses), is due to the fact that 
they are not making money because 
they have priced their products so 
low nothing is left after paying 
expenses. Here again, good business 
planning would have completely 
eliminated such a situation. 

Anyone in any business must 
have a proper margin of profit or 
he will not be able to operate very 
long. Actually, sad but true, many 
of these operators do not know 
what constitutes an honest profit 
in this business. They have made 
no effort whatsoever to set up a 
proper bookkeeping system, pre- 
pare a profit or loss statement, or 
in any way analyze their particular 
operation, due to the lack of this 
very necessary good business plan- 
ning. 

The average L.P. gas business 
will usually have three general cate- 
gories in their sales department. 
There will be the bulk tank and 
appliance sales, the bulk gas sales 
and the cylinder gas sales. Quite 
obviously, each of these three dif- 
ferent departments must be com- 
pletely self-sustaining, and they can 
be made to do so in any business. 

First, let’s analyze the portion of 
the business that should return 
most of the profit to a dealership. 
Of course, we are referring to the 
bulk gas business. Failure of an 
L. P. gas business to yield a proper 
profit can, in most cases, be traced 
back to this portion of the busi- 
ness. 
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When actually pinned down, most 
of the operators in financial trouble 
have absolutely no idea or accurate 
picture of how much it is costing 
him to do business. In too many 
cases, his product is priced with his 
competitor in mind, or he has priced 
his product, based on viewpoints or 
comments from his consumers. 
Naturally, any consumer wants to 
buy any product for as little money 
as possible. If he listens to these 
consumers he will find his competi- 
tor in the L. P. gas industry is sell- 
ing gas from one to six cents 
cheaper than he is. giving away all 
of his service and possibly also 
giving trading stamps. 

Your competitor needs to make a 





Table |. Cost Breakdown for Deliver- 
ing One Bulk Gallon of L. P. Gas 


Expense Item Cost in Cents per Gal. 








Direct truck expense 1 
Driver’s salary 1to1% 
General overhead 1to1% 
Storage 1 


Total 4to5 





profit just like you do. It is very 
unlikely that he can operate his 
business for less profit than you 
need. Many price wars have re- 
sulted from misunderstandings be- 
tween competitive L. P. gas dealers 
that would have been avoided com- 
pletely had the two talked the situ- 
ation over to understand their mu- 
tual problems and common costs of 
operation. 

A dealer who understands his 
own costs of operation and realizes 
the necessity of making a certain 
margin of profit, will seldom enter 
into such a stupid price war. He 
will realize that any fraction of a 
penny that is cut from the retail 
price will actually come from his 
net profit or take home pay. I have 
actually seen dealers confronted 
with just such a problem go to the 
competitor who has cut the price 
and simply lay out before this com- 
petitor his actual cost of operation, 
showing what a price war will do to 
the net profit picture at the end of 
the year. 


I have personal knowledge of this 
happening recently in the State of 
Illinois, where a very bad competi- 
tive situation developed. A new 
dealer got in to the business this 
spring, and in order to gain cus- 
tomers, he decided he would cut 
the price of gas to the point that 
he had less than a three cent gross 
margin. Through an association 
district meeting, the other dealers 
in that area actually presented to 
this new dealer their costs of oper- 
ation and the very next morning 
the price had been stabilized to the 
point that all dealers in that area 
were on a competitive basis with a 
5% per cent gross margin. 

After this meeting, a better feel- 
ing existed between all of the 
competitors and in referring back 
to this price war, they didn’t blame 
the new dealer so much when they 
found that he actually did not un- 
derstand his costs and was perfect- 
ly willing to cooperate, build his 
business on a sound basis, and be 
an accepted part of the L. P. gas 
industry in that community. 

Without a doubt, this very same 
thing is happening over and over 
again where it could be prevented 
to a large degree if all dealers were 
business men building their busi- 
ness on a solid profit foundation 
and looking not only to today, but 
to tomorrow and to next year. 

It has been quite interesting to 
us in the light of these competitive 
developments to try to determine 
the average operating cost of an 
L. P. gas dealership. From our own 
retail operations, as well as a good 
many independently owned and 
operated L. P. gas dealerships, we 
believe that we have pretty well 
come up with these average cost 
figures. 

To deliver one gallon of L. P. gas, 
the costs break down something 
like that shown in Table I. 

As you can see, this totals 4 to 5 
cents per gallon, depending upon 
volume and management. Please 
note that we have not included any- 
thing for profit in the listed ex- 
pense. To be more specific on these 
actual costs and to more or less 
substantiate the figures that we 
have given you, we have prepared a 
composite picture of 12 average 
L. P. gas dealers with somewhere 
near the same volume of gas sold 
each year but with varied condi- 
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tions. The average load of this com- 
posite group totaled 250,000 gal. per 
year and in order to deliver this 
250,000 gal., it was necessary to 
run the delivery truck 20,000 miles. 

The truck delivery costs are 
shown in Table II. 

Now, let’s turn to the next item 
of expense incurred in delivering 
this gas. The bulk truck driver’s 
salary. In talking to a good many 
dealers, we have found that there 
is no set or established wage for 
this driver, but it has been proven 
to us that the driver’s salary 
should run from 1 to 1% cents 
per gal. 

Wesubstantiate that figureinthis 
way: This man is one of the most 
valuable men in any dealer organi- 
zation. He is the dealer’s represen- 
tative to the customer. His ability 
in public relations as well as the 
requirement that he thoroughly 
know his job are of the utmost im- 
portance. He is, or can be, the 
source of many new or replacement 
sales of appliances and will know 
the customer’s situation concerning 
possible conversion of tractors, sta- 
tionary engines or trucks to burn 
L. P. gas. A good bulk driver, prop- 
erly compensated, is certainly a big 
contribution towards a successful 
and profitable business. Along these 
lines, I have personally observed 
that bulk drivers in many cases 
have been the impetus in getting 
the ball rolling on carburetion, 
weed burning, flame cultivation and 
other load balancing usage. 

This man must certainly be a 
qualified salesman to fully utilize 
the many contacts he has with the 
dealer’s trade. However, in the case 
of our example with a load of 250,- 
000 gal. per year, a bulk driver 
could not live on a one cent per gal. 
commission. This would total $2500 
per year and a dealer will not be 
able to keep a good man for such a 
low figure. Consequently, it will be 
necessary to adjust this salary up- 
ward but you can see that it would 
not be fair to the bulk part of the 
business to have all of this added 
extra salary come from the profit 
of the gas. 

Possibly an extra one-quarter 
cent per gal. can come from the 
bulk profits, but any remaining por- 
tion of the salary must be made up 
from placing this man in another 
department on a part time basis or 
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Table li. Average 


Expense Item 


Fuel 


Oil 
Repairs 


Tires 


License 
Insurance 


Depreciation 


Misc. Operating 
Expense 


Bulk Truck Delivery Costs for Composite Group 
Average L. P. Gas Dealers 


Explanation 


Drive 20,000 miles per year to deliver 250,000 
gal. Average 10 mpg so fuel consumption is 
2000 gal. 2000 gal. at 20 cents per gal. 


20,000 miles 

Average 

60,000 miles for front, 40,000 miles for rear, 

50,000 miles average. (Size 825 by 20). Set of 

six, $390. Two-fifths of $390 

Average 

Average 

Tank 10 years 
$2600 cost 

Truck 5 years 


$3400 cost — 5 — $680 
Total, tank and truck 


10 — $260 


940 


Lubrication, wash jobs, etc. 100 


$2628 or 


.0105 cents per gal. 


Total 





Table III. Calculating General Overhead 


A bulk gas dealer 


is usually also a cylinder dealer. To compute proper profit 


or loss on the gas sales, these two departments should stand on their own with 
the proportionate percentage of the general overhead to be applied to each. 
This may be computed as follows: 


Assuming dollar v 


Office wages 
Utilities 

Postage, freight 
Telephone, telegraph 
Accounting service 


Office rent 


Taxes (personal prop.) and insurance 


Stationery, printing 
Advertising 
Bad debts 


Gas loss 2% 


NOTE: If busines 
head. If appliances an 


olume for each department is about equal — 


Vz of 
Overhead 


$1350 


1/3 of 
Overhead 


$900 


Total for 
Entire Business 





$2700 

140 

182 

450 

364 182 
1200 
1000 
250 
500 

400 133 


400 400 400 


$7459 $4383 $3032 
or or 


.0176 per .0121 
gal. 
(1% cents) (1% cents) 


s consists of cylinder sales and bulk sales only, us> ™% of 
d tanks are also sold, use 1/3 


° over- 
of overhead, as each of the depart- 


ments in a business should share equally in general overhead charges. 
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Profitable delivery .. . It is necessary 
to know costs before setting your price 





on a part time sales job until a 
volume of business can be built up 
to provide this driver with a yearly 
salary that can be paid from the 
profits of the bulk business exclu- 
sively and, of course, utilize his 
time completely on the bulk truck. 
The L. P. gas dealer that attempts 
to cut his operating cost by hiring 
an unqualified man to put on the 
bulk truck, will certainly defeat his 
purpose. 

The next item of expense in- 
curred in delivering a gallon of 
L. P. gas is general overhead. Un- 
fortunately, this is overlooked by 
too many dealers today in estab- 
lishing a profitable margin of oper- 
ation. We find it to be extremely 
advisable to attempt to keep the 
general overhead as close as pos- 
sible to one cent per gal. for an 
efficient operation. However, a fig- 
ure from 1 to 134 cents per gal. 
with the latter being the maximum, 
is common in the industry. We sub- 
stantiate these figures again speak- 
ing of the composite dealership by 
the figures in Table III. 

Necessarily, you can see that the 
figures on this chart are contro- 
versial. The important thing that 
we want to emphasize is the neces- 
sity for considering the various 
overhead items when analyzing 
your operation. 

The last expense item is storage. 
I’m speaking of tank car or trans- 
port storage in this particular case. 
It is generally accepted as a neces- 
sary capital investment and the cost 
of such an installation is usually 
amortized at about one cent per 
gal. A direct charge against the 
delivery truck operation of one cent 
per gal. doesn’t seem excessive when 
you stop to consider the cost of 
unloading tank cars or transports, 
electricity, expected plant gas loss, 
general maintenance of pumps, 
compressors and tanks must be in- 
cluded in the one cent per gal. in 
addition to amortizing the plant in- 
vestment cost. 

Summing up our entire cost pic- 
ture again, we find that we have a 
minimum of four cents and a maxi- 
mum of five cents direct expense, 
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and this figure includes no profit. 

Another point that may be worth 
mentioning is the cash discount 
that many dealers give. It is com- 
mon in some areas to give a one 
cent rebate if the invoice is paid in 
10 days. This works well for some 
dealers and has helped keep the 
accounts receivable down. However, 
when allowing this discount it 
should be remembered one cent a 
gallon represents the total profit in 
some cases, so a dealer should price 
his product to get his desired mar- 
gin plus the discount in order to 
protect that profit. 

Trading stamps are given by 
some L. P. gas dealers. Their cost 


must also be included in the direct 
cost of the merchandise. 

In other words, when you con- 
sider your costs, don’t forget any 
of them. If you do, those costs must 
be deducted from the net profit or 
take home pay of the business. 

Let’s use some of the figures in 
previous charts and assume by good 
management we were able to cut 
overhead to one cent per gal. with 
a total direct expense of four cents 
per gal. and to that add one cent 
per gal. for profit. No discounts 
were given. The average ldid-in 
cost of their gas was eight cents. 
This pegged the selling price at 13 
cents per gal. 


Bulk L. P. Gas Delivery Truck Analysis 


Quantity delivered 


Average cost per gallon 


Total cost of merchandise (1 times 2) 


Average selling price 
Gross sales (1 times )) 
Gross profit (5 minus 3) 


Total truck expense 
A. Fuel 
B. Oil 
C. Repairs 
*D. Tires 
*E. License 
*F. Insurance 
Ge Misc. oper. expe 
#H. Depreciation 
Total 


8. Salary or commission 
9. Total expenses (7 plus 8) 
10. Net profit or loss (6 minus 9) 


ll. Mileage 


12. Cost per mile (7 divided by 1) 


Month SEPT. 19.56 


Truck # @ 


2££0, 00 dgalions 
$ .02 


$20,000 
$ ./3 

¢ ) 
$12, £00 





$2625 
$2125- 
$5753 
24,000 miles 
$ /3/9 


13. Average delivery cost per gallon (9 divided ty 1) $+ 02,30 


1h. Gallons per mile (1 divided by 11) 


12.5” 


#* Prorated amounts (1/12th the annual amount) 


Fig. 1. L. P. gas truck analysis sheet. 
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Profitable delivery ... An idle truck 
is a constant drain on your profits 





Now let’s put the actual cost fig- 
ures down on an analysis sheet, 
again using the average load of 
250,000 gal. per year. Every dealer 
can analyze his delivery costs by 
substituting his own figures for 
those shown. The analysis sheet is 
presented in Fig. 1. 

The important part about an 
analysis sheet such as we have just 
made up is a dealer’s ability to 
learn something from it. I would 
like to call your attention particu- 
larly to item 12, the cost per mile. 
In this particular case, it actually 
cost this dealer 13 cents per mile 
to drive that truck whether loaded 
or empty, whether he was going to 
deliver a gallon of gas or whether 
he was going to drive down to the 
corner to get a cup of coffee. 

In every way possible, a dealer 
must try to cut his cost per mile to 
the very bare minimum. This can 
be done by good preventative main- 
tenance on the bulk truck which 
will reduce repair costs; keeping 
the driver’s salary in direct pro- 
portion with the volume of gas 
being delivered, and by getting 
every possible mile out of tires on 
that bulk delivery truck. All of the 
small items add up to big items and 
by good management, the cost per 
mile can be reduced to a bare mini- 
mum. 

Item 13, the average delivery cost 
per gallon, shown on our example of 
23/10 cents can be traced directly 
back to the approximate one cent 
per gal. direct truck expense and 
1% cent per gal. driver salary. 

Item 14, gallons delivered per 
mile, is certainly an item that 
should be well considered. I’m sure 
that you can readily see that a 
dealer with a concentrated business 
will deliver many more gallons per 
mile driven by the delivery truck 
than the dealer that trys to go from 
50 to 80 miles from his base of 
operation to deliver gas. This fig- 
ure is particularly impressive in 
considering the value of other bulk 
usages than heating, cooking, water 
heating and refrigeration. 

For example, possibly one of the 
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best customers a dealer would have 
would use approximately 1500 gal. 
yearly for these four jobs. If that 
same customer converts his tractor 
to burn L. P. gas, the gallonage 
sold to that one customer would 
more than double and the gallons 
delivered per mile will immediately 
climb. One of the most remarkable 
jobs I have heard of in building up 
the gallons per mile was accom- 
plished on the west coast where one 
company has a record of delivering 
82 gal. of L. P. gas per delivery 
truck mile. (See “Beware of Dead 
Time,” elsewhere in this issue of 
BUTANE-PROPANE News). 

Now, in order to prepare an anal- 
ysis sheet such as this, it is neces- 
sary to very carefully keep all ex- 





Table IV. Profit or Loss Statement 


$32,500 
20,000 


Gross sales 
Cost of sales (gas) 


GROSS PROFIT $12,500 


$ 5,753 
4,383 


Delivery expenses 


General overhead 10,136 





NET PROFIT $ 2,364 





pense items on the truck and post 
them as well as the appropriate fig- 
ures for other expense items on a 
sheet such as we have used on a 
monthly basis. At the end of a 
12-month period, this can be re- 
capped to give you an average 
yearly figure. 

Let’s prepare a profit or loss 
statement covering the bulk part of 
our business to see exactly how 
much money this composite group 
would have made in a one-year 
period. The statement appears as 
Table IV. 

I’m sure everyone has heard of 
ratio. While ratio is presently and 
possibly will be for some time in 
the future a factor in this indus- 
try, it is my feeling that a good 
ratio is imperative to a good profit 
picture for any dealer. Delivery 


trucks kept busy on an _ equal 
monthly basis throughout the year 
can certainly be more profitable 
than having a very large volume of 
business one or two months out of 
the year which will probably re- 
quire an extra delivery truck for 
that short period and then sit idle 
the remaining part of the year. 

Along these lines, it should be 
pointed out that there are certain 
fixed operating expenses in connec- 
tion with a truck that are with us 
regardless of how many gallons or 
how few gallons are delivered. 
These fixed expenses include li- 
censes, insurance, and depreciation. 
Certainly an idle truck with these 
fixed expenses can be a big drain 
on the profits and further builds up 
the capital investment or cash out- 
lay required to do business. 

For just a moment, I would like 
for each of you to assume that the 
profit and loss statement that we 
just presented is your own. Sup- 
pose that during the year 1955, you 
made a net profit of $2364. What 
would have happened to your net 
profit if you had decided that you 
had better cut the price of your gas 
by one cent per gal. to meet com- 
petition? It’s pretty easy to see 
that you would actually have lost 
money and believe me, there were 
too many L. P. gas dealerships last 
year that were in that very same 
position. 

To me, the problem of putting or 
keeping every L. P. gas business 
on a paying basis is primarily the 
result of good business planning. 
This planning must include the 
appliance sales, the bulk tank sales, 
the service department, and the 
bulk gas sales. The proper opera- 
tion of each department is essential 
for the success of the whole. You 
can be a business man or you can 
be an ostrich by turning your head 
to the actual costs of doing busi- 
ness. I urge you all to be good busi- 
nessmen, manage your business 
based on sound practices, and re- 
member there must be a tomorrow 
for your business. This, I feel, is 
the key to the door of success. @& 
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GN) TRANSPORTATION SURVEY 


How much of your L. P. gas sales income dollar is eaten up 


by delivery costs? Are your costs high, low or just about 


right? This exclusive survey of transportation costs, pre- 


sented on these pages, was prepared by our research 


department especially for our readers so that they can 


compare their costs against the national average with an 


eye toward lowering transportation expenses and raising 


profits. 


By GENE MASTERS + BPN Research Director 


H°* many gallons of LPG per 
mile do you deliver? Accord- 
ing to a special exclusive BUTANE- 
PROPANE News survey made in 
June of this year, the national me- 
dian for bulk deliveries is 20 gal. 
per mile, and for cylinder deliveries 
5.9 gal. per mile. In the same sur- 
vey, the cost per mile for truck 
operation (including the driver’s 
salary) averaged 24 cents for bulk 
trucks and 17.4 cents for cylinder 
trucks. 
These figures would make the 
average delivery cost for a gallon 


CONSOLIDATED RESULTS OF THE 
BP-NEWS TRANSPORTATION SURVEY 


Median Fue! Delivery per Mile 


of bulk LPG 1.2 cents, and for 
bottled gas 2.95 cents. 

If your costs vary considerably 
from this average, keep in mind 
that the results of a national sur- 
vey level out the operations of 
dealers from widely differing local 
areas. Thirty-nine states are rep- 
resented in BPN’s transportation 
survey. Returns were received from 
dealers who deliver both bulk and 
cylinder LPG with the same truck, 
on the same trip. Variations were 
reported in figuring truck costs. 
Wage scales for drivers are not the 


BULK 
DELIVERY 


CYLINDER 
DELIVERY 


20.0 gal. 


MEDIAN COST PER MILE FOR TRUCK OPERATION 


Including Driver's Salary 
Without Driver's Salary 


17.4 cents 
9.5 cents 


24.0 cents 
16.0 cents 


MEDIAN COST PER GALLON FOR DELIVERY 


Including Driver's Salary 
Without Driver's Salary 
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2.95 cents 
1.61 cents 


1.2 cents 
.8 cents 


TRANSPORTATION and DELIVERY COSTS 


(ca 
1 | 


=a 
ee.\ 
= 


ee 
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same in all areas. Further, the all- 
year average for a plant whose 
trucks must operate in both winter 
blizzards and summer dust and rain 
storms, will be higher than for 
the plant in a more equable cli- 
mate. Customers are widely scat- 
tered in many western locations, 
and grouped together in eastern re- 
sort and sea-coast communities. 
Mountain roads are the rule for 
some routes while others will be 
over flatlands with surfaced hkigh- 
ways. Customer needs may range 
from a 20 lb cylinder to a bulk 
truck-load. 

The important fact in your own 
operations is that by close atten- 
tion and adequate records, you can 
pin-point the areas for improve- 
ment. Your own past performance 
is the record you have to beat, and 
there are many effective systems 
now in operation that can help you 
do it. 

If you are now delivering an 
average of five gal. of LPG per 
truck-mile and can increase it to 
10 gal., your transportation costs 
per gallon can be cut nearly in half. 
The “nearly” means that you will 
probably require more time to de- 
liver the 10 gal. than five, there- 
fore adding a little to your original 
costs. Raising your sights to 20 
gal. per mile instead of 10, or to 


BUTANE-PROPANE News 





Quick-Check-Chart for finding your delivery cost per gallon 


National Median 
Bulk Delivery 
20.0 


National Median 


If your gallons delivered 
Cylinder Delivery 
5.9 


per mile are. . . . . 


5 10 15 


And your truck cost per mile is | Then your delivery cost per gallon is 


0010 
0015 


.0100 


-0848 
.0150 


-0127 


0050 
0075 


.0033 
.0050 


0020 0011 
0030 0017 


Median Cyl. Truck 


No Driver’s Salary .0190 .0161 0095 .0063 .0038 -0021 .0019 


.0200 
.0250 
0300 


-0169 
-0212 


0100 
0125 
0150 


.0067 
0083 
.0100 


0040 
0050 
0060 


0022 
0028 
0033 


0020 
0025 
0030 


Median Bulk Truck 
No Driver’s Salary 16 


Median Cyl. Truck 
With Driver’s Salary 17.4¢ | 


¢ | .0320 .0160 .0107 .0064 .0036 .0032 


-0348 -0174 .0116 .0070 -0039 .0035 


0035 
0040 
0045 


0070 
0080 
0090 


0350 
0400 
0450 


0175 
0200 


0225 


0117 
0133 
.0150 


0039 
0044 
0050 


17 44¢ 
20 ¢ | 
226¢ 


Median Bulk Truck 


With Driver’s Salary 24 ¢/| .0480 -0240 .0160 - 0096 -0053 .0048 
0050 
0055 
0060 
0065 
0070 
0075 
0080 
0085 
0090 
0095 


0100 


.0167 

0183 
.0200 
.0217 
.0233 
.0250 
.0267 
.0283 
.0300 
.0317 

0333 


0100 5 0056 
0110 ae 0061 
0120 .0067 
0130 .0072 
0140 .0078 
0150 0083 
.0160 .0089 
0170 .0094 
0180 .0100 
0190 ’ 0106 
0200 ee O11 


6500 
.0550 
.0600 
.0650 
.0700 
.0750 

0800 
.0850 
.0900 

0950 
. 1000 


.0250 
.0275 

0300 
.0325 

0350 
.0375 
.0400 
0425 
.0450 
.0475 
.0500 


25 ¢ 
27 14¢ 
30 ¢/| 
321 o¢ 
35 ¢ | 
37} o¢ 
40 ¢| 
421 o¢ 
45 ¢| 
471 o¢ 
50 ¢ 


sixth the national median of 2.95 


40 instead of 20, will make similar 
reductions in transporation costs. 
This simple formula is responsible 
for the industry’s constant search 
for better cost-accounting methods 
to spot the efficient and inefficient 
operations — and for the growth 
of various systems to improve rout- 
ing and scheduling of LPG deliv- 
eries. 

Among these systems are the 
“degree-day” method which as- 
sumes that most heating customers 
will require heat when the temper- 
ature falls below 65°F and that the 
number of degrees below 65° will 
determine the approximate rate of 
LPG usage. Knowing the number 
of gallons in the customer’s tank on 
the last delivery, it is therefore 
possible to make a close approxi- 
mation as to when he will require 
additional fuel. Other systems are 
based on regular routes, customer 
reports by mail of meter read- 
ings, and summer-filling for winter 
usage. The best plan for you may 
not be any one of these, but rather 
a combination which best fits your 
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location, type of customers, and de- 
livery equipment. 

Because of the gallonages in- 
volved, the average bulk operator 
pays closer attention to improving 
his routing and scheduling than 
does the bottled gas dealer. A 
bottled gas dealer with an annual 
load of 2000 100-lb cylinders and 
a truck cost of 17.4 cents per mile 
might save about $820 per year by 
increasing his gallons delivered per 
mile from 5 to 10. The bulk oper- 
ator with a 500,000 gal. load and a 
truck cost of 24 cents would save 
$12,000 in a year with a similar 
increase—plus an additional $6000 
if he could boost the gallons deliv- 
ered per mile to 20 instead of 10. 

Larger volume forces dealers to 
watch the pennies on delivery 
costs. LPG dealers who have con- 
centrated on this have found the 
results to be very worth while. 
Several wholesale bottled gas deal- 
ers reported delivery averages of 
two 100-lb cylinders per truck mile 
—which would mean a per-gallon 
cost of a half-cent, or about one- 


cents. Figures of 50 or 60 gal. per 
mile were not uncommon among 
the bulk dealers, at a cost of less 
than a half-cent per gal. 

To achieve such averages over a 
year’s time requires constant at- 
tention in order to offset high op- 
erating costs in the winter, and 
the “emergency” deliveries that 
occur in any LPG business. In this 
respect, mobile radio facilities have 
been particularly valuable, with 
savings proportional to the number 
of customers and the fuel volume 
handled. 

The questions asked in the BPN 
survey were of the semi-accounting 
type that normally bring replies 
mostly from companies with de- 
tailed cost analysis systems. The 
medians established in this survey, 
therefore, may be considered as 
representative of well - managed 
companies—goals for the average 
operator to work toward, rather 
than averages for the industry as 
a whole. 

If your present record-keeping 
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does not readily give you the fig- 
GALLONS PER MILE ures on truck cost or cost per gal- 
10 is 20 2s 30 35 lon for deliveries, you are overlook- 
ing a possible gold mine of savings 
in operating expenses. These sav- 
ings can quickly add dollars to the 
profit side of your balance sheet at 
the end of the year. The charts 
DELIVERY COST PER GALLON —BULK and tables with this article show 
how fast your costs per gallon for 
operation including driver's salory (Scale A), ond: 16 cents deliveries can be reduced by build- 
per mile without driver's salary (Scale B). ing up your gallons-per-mile figure. 
ties In the past three years, BUTANE- 
If you deliver 10 gallons per mile, the cost is 2.4 cents on Scale A PROPANE News has published a 
and 1.6 cents on Scale B. 20 gallons per mile would be 1.2 cents number of feature articles on 
on Scale A and .8 cents on Scale B 
methods for reducing delivery 
costs. These articles are listed for 
| | those of you who would like to 
CALE make a quick review: 
Including Drivers Salary July, 1956—Degree-Day Coun- 
V ter “Saves the Day”—pages 
58-61. 
a May, 1956 — Monthly Reports 
* —Roadmaps and Guides to 
ue NATIONAL MEDIAN BULK DELIVERY Better Operation—pages 80- 


? 20.0 Gations per Mile 92 


April, 1956—Installing Truck 
ScaLE@—” 
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is 
Rie, tice ——— Pumps for Maximum Deliv- 
(Without Driver's Salary) ery—pages 42-52 
September, 1955 — When to 
Replace a Truck—pages 54- 
55 
September, 1955 — Planned 
Vehicle Maintenance Will 
Lessen Repair Costs—pages 
GALLONS PER MILE 56-60 
10 5 20 2s 30 36 September, 1955—Reduce De- 
livery Costs-—pages 61-68 
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Associate Editor 





of DEAD TIME 


“Dead time" is the period during which a delivery truck 
is on the road costing you money while providing no 
immediate return. It eats up profits, but be careful when 
you try to cut it down. The weapons you use might have 
to be entirely different from those used by any other 


L. P. gas dealer. 


O you want to cut down lost 
S delivery time! Of course you 
do. Every L. P. gas dealer wants 
to put out the same amount of gas 
at less cost, more gas at the same 
cost, or better yet, more gas with 
less cost. But how are you going 
to do it? 

One answer is to get rid of “dead 
time,” the specter that hangs over 
the heads of all LPG dealers. Dead 
time is any unproductive delivery 
time and includes having an expen- 
sive truck covered by expensive 


insurance and expensive taxes trav- 
eling along a highway burning fuel 
(not too expensive since it’s LPG), 
wearing itself out and running 
down expensive tires while being 
manned by an expensive driver and 
carrying a load of fuel that does 
neither you nor customers any good 
until it is in their tanks. 

Since the truck and its accom- 
panying expenses are necessary so 
that the fuel will eventually find 
its way into customer tanks, the 
time when it is in use should be 
made as productive as_ possible. 
Discussions of how to make the 
best use out of a truck and driver 
always come under the heading of 
“routing and scheduling.” 

Proper routing and scheduling 
are aimed at making as few trips 
as possible and leaving the highest 
possible gallonage of fuel with the 
fewest possible miles. 

While there are many basic rules 
to follow in achieving ideal routing 


TRANSPORTATION and DELIVERY COSTS 


Dealers across the nation report on their success in cutting down dead time. Included are 
(1) Bay Heat Inc., (2) Ranchers Gas & Supply Co., (3) Webster Gas Co., (4) Cress Gas 
Service, (5) Carolina Butane Gas Co. Inc., (6) Pennant Gas & Fuel Inc., (7) Ideal Gas 
Service, (8) Crutcher Sales Co. and (9) Reliance Gas Co. 
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and scheduling, there are no pat 
answers which will apply to all 
dealers. The type of routes vary 
with the type of marketing area, 
the type of accounts, location of 
the marketing area, terrain of the 
marketing area, weather in the 
marketing area, potentials in the 
area and scores of advantages or 
limitations peculiar to individual 
dealers. 

It boils down to the fact that 
each dealer must investigate all of 
the methods used for cutting down 
dead time and adapt the best ones 
to his particular circumstances 
with possibly a few of his own 
ideas added. 

A quick look at nine L. P. gas 
dealerships across the country will 
show how successful systems vary. 

In discussing the routine and 
scheduling subject, most LPG men 
like to start on the Pacific Coast 


where Bay Heat Inc. holds forth 
in North Bend, Ore. This dealer- 
ship delivers 82 gal. for every mile 
traveled. When you consider this 
in relation to the national median 
for bulk operators which is 20 gal. 
it is easy to see that Bay Heat has 
something. 

The secret is in the size of the 
marketing area. No Bay Heat bulk 
truck goes more than 15 miles from 
the home base. The firm’s 1500 
customers are concentrated in that 
15 mile radius and instead of 
pushing out its boundaries, the 
Oregon dealership is seeking still 
more customers in the same area. 
This will push the gallons per mile 
figure even higher up. Fifteen 
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routes are operated with 100 cus- 
tomers per route. Each route has 
its own route book which includes 
maps showing all customers in that 
area. 

Domestic customers are covered 
no more often than once each 
month and drivers are not allowed 
to backtrack. Heating customers 
must have at least 250 gal. of stor- 
age and the firm is working toward 
500 gal. storage. Part of Bay 
Heat’s secret is in the type of ac- 
counts it has. A good part of the 
firm’s customers are commercial 
users with big demand and big 
storage. 

Keeping your bulk trucks within 
15 miles of your plant cuts down on 
traveling time but could you do it 
in your marketing area? Many 
dealers could not, even if they tried. 
Take Ranchers Gas & Supply Co., 
for example. That dealership’s bulk 


One of Bay Heat Co.'s 
bulk trucks pulls out to 
service a route. Bay Heat 


drops 82 gal. per mile. 


trucks clock 125 miles each per day 
and average only 41% stops during 
that time. 

Ranchers Gas & Supply Co. is 
our next stop across the country 
as we go east from Oregon. As you 
might guess from the name, the 
marketing area consists of wide- 
open spaces in the Rocky Moun- 
tains and is situated around the 
firm’s home base at Cheyenne, Wyo. 
While this dealership could not 
possibly bring its time between 
stops down anywhere near Bay 
Heat’s, it can still cut delivery 
costs through proper routing and 
scheduling and it has. 

By use of a degree-day system 
where none existed before, Ranch- 


ers Gas is now serving 30 per 
cent more customers with two less 
drivers. 

A happy medium in route dis- 
tance between Bay Heat’s 15 miles 
and Ranchers’ 125 is the 35 mile 
radius from Springfield, Mo., served 
by Webster Gas Co. This mid- 
United States dealership has 2200 
bulk and 500 metered customers. 

Webster Gas Co. uses a schedul- 
ing board to service its customers. 
All customers are induced to have 
a 30-day storage on hand at all 
times. When a new installation is 
made, the firm consults with the 
customer and determines the new 
user’s gas needs so that adequate 
storage can be installed. 

The Springfield marketing area 
served by Webster Gas is divided 
into 125 routes. The firm has five 
drivers and each has 25 of the 
routes. Each driver services one 
of his routes each working day of 
the month, allowing him to make a 
complete circuit of his 25 routes 
once each 30 days. Customers and 
routes are posted on the scheduling 
board so that the office can keep 
track of all 125 routes at a glance. 

A direct contrast to this is 
found near the east coast of the 
nation at Richlandtown, Pa. 
Whereas Webster Gas has meters 
on only 500 of its 2700 customer 


iy 


Webster Gas Co. depends on a unique 
schedule board and a minimum of 30-day 


customer storage for proper routing ond 


scheduling. 
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tanks, Cress Gas Service of Rich- 
landtown has meters on all of the 
2000 accounts it serves. 

Cress Gas found that by servic- 
ing accounts on a regular periodic 
route basis, drivers frequently 
called on accounts which could have 
waited weeks for refills. With the 
meter system, no unnecessary stops 
are made. 

All customers are trained to read 
their own meters. New customers 
are given a training period during 
which time the gas dealership 
keeps in close touch. After a train- 
ing period, the L. P. gas user is 
“on his own.” Postal cards are at- 
tached to tanks, and when a cus- 
tomer’s meter tells him that a re- 
filling is needed, he sends in the 
post card or telephones Cress Gas. 

A double check is kept on the 
customer in the office. Usage rec- 
ords are kept up and checked daily. 
If no word has been received from 
a customer in some time, a stop is 
made. No customer has ever been 
out of gas since the system was 
adopted and delivery costs have 
been reduced. 

All routes have now been con- 
solidated into 16 meter runs per 
month with four of these runs 
made each week. Before the meter 
system began, twice as many runs 
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Pennant Gas & Fuel Inc. combines a degree-day system with two-way radio to cut extra 


miles and do away with driver overtime. 





were made each month to deliver 
the same amount of gas. 

Heading south from Cress Gas 
Service’s headquarters into the Ca- 
rolinas, another contrast is found. 
Carolina Butane Gas Co. Inc., un- 
like Cress Gas, operates on a regu- 
lar periodic route basis, but unlike 
Webster Gas which also services 


Two-way radio be- 
tween driver and 
bulk plant cuts down 
dead time and 


builds 
good will. 


customer 


accounts on a regular basis, Caro- 
lina Butane works different cus- 
tomers on a different time basis. 
The difference between Webster 
Gas and the Columbia, S. C., firm 
is the type of accounts serviced. 
Due to the diversity of accounts 
served by Carolina Butane, custom- 
ers might be worked annually, semi- 
annually, monthly, semi-monthly, 
weekly and some even semi-weekly. 

Yet, the South 
keeps a close accounting of ail its 
costs and drops 21% gal. per mile 


Carolina firm 


more gas than the national median 
for bulk delivery, even though its 
operations are both bulk and cylin- 
der. Cost per mile for truck opera- 
tion of 29 cents is slightly high, 
but the final test, cost per gallon 
of gas delivered, averages 1.3 cents 
for both bulk and cylinder whereas 
national median bulk cost is 1.2 
cents and cylinder is 2.95 cents. 

Carolina Butane Gas Co., like 
other L. P. gas dealers, finds that 
the few customers who want spe- 
cial delivery really increase total 
delivery costs. Up north on Lake 
Michigan, Pennant Gas & Fuel Inc. 
found special fuel deliveries a prob- 
lem until the Gary, Ind., dealership 
equipped its mobile fleet with two- 
way radios. 

By use of radio communication, 
the firm found that it could not 
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Dead time ... Nine dealers handle the 
problem each with a different twist 





only cut out driver overtime, save 
5 to 15 miles per truck per day 
and do away with idle truck and 
driver time during constant and 
expensive long distance telephone 
calls, but it could use its present 
truck fleet to service many more 
accounts. Pennant Gas works on a 
degree-day system, but with radio 
control its trucks can be sent to 
customers who are not on the regu- 
lar degree-day orders. 

In addition, the firm has kept 
pushing out its marketing area 
until it now covers a 40 mile radius 
and has constant truck-headquar- 
ters contact. Results: delivery of 
gas is up 50 per cent using the 
same number of trucks and drivers. 

Ideal Gas Service, east of Pen- 
nant Gas & Fuel, also uses a de- 
gree-day system in place of regular 
routes. When Ideal Gas was faced 
with having to add another truck 
to service its 400 accounts during 
the peak season, it adopted a de- 
gree-day delivery system in place 
of the route system it had been 
using. Not only has the Wooster, 
Ohio, firm been able to carry on 
its business without purchasing a 
newtruck, but the same trucks are 
caring for 20 to 30 per cent more 
customers. 

Unlike the straight east-west and 
north-south roads found in the 
middle west, when we journey 
down south to the Louisville, Ky., 
area, the roads and highways be- 
come a maze, reaching out and 
curving in all directions. These 
roads present a challenge to new 
route drivers and afforded 
Crutcher Sales Co., Louisville L. P. 
gas dealer, with a real lost-time 
headache. Driver and truck lost 
valuable time tracking back and 
forth on the highways in search 
of a particular customer. 

Crutcher solved the problem by 
adopting a code system for its 
route cards which not only de- 
scribes each route completely from 
beginning to end, but even tells 
the side of the road the house is 
on, the type of material from which 
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the house is made, the roof color 
and the type of fence. 

By use of the customer descrip- 
tion code and limiting length of 
route to 30 customers, the blue- 
grass area dealership can now han- 
dle its 1200 customers with two 
drivers, one of whom doubles as 
service man. 

Crutcher customers are well con- 
centrated once the driver finds 
them, but concentration of custom- 


Situated in the heart of a highly competi- 
tive L. P. gas area, Reliance Gas Co. has 
widely scattered customers, uses every trick 
including a radio to up the "gallons dropped 
per mile" figure. 





ers is difficult around Dallas, Tex., 
even though there are thousands 
of L. P. gas users in a 80 by 75 
mile area. The reason is competi- 
tion, and this poses still another 
challenge to successful routing and 
scheduling. 

In the 30 by 75 mile area, there 
are 25 LPG dealers. Customers are 
therefore widely scattered and a 
particular dealer’s delivery truck 
has to pass many tanks which need 
filling before he comes to one of 
his own customers. Routes in this 
area are long and unproductive. 

Yet, even this type of delivery 
can yield profits if properly car- 
ried out. That is why routing and 
scheduling is the most important 
of al] concerns of a company like 
Reliance Gas Co., Kaufman, Tex., 


which operates in the Dallas area. 

Reliance holds that the key to 
success under such competitive cir- 
cumstances is to keep the gallons 
dumped per mile figure as high as 
possible. The firm does this by en- 
couraging more appliances per 
home and by winning over as many 
new customers per mile from com- 
petitors as is possible. While large 
tanks are usually encouraged for 
domestic customers in other areas 
of the country, such is not entirely 
the case here. While a large tank 
increases the size of the dump and 
decreases the number of trips to 
that customer, Reliance believes 
that the resulting decrease in num- 
ber of contacts per customer might 
lose the customer to a competitor. 
Constant contact is necessary. 
Tanks, therefore, must be large, 
but not too large. 

No two dealerships have exactly 
the same routing and scheduling 
systems because no two dealers 
have exactly the same marketing 
area. Each of the dealerships men- 
tioned above has landed on what 
it considers the best method for 
its particular operations. Similarly, 
your routing and scheduling pro- 
cedures may be due for an over- 
haul. Examine them carefully and 
compare them with what other 
dealers are doing and with the fig- 
ures disclosed in BPN’s national 
survey, but remember that condi- 
tions vary. Your system will have 
to be styled to your market condi- 
tions and your method of operation. 
If you expect your delivery man to 
take over a part of the sales func- 
tion, for example, he will have to 
cover fewer customers than will a 
delivery man who works for a deal- 
ership which has a large sales staff. 

Regardless of your conditions, 
however, dead time is a parasite 
that eats into profits. Some dead 
time will always be encountered. It 
is important not to beat down the 
dead time menace to the point 
where safety and customer rela- 
tions suffer. 

The dealer who can cut down on 
dead time to a point where it is 
the smallest possible while still 
maintaining good safety and cus- 
tomer service policies will have re- 
duced an important part of his to- 
tal delivery costs. & 
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It might be 
R-E-S-I-S-T-A-N-C-E 
that makes your pumps so slow 


By DAVID C. ELLIOTT, President 
West Coast LPG Outfitters and Suppliers 


HERE is no piece of equip- 
ment more vital to the survival) 

and profits of the LP gas distribu- 
tor than his delivery units. Yet the 
casual and often haphazard manner 
in which the components of these 
units are selected and assembled 
might lead to the conclusion that 
the efficient delivery of LPG was 
one of the least of his concerns. 

Delivery units have been ex- 
amined in the field employing pumps 
of modern design and of proven 
capacity which could only deliver 
8-10 gal. per minute through the 
systems in which they were in- 
stalled. _ on SERV 7p. : 
To expect a distributor employ- f) => < 
ing this equipment to compete with 
an organization which puts units : PHONE 
in the field that can deliver 30 gpm 
with ease is utterly unrealistic. 
Such a distributor must be able to 
bring comparable equipment into 
his own organization or he must 
shortly yield his place to the more 
efficient operator. 

While it is admitted that the 
average gpm delivered into cus- 
tomer storage tanks in the field is 
somewhere between 12 and 15, 
nevertheless, even this rate is so 


David C. Elliott has been associated with 
the L. P. gas industry for 20 years. 


TRANSPORTATION and DELIVERY COSTS 


Proper selection of plumbing components will keep pumping resistance at a minimum, 
increasing gallons per minute of LPG pumped. 
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IN LP GAS EQUIPiENT 
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1586C Series 1586F Series 1588C Series 1588F Series 


34” NPT Female Inlet & Outlet 344" NPT Female Inlet & Outlet 1” NPT Female Inlet & Outlet 1” NPT Female Inlet & Outlet 
3000 CFH (7,500,000 BTU/hr.) 2000 CFH (5,000,006 BTU/hr.) 3000 CFH (7,500,000 BTU/hr.) 2000 CFH (5.000.000 BTU/hr.) 
Capacity Capacity Capacity Capacity 


RecO is the registered trade mark of The Bastian-Blessing Company 
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BIG commercial and 


industrial loads... 


For those big, tough gas jobs, such as asphalt batch mixing plants, road-building 

“tar wagons,” restaurants, motels, and bakery ovens—these new ReGO ReGuLartors can 
deliver multi-million BTU capacity and still resist freeze-up. They’re ideal as first 
stage regulators in large multiple installations. For liquid or vapor service. 


Bodies, are rugged aluminum forgings, with aluminum diecast bonnet, stainless steel stem 
and bushings and reinforced synthetic rubber diaphragm. 


1586F and 1588F Models provide finer regulation and sensitivity, and somewhat less capacity 
than the 1586C and 1588C Models which give the largest capacity with coarser 

regulation and sensitivity. 

Delivery pressure range is 5 to 30 psi. 


Available with delivery pressure gauge at slight extra cost. 


WRITE TODAY (or further details. RecO Equipment is stocked by leading 


distributors throughout the world or write direct to 


BA STIAN a R LESS : NG J 4205 West Peterson Ave. -» Chicago 39, Illinois 
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TABLE |. RESISTANCE-TO-FLOW PROVIDED BY COMPONENTS OF 
PROBLEM UNIT 


Component 


Feet of Resistance 





1-2 in. No. 3192A excess flow valve 
1-2 in. 90° ell 

1-2 in. globe valve (straight) 

1-2 in. strainer 





TABLE Il. RESISTANCE-TO-FLOW OF PIPE (FOR LIQUID BUTANE, PRO- 
PANE AND MIXTURES ONLY, EXPRESSED IN FEET OF HEAD) 





Gellons per 


Resistance of One-Foot Lengths of Pipe 
i 





10 GPM 007 


20 GPM 028 
30 GPM -060 
40 GPM lll 
50 GPM 174 
60 GPM «250 
7 GPM 
80 GPM 


90 GPM 











Minute Flow 
Rate 13" Size | 2" Size | 25" Size | , Size 


-008 
-017 
031 
O48 
070 
2095 
123 
0156 
0193 


038 
050 


-013 
017 
-063 021 


078 -026 














Courtesy of Smith Precision Products Co. 





slow as to place a distributor at a 
marked disadvantage in meeting 
the competition provided by the 
more aggressive companies placing 
the newest and most modern equip- 
ment in the field. 

Pumps presently being supplied 
the industry for domestic delivery 
trucks are capable of delivering 40 
to 50 gpm at pump speeds ranging 
from 400 to 500 rpm. Almost all 
the LPG meters presently being 
built and supplied the industry 
have a maximum delivery rate of 
30 gpm, but meters are available 
with a capacity of 60 and even 100 
gpm. 

Therefore, with this higher de- 
livery potential available, it seems 
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foolish for the distributor to be 
satisfied with the slow rate of de- 
livery so often found in his opera- 
tions. 

We can only conclude that the 
operators who continue to tolerate 
needlessly slow transfer into cus- 
tomers’ tanks are not aware of the 
high cost of such inefficiency, and 
the value of the time that could be 
saved by speeding up the pump 
delivery. 

Comparison of pumping time re- 
quired to put 800 gal. into a 1000 
gal-tank with a pump delivering 
only 10 gpm and the 30 gpm that 
the same pump could do with the 
plumbing restrictions removed 
leaves little room for doubt. With 


the slow pump the driver and the 
truck are tied up for 80 minutes 
transferring that one batch of fuel. 
With the speed stepped up to 30 
gpm, the transfer takes less than 
27 minutes. That is a saving of 53 
minutes. In that time the driver 
with an efficient pumping system 
could make one extra delivery. 

Each day, letters cross our desk 
bringing problems dealing with the 
rate of fuel delivery which can be 
obtained from units already in use. 
Some of these we can solve from 
our desk, others require a more 
careful approach in which all the 
factors making up the problem may 
be given consideration, but it may 
be said generally that most pump- 
ing problems fall roughly into two 
divisions. 

In the first division we place 
those problems we encounter in 
getting fuel to the pump, and this 
is not always as simple as it sounds. 

In the second division we have 
the problems of getting the fuel 
from the pump into the customers’ 
storages. 

Because LPG is a highly vola- 
tile liquid and often handled at 
temperatures which range from 10 
to 154° above its boiling point at 
atmospheric pressure, it goes with- 
out saying that it cannot be drawn 
or “sucked” as would be the case, 
let us say, with water. Therefore, 
gravity is the only force which can 
bring LPG to our pumps and for 
this reason the tanks and pumps of 
our delivery units should be lo- 
cated in such a manner as to pro- 
vide the maximum benefit of this 
gravitational force. For, regard- 
less of type, make, or style of pump, 
it can only deliver the amount of 
fuel that flows to its inlet under 
the push of gravity. 

To prevent the efficiency of the 
pump from being lowered by the 
presence of vapor in the inlet line 
and its own pumping mechanism, 
it is very important that the pres- 
sure on the inlet side of the pump, 
while it is in operation, should be 
at least equal to but preferably 
greater than the vapor pressure in 
the tank. 

While it is now practical to de- 
sign and build domestic delivery 
units capable of a delivery rate of 
over 40 gpm, our efforts here will 
be directed mostly toward assisting 
the distributor to obtain the great- 
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... oUF in the cold 


Are you taking a chance of being “out in the cold” 
this winter when the demand for LP-gas is heaviest? 
You can be sure of having an adequate winter supply 
of top-quality product without a premium price by 
contracting now with Sid Richardson Gasoline Co. for 
your year-around supply. 


Why gamble on your supply of LP-gas — the “‘life 
blood” of your business? Let us tell you about our 
record of delivery performance and how it can help 
protect your profits this winter. 


Std Richardson 


GASOLINE CO. 
629 FORT WORTH CLUB BUILDING e FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


H. M. JONES MARVIN L. DOSS H. L. SCHMIDLEY WILLIAM T. CARL RICHARD L. KLINE 
5123 NO. NEW JERSEY 3310 SYCAMORE 885 ST. PAUL AVE 3105 DEWEY 1027 WEST LOCUST ST. 
INDIANAPOLIS, INDIANA MIOLAND, TEXAS ST. PAUL, MINNESOTA OMAHA, NEBRASKA DAVENPORT, IOWA 
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MANUAL 


Whatever the user’s requirement, Weatherhead 
has a “‘package”’ to suit. Weatherhead pack- 
aged systems consist of two 100 Ib. cylinders 
with caps and fast-filling valves, your choice 
of changeover manifold, regulator, pigtails 
and mounting bracket. 


TEE CHECK System, the Economy Package, 
Cat. No. 91015. Capacity 70 cfh, 175,000 Btu. 


MANUAL System, the Package of Conven- 
ience, Cat. No. 91014. Changeover lever has 
positive sealing action. Capacity 70 cfh, 
175,000 Btu. 





complete system packages 
from Weatherhead... 


available on five year 
AUTOMATIC credit terms 


With a comparatively small initial cash 
outlay and term payments on the balance, 
you can acquire Weatherhead packaged 
systems — they include all equipment needed 
for making complete bottled gas installa- 
tions. Long credit terms is another of 
Weatherhead’s sincere efforts to . . . 


help you expand 


You can conserve working capital for other 
needs and still serve more customers, make 
more profits. Weatherhead packaged systems 
earn for you while you pay for them — 

and they ... 


satisfy your customers 


The dependable performance and attractive 
appearance of Weatherhead systems are 
always customer appreciated. If you want to 
get ahead and stay ahead, turn to Weatherhead. 


AUTOMATIC System, Cat. No. 91013, the For your copy of the new Catalog 1502 on Weather- 
head Bottled Gas Equipment, write today to: The 
. . . Weatherhead Company — 300 East 13lst Street 

h t ® m > 
HS eee eppliances; 100 <i, Cleveland 8, Ohio. In Canada, The Weatherhead 
250,000 Btu—plenty of capacity to supply range, Company of Canada, Ltd. —St. Thomas, Ontario. 
water heater, dryer, incinerator, and space i ‘ 


heater. Cat. No. 91012 package includes extra 


length copper tubing for remote mounting of 
service-reserve indicator for-easy visibility near ® 


a kitchen window. 
...is showing the way! 


Customer - satisfaction Package, a ‘‘must’’ for 
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est efficiency from equipment he is 
already employing. Generally there 
is a ceiling imposed on this per- 
formance by meters and other com- 
ponents already installed on these 
units, also existing conditions in 
the field often impose their own 
limitations. 

The first approach to this prob- 
lem is to discover how much gravity 
or feet of head can be had to bring 
the fuel to the pump. The dis- 
tributor can always assume that it 
will be precious little. 

If the center of the inlet port of 
the pump is 18 in. below the bottom 
of the tank, the feet of head, or fh, 
is this 1.5 ft plus the height of the 
liquid level in the tank from which 
the fuel is being taken. This can 
vary from zero when empty to per- 
haps 4 ft if the delivery tank is of 
average size and filled only to a 
safe level. 

In the event of the discovery in 
the pumping system of lowered ef- 
ficiency through pump starvation, 
the force of gravity provided by 
this elevation which gives us our 
fh is the only force with which we 
can work to bring about a correc- 
tion. 

In setting forth these problems, 
let us take the reader through the 
solution of the problems encoun- 
tered in a delivery unit brought to 
us recently for examination and 
correction. 

When this delivery unit arrived, 
its owner declared that during the 
period of cold weather and heaviest 
demand it had become so inefficient 
that its use was almost discon- 
tinued. Yet it was employing a 
pump which was almost new, of a 
very popular make, of proven per- 
formance and of ample capacity. The 
rpm speed imparted to the pump 
was not below that required for 
peak performance, so it was obvious 
that we had to look elsewhere for 
the trouble. 

Getting under this unit, it be- 
came apparent that most of its 
problems had been “built into it” at 
the time its components were se- 
lected and assembled. 

It was necessary, therefore, to 
give attention to the resistance to 
flow provided by the components of 
the inlet line from tank to pump. 
These were as shown in Table I, 
expressed in feet of resistance, or 
fr, instead of psi. 
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TABLE Ill. PERCENTAGE REDUCTION IN LPG PUMP CAPACITY WHEN 
THE STORAGE TANK IS NOT MOUNTED HIGH ENOUGH 





Liguid 
and 


Difference between the height the tank should be mounted, 
and the helcht it is mounted, in feet 





Temperat 


at ae tA BB. oF y he gry 9 [iof iit 








Propane, 
100 F. 


1.4] 2.0] 2.7] 3.5] 4.0 5.81 6.5| 71 





Propane, 
7° F. 


2.8} 4-1] 5-4] 6.6] 7.9 





Propene, 
40° F. 





5-9 | 8.9 





Propene, 
10° F. 


12.9 





Propane 
-20° F. 


57.6 


70.0 





Butane, 
100° F. 








35-7 | 38.9 


48.8 





Butane, 
Te F. 


55.8 | 59.0 66.3 


68.3 





Butane, 
40° F. 











7€.7 | 79.1 | 90.8 | 82.6 | 83.8 





























84.9 











Courtesy of Smith 


Precision Products Co 





TABLE IV. RESISTANCE OF VALVES AND FITTINGS (IN FEET OF PIPE) 


Valves and Fittings 


Size of Pipe in Inlet L 
IV in. 2 in. 2" in. 


ine 
3 in. 





14 in. Weco Trol Valve 


3 in. x 2 in. Rego #2139, 2139A, P Excess-Flow Valves f 63 
2) in. x 114 in. Rego #2138, 2138A, P Excess-Flow Valves 
in. x 2 in. Rego #3192A, 3292, 3283 Excess-Flow Valves 


in. Shand & Jurs “‘Safetifio”’ 


20 50 
158 
289 


420 


120 
173 
163 


in. Kerotest #P99X06 Excess-Flow Valve , ll 26 
in. Kerotest #P99X07B Excess-Flow Valves & P99XO7A 37 88 


in. x 2 in. Bohnhardt Internal Valve, wide open j 23 55 


in. Rego #3500AR, AS, AT Excess-Flow Valves 


1] 26 


in. Rego #7539 Series Excess-Flow Valves. . . : ll 
in. Rego #3500AL1, AM1, AN1 Excess-Flow Valves =i 37 
in. Rego 7537 Series Excess-Flow Valves ; 37 
in. x 2 in. Weatherhead #86016, 86017 Excess-Flow Valves 
in. Weatherhead #86018, 86019, 86020 Excess-Flow Valves 


114 in. Weatherhead #86021 Excess-Flow Valve 


RR Tank Car Excess-Flow Valves 


ACF #1402, 2 in. 
ACF #1401, 2% in. 


Okadee Valves, wide open, same size as pipe 


Globe Valves, wide open, same size as pipe 


Angle Valves, wide open, same size as pipe 


Plug Valves, wide open, same size as pipe 


Gate Valves, wide open, same size as pipe 


Swing Check Valve, same size as pipe 


Elbow, 90°, same size as pipe 


Elbow, 45 


, Same size as pipe 


Tee, flow through side outlet, same size as pipe 


Tee, flow straight through, same size as pipe 


Strainer (*), same size as pipe 


Strainer (*), next larger size than pipe 


Bushing, to one size larger or smaller 


160 
480 
964 
1450 
1300 
90 
290 
183 
90 
90 
290 
290 
160 
430 
1700 


970 





* Sarco strainer. 


Most other makes have more resistance. 


Courtesy of Smith Precision Prodi 


icts Co 
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Model A 


GAS UNIT HEATER ‘ COOL CABINET CIRCULATORS 
65,000 TO 250,000 B.T.U. : 22,000 aa 32,000 B.T.U. 
INI 


VENTED, RECESSED 


WALL HEATERS 
CHOICE 3 DECORATOR COLORS 










Model 40-G 


COMPACT UNIT HEATER 
40,000 B.T.U. 


















RADIANTFIRES 
WIDE RANGE OF MODELS 













WRITE FOR THIS 


FREE 


CATALOG 






OPALITE RAFIRE Series HV 


GAS LAMPS BATHROOM HEATERS RADIANTFIRE CIRCULATORS 
WITH “TOPTROL” 
5 SIZES, 30,000 TO 70,000 B.T.U. 
2 FINISHES 


GENERAL GAS LEGHT GO, setmesse, siciso 




















TABLE V. RESISTANCE-TO-FLOW PROVIDED BY SELECTION OF NEW 
COMPONENTS 


Component 


Feet of Resistance 





1-2 in. Rego excess flow valve No. 3739 
1-2 in. 90° ell 
1-2 in. globe valve (angle) 


37 


1-2% in. strainer (bushed down to 2 in. line) 
4 ft of 2 in. black pipe, including hose, etc. ............c%cccceccces 





TABLE VI. RESISTANCE AGAINST PUMP OUTLET BEFORE ALTERATIONS 


Component 


Psi of Back Pressure @ 20 gpm 





1% in. meter 


15 lb spring-loaded back pressure valve in meter 


% in. globe valve located at meter 
50 ft of % in. delivery hose 


% in. globe valve located at end of hose 


1% in. filler valve on customer’s storage tank 


Back pressure in customer’s storage tank when being filled at top or 


into vapor space 





While the resistances in Table I 
were taken from tables provided by 
The Crane Co. and the various com- 
panies manufacturing these parts, 
the Smith Precision Products Co. 
has provided the field with a very 
practical table by which the re- 
quired elevation expressed in terms 
of fh can rapidly be calculated to 
force a given volume of fuel through 
a pipe line where its size and length 
are given. (See Table II.) 

As already indicated, this de- 
livery unit had a 2 in. intake line 
from the tank to feed the 50 gpm 
pump. Therefore, in order to obtain 
peak efficiency, it was necessary to 
get at least 50 gpm through this 
line to the pump. The question was, 
did we have enough fh in order to 
do this? 

Table II made the mathematics 
in the problem very simple. The 
multiplication factor in this case 
was .048. Therefore, .048 x 292 = 
14.016. Approximately 14 fh was 
needed. 

Since the available fh was limited 
by the height of the liquid level 
in the tank above the center of the 
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inlet port on the pump, it was ap- 
parent that approximately 5.5 fh 
was the maximum which could be 
had and the minimum would be 
only 1.5 fh which would exist when 
the tank was emptied. Therefore, 
the deficiency in feet of head would 
always fluctuate between 8.5 and 


12.5. 


The company which provided 
Table II also has made available to 
the field a second table which is 
also of great practical help in the 
solution of these problems. (See 
Table III.) From this table it can 
be seen that the inadequate head 
would cost from 15 to 30 per cent 
of the delivery capacity of the pump 
at 40° F. 

This would have been bad enough, 
but the normal loss of the rated 
capacity of a pump is between 3 to 
5 per cent for each 10 psi of re- 
sistance encountered. This means 
with a bypass setting of 75 psi dif- 
ferential, the loss in this manner 
could be an additional 35 per cent 
when put in service, to say nothing 
of factors not even considered. 

Therefore, it was imperative that 
intake components be selected and 
installed which would correct most 
of this pump starvation problem. 
For the answer to this we turn to 
another table supplied by the same 
pump manufacturer (Table IV). 

The selection of components 
which was made is listed in Table 
V with their feet of resistance in- 
dicated. 

Again using the same multiplica- 
tion factor .048 x 88, 4.224 was 
obtained, indicating that approxi- 
mately 4.25 fh was all that was re- 
quired to do the job. A glance at 
Table III again indicated that even 
at the point when the tank was 
being emptied, at least 48 gpm 
could be counted on to reach the 
pump when working at 70° F. 

After the above changes 
made it was found that by adjust- 


were 


CUS) 
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If an L. P. gas dealer is to compete for a share of the market, it is important that his 
delivery equipment is not handicapped with a much lower pumping rate than his com- 


petitors have on their trucks. 
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Delivery you can depend on. iS 


By the light from the dispatchers office, another shipment of 
Beacongas speeds on its way through the night. When you 
rely upon Beacon Petroleum for your Butane Propane you 
are assured of delivery during your busiest months. You are 
sure because it is our policy to sell LP gas only within our 
capacity to produce and deliver. We'll never, and you'll never 
— get caught short. At present we can handle a number of 
new contracts. Why don’t you be sure . . with Beacon. 








BEACON 


PETROLEUM COMPANY 
TULSA e HOUSTON 














ing the bypass valve to 75 psi pres- 
sure differential, the unit would de- 
liver 20 gpm when tested against 
conditions simulating those in the 
field, filling tanks without a vapor 
line. 

Its owner was delighted, espe- 
cially when he compared this per- 
formance with what he was getting 
before. However, he was told that 
additional capacity could be ob- 
tained by reducing the resistance 
against the outlet of the pump. 
First it would be necessary to add 
up the resistance in terms of psi 
his pump was having to overcome 
to give him even this performance. 
These resistances were given as 
shown in Table VI. 

It was then seen from the figures 
in Table VI that 20 gpm was all 
the owner of this equipment could 
expect from this unit fitted as it 
was, with the bypass set at 75 lb 
psi. 

However, the 50 ft of 34 in. hose 
and the two 34 in. globe valves were 
exchanged for 50 ft of 1 in. hose 
fitted with two 1 in. globe valves. 
The 15 lb spring loaded type back 
pressure valve in the meter was re- 
placed with a diaphragm type dif- 
ferential valve and a delivery ca- 
pacity of 30 gpm was assumed. 

Thus, at 30 gpm, filling without 
a vapor return line, the factors of 
resistance added up about as shown 
in Table VII. 

It will be readily seen from the 
above that this delivery unit could 
then deliver 30 gpm with greater 
ease than it could formerly deliver 
20 gpm. Further, its delivery et- 
ficiency had now been improved al- 
most 300 per cent since work was 
started. 

Speeding up the operation of the 
pump permits the truck and the 
driver to get more done in a day. 
That adds up to lower cost of de- 
livering each gallon of gas. In a 
large fleet it can mean eliminating 
the expense of operating one truck, 
and in any fleet it can enable the 
staff and vehicles to deliver larger 
volume before it is necessary to 
add another vehicle. 

There are, of course, other fac- 
tors which can affect the rate of 
fuel delivery and the size of the 
day’s work, but there are few of 
those factors in which such a small 
investment can generally produce 
such profitable results. Rg 
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Care in selecting components of a bulk truck's plumbing can increase the pumping rate 
sufficiently to allow one or more additional deliveries daily. Bu-Pane's truck was engineered 
with this in mind. 


TABLE Vil. RESISTANCE AGAINST PUMP OUTLET AFTER ALTERATIONS 


Component Psi of Back Pressure @ 20 gpm 





1% in. meter 

Diaphragm type pressure differential valve 

1 in. globe valve on hose at meter 

50 ft of 1 in. delivery hose 

1 in. globe valve at delivery end of hose 

1% in. filler valve at customer’s storage tank 

Back pressure in customer’s storage tank when being filled at top or 
into vapor space 


Total 


Resistance to flow can be engineered out of a truck's pumping system in two areas: getting 
the fuel to the pump and getting the fuel from the pump into the customer's tank. Both 
areas are important. 
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“SAFETY-SYSTEM” INDIVIDUAL GAS VENT TABLES = 


Total Height of Vent (in feet) from Draft Hood to Top 


Allowable Span of Vent Operation, Expressed as Rated Hourly 
Heat Input (1000 BTU Per Hour) of Gas Appliance ii Vented. 


| LATERAL, FEET. 





on Nene tee pean ACORN MBE en 


46 to 61 to 
137 140 


7 to 8 to 


86 95 


11 to 
102 


14 to 
115 


12 to 16 to 35 to 
8] 115 


18 to 33 to 
120 131 
11 to 66 to 
128 
16 41 to 55 te 77 to 
78 113 123 


50 to 
95 108 


80 to 
120 
59 to 
102 


94 to 


69 90 115 


72 to 
65 85 99 


105 te 
112 


a. 
62 73 79 95 | Cc 
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Shown above is 1 of 10 Metalbestos tables covering almost every type of gas vent installation. 


‘Now its easy to do every job right! 





No more job-site guesswork — no more hit-or-miss in- 
stallations. With Metalbestos “Safety System” Tables 
you can now find the right answer quickly to even 
the toughest gas venting problem . . . complete the job 
faster and leave confident of no costly call-backs. 


Based on scientific research, laboratory tests and field 
investigations, these new tables give you the correct 
relationship between vent diameter, length of lateral, 
BTU heat input and total vent height for individual 
runs...vent connector diameter, connector rise, BTU 
inputs, vent heights and common vent diameter for 
combined runs. 


Thus, you can easily work out the most economical 
venting combination for each job — and know it’s safe. 
ORDER YOUR FREE COPY TODAY — Your Metalbestos job- 
ber has a limited supply of the new “Safety System” 
Gas Vent Tables — so order now and avoid delay. Or 
write to Dept. M-9. 


g. METALBESTOS wm 


Stocked by principal jobbers in major cities. Factory warehouses in 
Atlanta, Dallas, Newark, Des Moines, Chicago, New Orleans, Akron. 
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TRANSPORTATION and DELIVERY COSTS 




















You may think you have read 
this article before. You proba- 
bly have. It was the ninth of a 
series on safety training arti- 
cles that we published in 1953. 
We do not often repeat arti- 
cles, but in this case we make an 
exception. Requests for extra 
copies are still being received, 
and our supply has been ex- 
hausted for a long time. 
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By CARL ABELL 


OUR boss has probably made 

some emphatic and unkind re- 
marks about the rising cost of in- 
surance on the company’s delivery 
fleet. He is right in being dis- 
turbed, for in the past few years 
the rates on public liability and 
property damage have climbed sky 
high. They have become one of the 
company’s heaviest operating ex- 
penses. 

The insurance situation in our 
industry is far from satisfactory. 
In addition to conditions within 
the industry, it reflects rising costs 
from growing hazards over which 


we have no control—steadily in- 
creasing traffic and the greater 
“exposure” which it produces, and 
the alarming tendency of juries to 


You must think fortwo drivers- 
Yourself and the other fellow. 


l 





award astronomical damages for 
personal injury cases that are taken 
to court. 

These all add up to higher costs 
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dealer has a PROGRAM planned 












































Like thousands of other Coleman Blend-Air dealers, 
he is enjoying leadership in sales... and income. 


@ He puts the Coleman merchandising program 
to work for him. Exclusive promotions have 
developed dozens of modernizing jobs for him... 
Coleman’s builder program made him top man 
in the project field . . . and Coleman’s generous 
cooperative advertising underwrites a large part 
of his continuing campaign to build his own 
company’s name and prestige. 


@ He takes advantage of Coleman’s technical 
schools and dealer field training programs. As a 
result of this training and by using Coleman 
pre-packaged, pre-engineered system, he is doub- 
ling his volume without increasing overhead— 


because Blend-Air can be installed in half the 
time of ordinary heating and cooling systems, 


® Uses the competitive Blend-Air exclusives to 
close sales . . . including an all-out push on the 
exclusive $1000 Comfort Bond, the strongest 
guarantee for any heating system on the market. 


Make the Coleman program YOUR program for 
profit. Mail the coupon today... 
ee | 
Coleman VIT-ROCK Water Heaters —a 
With exclusive rock lining—backed 
by the industry’s strongest guaran- 
tee: 10-year $500 warranty bond. 


THE COLEMAN COMPANY, INC. 


Wichita 1, Kansas 


Coleman Since 1900—by the makers of famous Coleman 
lamps, lanterns, stoves, home haating and air conditioning 


The Coleman Co., Inc. Dept. BP-166 
Wichita 1, Kansas 
Yes, | want to know how I can increase my income through 


your Program Planned for Profit. | sell ( ) gas or LP-Gas fired 
equipment; (_ ) oil-fired equipment. 


Name. 





Firm Name. 
Address. 
City. State 
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Drive safely-dont become \\ 
a statistic. ee 








of doing business, reduced profits, 
and limitation of opportunities for 
workers to advance and increase 
their earnings. High insurance 
rates, like high business taxes, hurt 
every employee! 


Insurance problem 


The problem of establishing equi- 
table and fair insurance rates for 
the L. P. gas industry is something 
that is beyond the scope of any 
single company in our business. It 
is being worked on at “top level,” 
and progress is being made in sev- 
eral major marketing localities. But 
it is only progressing on the basis 
of demonstrated records for safety. 
Nothing but facts has ever checked 
these rising costs. These facts are 
produced by the day-by-day per- 
formance of the men who drive the 
trucks, and today’s accident figures 
are too high. 

Every major accident in whica 
an L. P. gas delivery truck, service 
truck, or transport is involved, 
hurts the entire industry. 

It is not enough that our record 
should be as good as the average. It 
must be better. Our vehicles are 
carrying a cargo that is listed as 
“hazardous.” The record 
that in nearly all of the traffic acci- 
dents affecting our industry vehi- 
cles, the cargo is not involved in 
any way. But there are occasional 
isolated cases in which a traffic ac- 
cident causes the escape of fuel, 
which if ignited can have serious 
consequences. Because this can 
happen, we must all take this traffic 
hazard situation seriously. The in- 
surance companies take it most 
seriously. They sometimes even re- 
fuse to insure certain operators’ 
vehicles, because of a succession of 
minor accidents which in them- 
selves are insignificant, but which 
indicate a laxity that may at any 
time result in an accident of dis- 
astrous proportions. The only way 
any operator can prevent this action 
on the part of insurance carriers is 
to maintain a low accident record. 


shows 


This can be accomplished. It has 
been accomplished on a scale far 
larger than the operation of any 
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company in the L. P. gas business. 
The major petroleum companies, 
conduct safety contests under the 
auspices of the National Safety 
Council. The records show that in 
the truck operations of the market- 
ing divisions, the company in the 
top position has had only one- 
eighth as many accidents per 100,- 
000 miles of vehicle operation as 
the company in tenth position. The 
company in the top position for ac- 
cident-free operation in 1953, Gen- 
eral Petroleum Corp., has _ been 
there most of the time for the pre- 
vious 10 years. Yes, it can be done. 


State of mind 


Safe driving is the result of a 
state of mind. It is a blend of 
knowledge, judgment, instinct, 
habit, and constant alertness. The 


We. 27 gene a 


There are two kinds of pedestrians- \) 
the quick and the dead. 


a _ 
__— 


safe driver must not only think for 
himself—he must also think for the 
less safe drivers who are out on 
the road at the same time. He 
must anticipate what these other 
drivers may be going to do, and 
make room for them to do it. This 
problem was summed up by a vet- 
eran truck driver, when asked how 
he managed to drive half a million 
miles without an accident, in these 
few words: “I always arrange to 
keep a little air between my truck 
and the other vehicle.” 

Statistics show that trucks are 
involved in about twice as many 
accidents per 100,000 miles of oper- 
ation as passenger cars. They are 
larger, heavier, harder to control, 
travel more miles per year and by 
the nature of their operation they 
are more likely to be on the road 
during bad weather, when visibility 
is not so good, and road surfaces 
are slippery. Truck drivers also be- 
come tired from long hours of work, 
which does not help them to keep 
alert. All these factors add up to 
more chances to have accidents. 

Even the best driver can not turn 
in an accident-free record unless 
his vehicle is in safe operating con- 
dition. Management can see that 


the vehicle is properly equipped for 
safe operation when it is new, and 
can provide facilities to keep it in 
safe operating condition. A main- 
tenance shop staffed with highly 
skilled workmen can go a long way 
toward achieving a commendable 
safety record, but it is practically 
helpless without the cooperation of 
the drivers. 


Driver’s responsibility 

The first person to become aware 
of an unsafe condition in a vehicle 
is the man who drives it. The best 
maintenance department in the 
world can not keep up with the 
service needs of a fleet unless the 
drivers tell them what is going on. 
All big truck and bus operating 
companies require the drivers, as 
part of each day’s work, to report 
in writing any defects in the vehi- 
cle’s mechanism which have come 
to their attention. Failure to re- 
port bad brakes, defective steering 
mechanism, or any other vital de- 
fect, is just as serious a breach of 
discipline as reckless driving. And 
the report must be in writing to 
avoid any possible alibis for send- 
ing a vehicle out in defective con- 
dition. 

Someone has to inspect the vehi- 
cle after the repairs have been 
made, to determine that it is again 
in safe operating condition. Large 
fleets almost always have highly 
trained inspectors who are respon- 
sible for this part of the operation, 
and if the reconditioning is not 
acceptable to the inspector, the ve- 
hicle does not go out. In small 
fleets, such as the average L. P. gas 
operation, this inspection is some- 
times done by the mechanic, some- 
times by the driver, and at other 
times by the manager. Experience 
shows that inspection by the mana- 
ger is best, and that the mechanic 
who does the work is the least de- 
sirable person to pass on the ade- 
quacy of the job. He may know a 
great deal more about the techni- 
calities of the job than the driver, 
and he may have enough moral 





Speed is still the No. | killer. 





strength to refuse to turn the vehi- 
cle out for service until it is right, 
but the driver who is not convinced 
that his truck is in safe operating 
condition is not in the proper men- 
tal state to drive safely. 


Best policy 
The smart driver gives himself a 
chance to avoid accidents by check- 


Courtesy is stihiien Ss 


ing his vehicle before taking it out 
of the yard. This not only saves 
accidents, but also time, and the 
employer’s money. It is much quick- 
er and easier to correct a wrong 
condition before the truck starts on 
its daily rounds than to discover an 
urgent need after the truck is on 
the road and then try to correct it 
on an emergency basis. 

The truck must run, so we see 
that it is supplied with fuel, oil. 
and water. While we are about it, 
we should check these systems for 
leaks. Let’s give the whole truck a 
quick lookover for things that 
might be wrong. Is there any water 
or oi] leaking on the ground, or any 
evidence of hydraulic brake fluid 
dripping? How about the tires? 
Are they evenly inflated, without 
any bulges, blisters, cuts, or other 
indications of weakness? You may 
be going out over dirt roads, or into 
a soft field, before the day is over. 
What a heck of a place to change a 
tire! And blowouts generally occur 
during the hottest hours of the day. 








Drive Safely .. . Safe driving is constant 
attention to many small details 





If any tires are defective, the place 
to change them is in the yard, and 
the time is early in the morning, 
while it is still cool. 

We will naturally check the 
brakes—both foot and hand brakes. 
And since hand brakes sometimes 
ease their grip as the drums cool, 
we have wheel chocks to be abso- 
lutely sure that the truck does not 
move off with a hose connected and 
without a driver. Like the pessi- 
mistic gentleman who always wore 
both suspenders and a belt, let’s 
make sure. And the best way to be 
sure that the wheel chocks will not 
get lost in transit is to chain them 
to the frame, then provide a place 
to carry them where they will not 
bounce out going over rough roads. 

Our morning inspection should 
also include looking over the lights, 
mirrors, reflectors, chassis springs, 
steering connections, wheels, and 
all body parts to see that nothing is 
bent, broken, loose, misaligned, or 
missing. The lights should be 
turned on to see that all filaments 
are burning. At least every six 
months, all exposed electric wires 
should be checked to see that all 
connections are tight and that the 
insulation is sound. Any defects 
showing up in any of the above 
units can be the cause of accidents, 
as well as delays on the road. 


Fire extinguisher 


The fire extinguisher should al- 
ways be on board the truck, and it 


should always be fully charged. 
There is nothing quite so futile as 
to grab a fire extinguisher for 
emergency use, open the control 
valve, and find that nothing hap- 
pens. The boss has probably told 
you to report every time that you 
use the extinguisher. If he has not 
told you, you should tell him, be- 
cause your life, as well as others, 
may some day depend upon having 
that fire extinguisher available and 
ready for use. It may be some other 


In racing for a corner, a tie is the worst 
possible result. 
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car or truck on fire along the high- 
way that brings the need for the 
fire extinguisher. It should never 
be the L. P. gas delivery truck that 
is burning. It should be a standard 
procedure in your company to keep 
engine clean and free from accumu- 
lations of oil and dirt, so leaks of 
fuel or oil may be quickly detected 
in the daily inspection, and cor- 
rected. This will prevent the num- 
ber one cause of truck fires. 

The good driver will be thorough- 
ly familiar with the state and local 
traffic regulations, and will observe 
them completely. These regulations 
are based on experience, and were 
drawn up to prolong the lives of 
those who use the highways. Some 
drivers feel that these rules impose 
hardships, and that they are “just 
for beginners.” Any driver who 
cannot overcome this feeling of 
superiority should be taken from 
behind the wheel before he prevents 
himself from achieving status as a 
mature driver. The man who said, 
“Drive carefully—the life you save 
may be your own” could not have 
said more in four times as many 
words. 

(Continued on page 69) 
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NEW CHALLENGER 


LP-GAS FILLING STATION 


Low in Cost 


NOW ...for a small investment you can 
sapture a profitable share of the LP-Gas 
motor fuel market. The New Challenger 
model lets you start right away with a qual- 
ity-built, full-sized LP-Gas filling station and 
at a price you have been looking for. Com- 
pletely packaged with 1,000-wg. tank, dis- 
penser, pump, and every valve and fitting 
you need, the unit is delivered to you 
ready-to-go-to-work. There are no extras to 
buy... you start selling LP-Gas motor fuel 
as soon as you connect the unit to your 
power line. 

Built to code specifications, the Beaird Chal- 
lenger is simply and ruggedly constructed. 
When installed in a highway service station 
its gleaming white enamel finish and attrac- 
tive streamlined appearance helps you build 
new LP-Gas motor fuel business. 

Write for Catalog 


THE J. B. 


Shreveport, Louisiana 


Goud — 


LP-Gas 


Clinton, lowa 


Anhydrous Ammonia Pressure Bulk Storage 


BEAIRD COMPANY, 


Transports 


Specification Highlights 
1,000-wg.-capacity storage tank 
18-gallon-per-minute dispensing 

Corken Model 12 pump — 112-h.p., 
explosion-proof motor (single phase 
Texoil service station type dispenser 


Code Built — Meets N.B.F.U. pamphlet 
No. 58 specifications 


Optional expanded metal guard 
enclosing piping and motor available 
at small extra cost 


BEAIRD DELUXE LP-GAS FILLING 
STATION for installations that require 
the finest on today’s market. 


BEAIRD 


At 


oie ae! 
——_—_—_—_—_——__—_—— 


Stockton, California 


Filling Station 
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You can actually count on a Beaird Payliner single- 
tank transport to do your job faster and for less 
money. With bigger legal payloads, one Payliner 
‘an mean an extra $4,000 profit, in a single year’s 
operation. And low original cost plus long term 
financing starts you saving the day you buy. 


EXTRA CAPACITY 
SAVES YOU TIME 


You haul bigger loads on a time-saving schedule and save 
money doing it. Beaird Payliners fill quickly and have front 
and rear outlets to speed up unloading. Their low center 
of gravity and excellent balance makes them tops in maneu- 
verability...reduces wear and tear on operator and 
equipment. 


BUILT-IN RUGGEDNESS 
SAVES YOU MONEY 


Structurally designed to eliminate excess dead weight, 
Beaird Payliner tanks are formed from high tensile steel, 
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Anhydrous Ammonia Pressure Bulk Storage 


BEAIRD COMPANY, INC. 


Transports 


IN STOCK 
IMMEDIATE 
DELIVERY 
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TRANSPORTS 


100% x-ray of seams and stress relieving assures maxi- 
mum strength and safety. The entire unit is fabricated 
according to 1952 ASME code for 2504 or 265# working 
pressure. 


PRODUCT ENGINEERED SIZES 
FOR IMMEDIATE DELIVERY 
Single-tank Payliners: 7,200 w.g. capacity for Propane or 

Butane — 6,165 w.g. capacity for Anhydrous Ammonia. 


Twin-tank Payliners: 5,600 or 6,000 w.g. capacity for 
Propane or Butane — 5,380 w.g. capacity for Anhydrous 
Ammonia. Other sizes to meet special operating require- 
ments are available on custom order. 


Buy full load capacity — Write today for a quotation on a 
Beaird Payliner transport sized “just right” to fit your 
hauling needs and financed to fit your pocket. 


| 
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NO BACKFIRE “POP” 
NO “WHISTLE” STOPS 


Now! A really quiet LP 
gas furnace to build your 
heating sales and profits! 





ALL-NEW 1956 


oe 


5 a WARM AIR 
} FURNACES 


-Boy, Counterflow and Suspended Models 
67,500 to 180,000 BTU /h,- : 


Model HG-90 
All Models 
A.G.A. Approved 


18 Lo-Boy, Hi 


Prove it to yourself 


No backfire ‘‘POP”’...no ‘‘WHISTLE” stops... smooth 
operation all the way! Let us prove it with the Williams 
LP demonstrator. We want you to put it through its 
paces. First, under normal operating conditions — 
then, with shutters closed...then wide open and with 


pressures ranging from 5 inches to 18 inches of water. 
You can even light the LP Gas with a torch at the 
shutters under any pressure conditions. Still you get 
no backfire ‘‘POP’”’...no ‘‘WHISTLE” stops. It’s amaz- 
ing! Other heating equipment just can’t come close to 
this kind of performance. For full details and a demon- 


NEW EXCLUSIVE HEAT 
EXCHANGER. Compact, 
new heavy gauge steel sec- 
tional design assures max- 
imum heat transfer. Indi- 
vidual inshot burner for 
each section means peak 
efficiency . .. quietest, low- 
cost operation. 


SEALED IN STEEL from Top 
to Bottom means the clean- 
est heat ever! Only health- 
ful, refreshing filtered air 
can pass through the heat 
exchanger into the home. 
A quality plus your pros- 
pects will recognize im- 
mediately! 


stration of the quietest LP heating equipment on the 


; . = Powerful tional advertising . . . 
market, simply fill in the coupon and mail it today. csncsmncgiignan ager gg Ry 


generous co-op ad plan...and 
hard hitting local sales promotion 
See all these quality features! ; me | 
e Easy-clean brown and beige baked enamel finish 
e Whisper-quiet, cushion-mounted oversize blower 
e Extra-large, high efficiency air filters 
e Factory fire-tested, assembled and wired for low- 
cost installations 
Easily adjusted for perfect flame 


materials give Williams Franchise 
Dealers high consumer acceptance— 
more sales punch for more profits. 


Fey 
: 


Williams Is Really On The Move! 


Eureka Williams Corporation, Dept. C-9 
Bloomington, Illinois 


Please arrange for me to see the LP gas demonstration. 
No obligation, of course. 


Name 





Address 
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Customer praise builds business! 
ee. you'll get it with a MITCHELL 
VAPORIZER on every installation. 


MITCHELL Direct-Fired Vaporizers are available in two sizes to meet the ; | | = Provides. up te 30 
need for continuous LP gas service in a variety of commercial and indus- ‘2 @ gallons of gas per 
trial applications. For use with above or below ground LP gas systems, E| hour... well suited 
MITCHELL Vaporizers provide a safe, steady, constant-BTU supply of gas 
uninterrupted by freeze-ups due to temporary over-loads or heavy . 
withdrawals. >. medium size indus- 


to the small and 


trial and commer- 


Minimum Size Storage Required MITCHELL Vaporizers 
eliminate the need for oversize storage tanks to meet temporary over- 
load demands. . . hence make possible more compact systems. They are 
designed for use with all heating, drying or stand-by applications requir- 
ing from two to several hundred gallons per hour. (For the larger 
demands, MITCHELL Vaporizers may be manifolded together.) 


cial applications. 





Automatic Selective Control MITCHELL Patented ‘Automatic 
Selective Control'’ automatically controls the rate of gas vaporized to 
equal the rate of usage. It permits vaporizer to supply either generated 
gas, or storage gas .. . or both at the same time. Simple, positive safety 
devices (providing overflow and pilot burner shut-off protection) make 


MITCHELL unifs safe and reliable. Capacity: 70 
gallonsperhour. 


Simple Installation Installation of MITCHELL Vaporizers is simple This unit is the 
and easy; and once properly installed, they will give years of constant, largest standard 
trouble-free gas service. All MITCHELL units have been tested and listed MITCHELL Va- 


under Underwriters’ Laboratories’ requirements. porizer. May be 
Listed by 


: used singly or in mani- 
Underwriters’ . . 
1 sedanlan folded combination for 


Build a reputation for dependability large industrial applications 


with MITCHELL VAPORIZERS 











SPECIFICATIONS 


Dia. Rated Pilot Rated 
or Input Wkg. Burner Cap. 


JOHN E. MITCHELL COMPANY (i Mam tye My rey ty 


(in.) {in} (in.) (Ibs.) hr.) (psi.) hr.) hr.) 


30 39, 13%, es 125 = 30,000 = 250 1100 30.0 
3800 COMMERCE STREET e DALLAS, TEXAS 70 9 32 10 460 ©=-75,000 «= -250 1100 = 70.0 
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According to the figures compiled 
by the National Safety Council and 
by numerous insurance companies, 
speed is still the number one killer 
on the highways. What constitutes 
high speed driving cannot be de- 
fined in terms of miles per hour. 
What might be safe in full day- 
light, on an open road with light 
traffic, no blind intersections and in 
good weather, will be too fast if the 
view is obstructed by hills or 
curves, if traffic is heavy, if the 
road is slippery, or after sunset. 
Any time a vehicle is driven so 
fast that it cannot be stopped, un- 
der the conditions then prevailing, 
before it collides with something 
else, it is being driven too fast. 


Check stopping distances 


There is a widely published table, 
reproduced herewith, which gives 
the distances in which a vehicle 
should be able to stop. The lowest 
figures apply to ideal conditions, 
with good brakes, good tires, and 
level, dry pavement. Under all other 





Someone always brings up 
the question that certain in- 
dividuals are of the type 
known as “accident-prone.” 
That is no idle dream. In driv- 
ing, as well as in all occupa- 
tions involving personal risk, 
the majority of the accidents 
are caused by a small percent- 
age of the people. These acci- 
dent-prone individuals are on 
the highway, and it is almost 
impossible to keep them off. 
But there is no reason why 
any of them should be driving 
L. P. gas trucks. 

Accident - proneness_ exists 
in different degrees in differ- 
ent individuals. For the mild 
cases, there may be some hope 
of a cure through education, 
but it is a long, tough, and 
risky procedure. The serious 
cases should never be allowed 
to drive company vehicles. For 
their own protection, as well 
as for the best interests of the 
business, they should be trans- 
ferred to other work offering 
minimum possibility of seri- 
ous accidents. 
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Drive Sately ... Unless two parties abide 
by right-of-way law, it is useless 





conditions except when stopping on 
an up-grade, you can expect to re- 
quire more distance to stop. Check- 
ing this schedule against the speed 
regulations in your own locality 
should convince the most over-con- 
fident driver that the legal limits 
are not too low. No business is so 
urgent that unnecessary chances 
should be taken, and employers are 
not in the habit of paying traffic 








COURTESY IS FUN 
OTHER PEOPLE 
SO SURPRISED 








fines or serving jail sentences for 
employees who find they cannot 
drive within the accepted safe driv- 
ing limits. 

Drivers who make unusually good 
records for accident-free perform- 
ance give a large share of the credit 
to their habits of “defensive driv- 
ing,” or if you wish to give it a 
higher social standing, to “courtesy 
in driving.” In either case, the pro- 
cedure is the same. You anticipate 
what the drivers of the other vehi- 
cles will want to do, and then give 
them a chance to do it. No matter 
how crazy, or how completely in 
violation of the highway traffic 
regulations, you let the other driver 
do it. Particularly if his action in- 
volves taking the right - of - way 
which the traffic regulations say 
belongs to you. The right-of-way 
law is absolutely useless in prevent- 
ing accidents unless both parties 
understand and abide by it. On this 
point, you can never be sure until 
at least one of the vehicles is 
through the intersection. In case 
you doubt the other fellow’s mental 


ability, it is always safer to let him 
go through first. In racing for a 
corner or a railroad crossing, a tie 
is the worst possible result. 


Useful driving suggestions 

Here is a set of useful sugges- 
tions on defensive driving which 
was distributed to all drivers by a 
big trucking concern: 

“The defensive driver never puts 
complete faith in the other fellow’s 
hand signals. 

He is always prepared for the 
motorist who ignores stop signals. 

He knows that some drivers will 
turn right even when traveling in 
the left hand lane, and signalling 
for a left turn. 

He keeps out of collisions by 
slowing down at intersections. 

He avoids ganging up and follow- 
ing other vehicles too closely. 

He keeps to the right and lets in- 
expert and speeding drivers go on 
their way. 

He never overtakes on a hill or 
on a curve, and never crosses the 
double line on the pavement. 

He pumps the brake pedal to flash 
a stoplight warning to the motorist 
behind. 

He gives adequate, and timely 
signals and has the necessary skiil 
to provide that added margin of 
safety in emergencies.” 

There is another phase of cour- 
tesy in driving which is worthy of 
the consideration of anyone who 
gets tired on his job—and that cer- 
tainly should include all L. P. gas 
drivers. That is its reaction on the 
driver who shows the courtesy. 
Let’s consider a specific case, on a 
clinical basis, as the doctors say. 


Courtesy gets results 

We have a friend who drives a 
great deal in Hollywood, where the 
percentage of people racing for and 
demanding the right-of-way is 
probably higher than in any other 
community in the United States. 
Bill was becoming a traffic neu- 
rotic, fighting for the right-of-way 
like the local morons, and trying to 
get through with profanity when 
mere horsepower failed. He was 
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well on the way to becoming a 
nervous wreck. 

One day his eye caught a sign on 
the back of a hot-rod—“Courtesy is 
fun—other people are so sur- 
prised.” It registered in his mind, 
and a moment later a long-nosed 
dowager in a Cadillac bore down 
across the corner that he had just 
entered. He not only stopped to 
let her through, but also smiled 
and waved her on. Her grim look 
thawed into amazement, and as the 
situation finally dawned on her, 
she returned his smile—and slowed 
down. 

Bill continued to give way to less 
courteous drivers all that day, and 
reported later that he had never 
had so much fun in his life. Truly, 
other people were surprised. And 
he kept it up until it became a fixed 
habit. He is no longer neurotic— 
he can drive through Hollywood 
traffic all day, and come back re- 
laxed. Previously, each day’s emo- 
tional strain had left him exhausted 
in mind and body, a candidate for 
a self-induced sundown accident. 
Tired drivers react slowly, and con- 
sequently have more accidents than 
while they are still fresh and vigor- 
ous. Courteous driving can go a 
long way toward preventing pre- 
mature tiredness. 

In spite of all the courteous, care- 
ful driving, accidents can be forced 
upon us. When your vehicle is in- 
volved in an accident, there are 
several things that should be done 
quickly. If people are injured, they 
should be safeguarded at once. If 
you are driving a gas delivery 
truck, and it can be moved, it should 
be put off the highway at a safe 
distance from any other vehicles, 
so if one or another of the vehicles 
should take fire, the flames would 
not be transmitted to your truck. 
It is most important that you get 
the names and addresses of any 
witnesses who may have seen the 
accident—and get as many as pos- 
sible. Even though you feel that 
you have caused the accident, get 
those witnesses. You may hesitate 
to do so because of the fear that it 
will put you in a bad spot. Brother, 
you are in a bad spot already, but 
without the testimony of the eye 
witnesses you may be considerably 
worse off. There have been cases 
on record in which witnesses who 
came along later gave versions of 


70 


Drive Safely ... Fire extinguishers are 
no good unless fully charged 





the accident which did not conform 
to the facts, and whose testimony 
resulted in jail sentences and 
awards for damages which were 
not justified at all. 

L. P. gas truck drivers, particu- 
larly those handling bulk deliveries, 
have one accident problem which 
does not affect the average truck 
driver. They have to drive in and 
out of the premises of a great 
many domestic and agricultural 
customers. It frequently happens 
that the access to the tank is lim- 
ited in area, and that the truck 
must be backed in or backed out. 
Damage to fences, trees, shrubbery, 
clothes lines, children’s toys and 
numerous other accessories is quite 
possible. One of the worst farm- 
yard accidents is to drop a wheel 
into a septic tank. Needless to say, 
the driver should be most careful 
when backing around in a cus- 
tomer’s premises, even to the extent 
of getting down from the cab to see 
how he is doing. And he must be 
constantly alert that no children 
playing in the vicinity get under 
the wheels of the truck. 


Details deserve attention 


Safe driving is the result of con- 
stant attention to many small de- 
tails. In time, the habit of watch- 
ing these details becomes second 
nature. But without constant re- 
minding, the average individual 
does not form the right driving 
habits, hence he tends to become 


Here lie the bones of 
Daniel Clay who died 
defending his right of 
way.Hewas right, dead 
right ashe sped along. 
But he’s just as dead 
as if he'd been wrong. 
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negligent, and then he has acci- 
dents. It is a matter of record that 
no large fleet operator has ever had 
a good safety record without an 
active safety training program 
sponsored by top management. It 
is also a matter of record that such 
active safety programs, with appro- 
priate pressure from above and co- 
operation all down the line, have 
never failed to improve the com- 
pany’s accident record. 

In a careful study of the results 
of these fleet programs, one thing 
stands out. With the exception of 
the very few accidents that result 
from unpredictable mechanical fail- 
ures, and these are very rare, acci- 
dents did not just happen. They 
were caused, either somebody com- 
mitting an act that should not have 
been done, or by somebody’s failure 
to do what should have been done. 
Education along safety lines is im- 
portant. We all need to know what 
we should and what we should not 
do, but beyond that we all need to 
develop the pride that our best pro- 
fessional] drivers have in their rec- 
ords for safety. 


Cultivate attitude 


That professional attitude toward 
driving can be cultivated by vari- 
ous methods. Most successful safe 
driving programs combine rewards 
and recognition for sustained safe 
performance and penalties for acci- 
dents for which the driver is 
proved responsible. Contests are 
desirable to develop the competitive 
team spirit that stimulates pride in 
accomplishment. Your company 
should have a safe driving pro- 
gram, patterned to fit the needs of 
the business and the number and 
the personalities of the employees. 
The National Safety Council can 
make general suggestions for such 
a program, but to be most effective 
it should be worked out in detail 
to fit the peculiar circumstances of 
your own company. And it will be 
more effective if the details of the 
program are worked out by the em- 
ployees who will participate in its 
operation. a 
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NEW!... 


a great labor-saving 
machine that reduces 
man-hours to minutes! 


RAPIDLY DIGS A 2% INCH WIDE TRENCH FOR 
PIPE AND TUBING FOR BULK INSTALLATIONS 


Eliminates costly, time-wasting hand digging. 


Loaded, transported, unloaded at job by one 
man. 


- Designed for operation by one man. Handy 
controls. 


Makes for a neat installation. No unsightly 
lawn scars. 


A muscle and back saver that wins workers’ co- 
operation. Investment rapidly repaid in time, 
money and morale. 


Economical, safe, simple to operate. Rigid. 
Sturdy. Light in weight. Oil sealed bearings. 
4 cycle standard gas engine. 


Digs as deep as 24” at a rate that actually re- 
duces hours to minutes. 


Tested and approved by competent engineers 
under actual conditions. A quality product by 
Stampings, Inc. and so guaranteed, 


i STHIMPINGS 


INCORPORATED 


y-p-GPADE 


wan - 225-525 --------4 


STAMPINGS, INC. Davenport, towa 


Gentlemen: Please send me complete information 
about the new POW-R-SPADE that reduces man 
hours to minutes. 


Your Name 


| 


Firm Name = 


Address a 


City amid “ 


L. newenen an enenesenanenenaenesaranasanan 


i 


ee 
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From Maine to Maryland more than 
LP-Gas customers are happy customers 


cause they enjoy “Big City” metered gas ser. 
vice through dealers of Fuelane 


ee a GENERAL SALES OFFICE: Somerton, Philadelphia 16, Penna 

oe Albany Alhambra Atlanta Baltimore Birminghan 

oem  /AMERICAN &: : 
METER 


Chicago Dallas Denver Erie He 

Kansas City Los Angele Minneapolis N 

co i) 8 oe ee Oe : f (orth) 8. Bm 4 Omaha: Pittsburgh - San Francisco: Seattle Tulsa: Wynr 
IN CANADA: Canadian Met Company, Ltd., Milton, Ontar 

; ESTABLISHED a36 Calgary Edmonton 


NCORPORATED epina 
SUPPLIERS TO THE GAS INDUSTRY for € E uminum e and Welded Steelcase Meter 
American-Westcott Orifice Meters v» Instruments 


paratus «: Valves 
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TRANSPORTATION and DELIVERY COSTS 
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Testing an 


LPG hose 


in six simple steps 


By C. F. SEWARDS, Technical Division * Hewitt-Robins Inc. 


O one wants to have his L. P. 

gas transfer operations halt- 
ed in the middle of the day due to a 
faulty hose assembly and no one 
should want to use an unsafe, in- 
efficient hose. The only way to avoid 
either situation is to repair or re- 
place a hose before it reaches the 
useless or dangerous stages. 

A six step testing program, out- 
lined below, will help dealers know 
when maintenance or discarding is 
required. 

Frequency of hydrostatic testing 
should ordinarily be every six 
months on hose under two years old 


and at least three months intervals 
thereafter. Hose that is harshly 
treated in service, e.g., regularly 
dragged over the ground or rough 
surfaces, sharply bent in storage, 
or continually exposed to weather 
will deteriorate more rapidly than 
that carefully handled and should 
initially use the more frequent test- 
ing program. Hose _ assemblies 
should also be tested immediately 
after unusually hard incidents such 
as end pulling, flattening by vehi- 
cles, or sharp bending in sub-zero 
weather. 

All physical tests should be done 


with the hose at or near room tem- 
perature. A record should be main- 
tained on each hose describing size 
of hose, type number, manufactur- 
er, type of service and handling 
conditions, type of storage when in- 
active, date received, purchase or- 
der number, and date of installa- 
tion. Headings should also be set 
up to permit recording results of 
the physical tests. Each assembly 
might well be assigned a station 
serial number which could be 
stamped on a coupling and would 
also appear on the record card for 
that particular hose. 





Here is the six step hose testing program :— 


1. Hose should be subjected to the closest visual 
inspection by those persons who actually handle it in 
service. Constant visual observation is necessary since 
hose failures will, for the most part, come about from 
localized damage to the carcass through crushing, end 
pull, weathering, cover tears or blisters and subse- 
quent ply abrasion. A periodic test of a visual nature 
is not considered sufficient since carcass damage can 
occur at any place in the hose and should be detected 
immediately in the interest of safety. 

2. Check the continuity of the hose ground wire with 
a 12 volt source and a lamp of small wattage or a suit- 
able ohmeter. Use the hose assembly, through the 
couplings, as conductor of the electrical circuit. Before 
applying the lead wire to the hose, touch the leads to- 
gether to check its operation and note the brilliance 
of the lamp or positive ohmeter reading. If the lamp 
lights about as brightly when applied to the hose or 
the ohmeter shows a low resistance reading, the 
ground may be considered satisfactory. If the lamp 
fails to light or burns dimly or ohmeter shows infinite 
or excessive resistance, a broken or poor ground re- 
spectively is indicated. Record results of test. 

3. Connect the hose to a hydrostatic test pump. Fit 
the opposite end of the hose with a cap having a 4 in. 
valve. Be sure that all connections are tight and then 
introduce water into the hose (at water main pres- 
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sure) through the pump end. At the same time elevate 
the capped end, with vent valve open to bleed off air. 
When the hose is liquid full, and all air is eliminated 
(which will be indicated by a solid stream of water 
from the vent) close the vent valve. Safety precau- 
tions should be exercised with LPG vapors. 

4. Raise pressure in the hose to one of the follow- 
ing figures: to 200 per cent of the maximum recom- 
mended working pressure for new hose which has not 
been in service, and to 150 per cent of the maximum 
recommended working pressure for hose that has been 
in service previously. Hold pressure for five minutes; 
meanwhile note for leaks at couplings and in the hose 
proper. If the hose ruptures or leaks through the 
carcass, it will be removed from service. If there are 
coupling leaks, release pressure, tighten coupling 
clamps and again bring the hose to pressure. Check 
continuity of hose ground wire. Record results. 

5. Release pressure from the hose; check continuity 
of hose ground wire; drain all free water and remove 
test fixtures. Upon successful completion of these 
tests, the hose is considered satisfactory for further 
service. Complete the record indicating disposition of 
the hose either to discard or return to service. 

6. Hose returned to service should be internally 
washed with methanol to remove moisture. 

These steps will help assure a hose that will serve 
you well when you need it. 6 
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JONNSON COUNTY 
L-P GAS ANC. 


a 0 Cc 4 W € LL EVERYTHING YOU NEED 


: Pe : FOR ACCURATE TRUCK 
ER-Series Oscillating Piston My MEASUREMENT IN ONE 


LIQUID LPG EASY-TO-INSTALL PACKAGE 


You can buy the Rockwell ER-Series meter- 

ing unit in either |" or I'/2" size with a 

M E T E R I N G S Y S T E M capacity of up to 70 gpm. The complete 
system includes meter, differential valve, 


; . x check valves, strainer, service tees, elbow 
We've made it easy and economical for you to get all 


the benefits of an LPG truck metering system. Now you 
can have a simple Rockwell ER-Series oscillating piston 
meter hooked up to a patented pressure loaded dispens- 
ing system that positively eliminates vapor and assures 
measurement of only liquids. This meter has fewer 
parts than others. Its accuracy and durability have 
been proved over many years. 


and connectors. An easy-to-follow installa- 
tion diagram is furnished with each order. 


EASY SCREW-TURN ADJUSTMENT 


The Rockwell ER-Series meter has an external micro- 
adjustment that permits a wide range of calibration to 
extremely fine limits. You do this with the turn of a 
screw driver. There’s no need to dismantle the meter or ’ Ve 
to use change gears when adjusting for accuracy. Get full _ Micro-Adjustment ~~ 
facts now. See your nearby Rockwell jobber, district 
office or write for literature. Differential —. 

Valve — ; 


4— Vapor Return Line 


Pressure Control Line 


ROCKWELL 


MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Charlotte Chicago Dallas ' 
Denver Houston Los Angeles Midland, Tex. New Orleans New a 


York N. Kansas City Philadelphia Pittsburgh San Francisco 


Seattle Shreveport Tulsa In Canada: Rockwell Manufacturing aoer Genet SOO scat. 
Company of Canada, Ltd., Toronto, Ontario Oscillating Piston Meter 
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Tom Stone learns about 


T isn’t often that I get to go 

into Evansville, so when Mr. 
Stone asked me to drive in with 
him I was both surprised and 
pleased. Tom Stone is my boss. 
He owns the Stone Propane Co. 
some miles out of Evansville and 
I’m his service manager. 

I was looking forward to the 
time when Mr. Stone would make 
the trip because he was going to 
trade in our oldest pickup for a 
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brand new model, but I had no 
idea I would get to go along and 
didn’t know why I was going. 

The trip was a long one and the 
boss got a chance to do a lot of 
talking. He likes that. He was 
telling me about Charles Steven- 
son, his old school chum who now 
owns a pretty good size new and 
used automobile and truck dealer- 
ship in Evansville. It was Mr. 
Stevenson we were going to see. 


EVANSVILLE 


“Yep,” Mr. Stone reminisced, 
“good old Charlie was voted the 
man most likely not to succeed and 
look at him now. I understand 
he has one of the top dealerships 
in the state. That boy is really 
doing O. K.” 

“He does a lot of advertising,” 
I volunteered. “You can’t miss 
his radio ads.” 

“Yes, but it’s a lot more than 
that. Frankly, I wish I knew some 
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Telling the story 
of LP-GAS for YOU use 


‘2@& MILLION TIMES 


To help you sell more LP-Gas, in 1956 
alone, national advertisements of 
Suppliers’ to the Gas Industry are 
telling the story of Gas for you month 
after month — more than 75 million 
times. Each advertisement carries 
the slogan “Jf you live beyond the 
gas mains, enjoy the conveniences of 
LP-GAS (bottled or tank) for all of 
the 7 big household services.” 

You can make this program pay 
extra dividends for you by publishing 
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these advertisements in your news- 
papers over your name and mailing 
proofs to your prospects. Mats and 
proofs available. 

Price Tags similar to tag illus- 
trated with room for appliance prices 
and terms are available at $10. a 
thousand, 

To help insure the future of the 
Gas Industry and their own business, 








all Suppliers are invited to join this 





Sponsored by these Suppliers to the Gas Industry: 


American Cast Iron Pipe Co, 
American Meter Co. 
Cleveland Trencher Co. 
Fisher Governor Co. 

E. F. Griffiths Co. 

A. C. Lawrence Leather Co. 
Mueller Co. 


Rockwell Manufacturing Co. 
M, B, Skinner Co. 

Sprague Meter Co. 

Superior Meter Co. 

Subsidiary of Neptune Meter Co. 
U. S. Pipe and Foundry Co. 
Vulcan Rubber Products 

Division of Reeves Brothers, Inc. 
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Under the Direction of the GAS EQUIPMENT MANUFACTURERS Committee of the Gas Appliance Manufacturers Association, 60 East 42nd Street, New York 17, N. Y. 
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Break-even point... Tom Stone learns from a car dealer 


that it costs him less and less when he sells more and more 





of his tricks. I think he picks up 
a lot of his basic management ideas 
from those schools put on for auto 
dealers by the brass in Detroit.” 

“I’m looking forward to meet- 
ing Mr. Stevenson,” I put in, “he 
must be quite a guy.” 

“That’s one reason I’m taking 
you along,” he answered. “Charlie 
is all sales and profit. Maybe the 
two of us can pick something up.” 

We got into Evansville in time 
to meet Charles Stevenson for 
lunch. He took us to a nice place 
and bought us a couple rounds of 
drinks, but I don’t think that’s 
what won me over to him. He was 
warm and friendly and seemed 
pretty self-confident. 

“How’s the old L. P. gas busi- 
ness these days?” he asked my 
boss. “I understand you butane 
and propane boys are making a 
real killing.” 

“T woudn’t exactly call it a kill- 
ing,” Mr. Stone laughed, “but 
we’re gaining customers all the 
time. The only problem is the high 
cost of doing business. My bulk 
plant costs money to run, you 
know, and so does my showroom, 
and delivery trucks don’t run on 
peanuts. If I could buy and sell 
gas and appliances without plant, 
offices, display room or trucks, I 
would be making a killing.” 

Mr. Stone‘s laugh had faded 
and he was pretty serious now. I 
knew that costs were high and 
while the boss liked to talk about 
anything, his pet peeve was the 
cost of doing business. He could 
talk your ear off on that topic. 
After listening to him, I sometimes 
felt bad taking my salary every 
week. 

After lunch we went back to 
Mr. Stevenson’s agency to get down 
to the business of looking at the 
new model pickup trucks. He had 
a real nice place, big and modern 
with air conditioning and a heck 
of a nice looking brunette cashier. 
His showroom, service garage, 
storage and used car and truck 
lot ran an entire block in a nice 
section of the city. 

He had a big stock, too. We 
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walked out into the storage garage 
and Mr. Stevenson lifted the hood 
of one of the trucks. 

“Here’s the power plant,” he 
said. “I guess you two will want to 
look in here first to see how easy 
it will be to convert this buggy 
to LPG.” 








SALES IN GALLONS 


Fig. | 


“We'll be running on propane, 
alright,” Mr. Stone began. And 
he launched into another of his 
favorite topics, but this time his 
face was all lit up with a smile. 

“Oh, Charlie,” a voice from the 
entrance of the garage called. 

Mr. Stevenson looked over and 
waved the man in. He put his arm 
around the newcomer’s shoulders. 

“This is Russ Knolls, our sales 
manager,” he beamed. The boss 
and I shook hands with Mr. Knolls 
as Mr. Stevenson finished the in- 
troductions. “What’s up, Russ?” 
he asked. 

“T just wanted to tell you that 
we closed the deal on the fleet of 
five cars for that insurance com- 
pany, so we’ve passed the break- 
even point.” 

“Wow,” Mr. Stevenson ex- 
claimed, obviously pleased. “And 
so early in the month, too. Now 
we can really go to town. Let’s 
sell.” 

“Well how about this slave 
driver,” Mr. Stone said in amaze- 
ment. “If you’ve closed a big deal 
and passed the break-whatchama- 
callit point already so early in the 
month, why not take it easy. You’ll 


only die young if you keep pushing 
sales all month.” 

Charlie Stevenson and his sales 
manager looked surprised. Then 
Mr. Stevenson looked at my boss 
as if Mr. Stone were pulling his 
leg, but when he saw that he was 
serious, he got a sober look on 
his face. 

“You must be kidding, Tom. You 
don’t actually mean that, do you?” 

“Of course I do, to an extent,” 
the boss answered. “Oh, sure, you 
should’nt really let up on sales 
because even with high costs if 
you keep selling you keep making 
a piece of profit. But why push 
harder now?” 

“Because,” Mr. Stevenson ex- 
plained, “now is when the profits 
coast in. We don’t make a piece 
of profit from each vehicle we sell 
from now on, we make a bigger and 
bigger slice of profit with every 
car and truck sold. Now that we 
have passed the break-even point, 
I’ll make some profit on a truck 
sold today, but I’ll make even more 
on the same truck sold at the same 
price tomorrow.” 

“TI don’t get it,” Mr. Stone said 
with a puzzled face. “The truck 
costs you the same today as to- 
morrow, doesn’t it?” 

“Sure, it does, but the cost of 
the truck is a variable cost, it’s 
the fixed costs that will be lower 
on each truck after I have sold 
two trucks than it will be on one.” 

“Wait a minute,” the boss said. 
“You lost me way back at the 
break-even point.” 

I was glad Mr. Stone stopped 
him, because he had lost me too 
and Mr. Stone asked me on the way 
up to help grab some of what Mr. 
Stevenson put out in the way of 
management ideas. This sounded 
good. 

“Alright, I will start at the be- 
ginning. No wonder you complain 
about costs if you are a business- 
man and don’t know what the 
break-even point is.” 

“But I’m not in the automobile 
and truck business,” Mr. Stone 
complained. “I sell liquefied petro- 
leum gas and gas appliances. What 
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VM. PROUDLY PRESENTS 
UNVENTED WALL HE 


Designed by Dearborn .. manufactured by 
Dearborn... with the built-in Dearborn 
quality you have known for years, this all-new 
UNVENTED wall heater has features you 
-an sell because it has the features 

your customers want! 


You Can Sell... 


¢ Quick, simple installation—it hangs on the wall 


e Safety and convenience of its 
Cool Safety Cabinet 


© Specially designed, super-efficient burner 





e Fully visible flame 
¢ Comfort-making forward heat flow 


e Completely enclosed controls— 
more safety by Dearborn 


¢ Combustion chamber and baffles made of 
Black Beauty steel 


e Beautiful styling —finished in smart 
Dearborn coppertone 


¢ Takes no floor space —littie wall space 


e Competitively priced 


SEND TODAY FOR ADDITIONAL 
INFORMATION ON THIS NEW 
DEARBORN PROFIT-MAKER 


48” high, 20” wide, 

only 61." deep. Burns any 

type gas. .uses any operating and tempera- 
ture control available on Dearborn's regular 


1700 W. COMMERCE e¢ DALLAS, TEXAS line of space heaters 
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SALES IN GALLONS 


Fig. 2 


good will this break-even do me?” 

“Wait a minute,” Mr. Stevenson 
said as he closed the hood of the 
truck. “The break-even point ap- 
plies to any business, regardless of 
what is sold. The principle can be 
used by the corner popcorn vendor, 
if he wants to. Let’s go into my 
office where we can sit down with 
a pencil and paper and I’ll show you 
something.” 

We all went through the garage, 
through the showroom and up to 
Mr. Stevenson’s office on the mez- 
zanine. 

“Very simply,” Charlie Steven- 
son explained, “the break-even 
point is the point at which the total 
income from automobiles sold, or 
LPG sold, is exactly equal to your 
total costs. That is, the point at 
which you have sold $500 worth of 
propane so far in a month and the 
cost of selling the propane, all ex- 
penses plus the cost of the fuel it- 
self, equals $500.” 

“Well,” Mr. Stone said skeptical- 
ly, “I don’t know if I...” 

“Look at it this way,” Mr. Stev- 
enson offered. “Every businessman 
has what accountants call fixed 
and variable costs. Fixed costs re- 
main about the same regardless of 
how much you sell whereas vari- 
able costs increase with the amount 
of product you sell. In my case, for 
example, I have to pay such things 
as rent on this land, interest, de- 
preciation and maintenance on this 
building and salaries like that of 
the cashier regardless of whether 
I sell one car or not. Those costs 
are fixed and remain the same.” 

“I’m familiar with fixed and 
variable costs,” the boss broke in. 
“T know that as soon as I opened 
my L. P. gas dealership, before I 
had delivered one gallon of gas to 
one customer, my fixed costs were 
there and they stay there.” 
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“That’s right, Tom,” Mr. Steven- 
son said. ‘Now, let’s look at fixed 
costs on paper.” He took a sheet 
of paper out of his desk and drew 
a diagram like that in Fig. 1. “If 
we let the perpendicular line repre- 
sent cost in dollars and the hori- 
zontal line represent sales in gal- 
lons, we have the beginning of a 
break-even chart. The higher up 
the dollar line we go, the more it 
costs and the farther to the right 
on the gallon line we go, the more 
we sell.” 

“You don’t have to explain how 
a simple line graph works, Charlie.” 
Mr. Stone appeared irritable and I 
tried to smile to show Mr. Steven- 
son that the boss should, be toler- 
ated. Mr. Stevenson did not mind 
at all. He wanted to start from the 
beginning and that’s exactly what 
he was doing. 


VARIABLE COSTS 





FIXED COSTS 
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Fig. 3 


“Alright, then, let’s draw in a 
line parallel to the gallons sold line 
like this,” and Mr. Stevenson drew 
a line across the graph and wrote 
in “fixed costs” under the line as in 
Fig. 2. 

“T see that,’ Mr. Stone acknowl- 
edged, “fixed costs are the same 
amount of dollars all the way across 
the graph, regardless of how much 
is sold. For me, fixed costs include 
tax and interest on my bulk plant 
property, depreciation of storage 
tanks and buildings, depreciation 
of my trucks, taxes, telephone bill, 
insurance, and salaries of office 
help, drivers and service men. Re- 
gardless of how much I sell, even 
if I sell nothing, I have to meet 
those bills every month.” 

“Right,” Mr. Stevenson said as 
if he were a school teacher pleased 
with a bright answer from a dull 


student. “But, there is another 
type of cost that must be met be- 
fore you make any profit and that 
is variable cost. Variable cost liter- 
ally varies with the amount sold, 
the more you sell, the more variable 
cost. For me, variable costs include 
the wholesale price of an automo- 
bile or truck, because obviously the 
more vehicles I sell, the more vehi- 
cles I have to buy from Detroit. My 
variable costs also include sales- 
men’s commissions and a part of 
our service department costs. The 
more we sell, the more the salesmen 
get paid and the more time our 
service department has to give to 
cover the guarantee period.” 

“And in my business,” Mr. Stone 
put in, “variable costs include the 
price I have to pay for propane, my 
salesmen’s commissions, the cost of 
fuel and truck maintenance for de- 
livery, and a part of my service 
department costs. These all in- 
crease as sales of gas and new in- 
stallations increase.” 

“You’ve got the idea,” Mr. Jack- 
son exclaimed as he drew another 
line on the graph. “Since these 
variable costs keep constantly in- 
creasing with sales, this line goes 
steadily upward. Variable costs 
must be added to fixed costs, so we 
start the variable costs line from 
the top of the fixed costs line.” He 
added the line as shown in Fig. 3. 

“T can see that,” Mr. Stone said. 
“Just as all of the space under the 
fixed costs line represents fixed 
costs, so the space between the 
variable costs line and the fixed 
costs line represents variable costs.” 

“Exactly, and the space between 
the variable costs line and the bot- 
tom of the graph represents your 
total costs,” he said, labeling the 
top line “total costs.” 

The boss reached over and picked 
up Mr. Stevenson’s pencil. “If we 
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Fig. 4 





Specify PUREGAS and be sure of 


UNIFORM QUALITY 


in every shipment! 


Every shipment of PUREGAS must pass rigid 
specifications by The Pure Oil Company. And 
every shipment conforms to the same high 
quality as every other shipment. 

When you furnish your customers with 
PUREGAS you'll like it better and so will 
they. You can be sure with Pure! 


@ Uniform Quality 

@ Free from Moisture (prevents freeze-ups) 
© Prompt Shipments (in any weather) 

@ Exceeds NGAA Specifications 


@ Dependable Production 


\ Pure as 





The Pure Oil Company, 35 East Wacker Drive, 
Chicago 1, Illinois ¢ Tampa, Florida, Box 1630 ° 
Worland, Wyoming, Box 38 ¢ Minneapolis, Min- 
nesota, 825 Thornton St., S.E. © Fort Worth, 
Texas, Fair Bidg., Box 2107. 
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SALES IN GALLONS 


Fig. 5 


draw lines in like this,” he said as 
he made some dotted lines, “we can 
see that if we sell this much, let’s 
call it ‘x gallons,’ then it costs us 
this much, let’s call it ‘x dollars,’ 
and if we sell more or ‘y gallons,’ 
it will cost us more or ‘y dollars.’ ”’ 
When he was through, the graph 
looked like Fig. 4. 

“So what have we got?” the boss 
asked impatiently. “Like I said in 
the first place, costs just keep going 
up. Why kill yourself selling more, 
you wan’t win.” 

“Ah, but you can,” Mr. Steven- 
son cut in happily. “You were going 
in the right direction just now 
with your x and y, but you didn’t 
go far enough. You don’t want to 
forget that we are not in business 
to see how much we can sell, but 
rather we want to see how much 
profit we can make.” 

“As I said,” Mr. Stone inter- 
jected, “how can a man make any 
profit when costs keep going up?” 

“That’s just it, costs keep going 
up, but after you pass a certain 
point, profits go up faster than 
costs.” 

“And which point is that?” 

“That point, my dear Mr. Thomas 
Stone, is the break-even point.” 

“But where is that on the 
graph?” the boss asked. 

“First, we have to draw a third 
line to represent sales, if you will 
permit me to erase your x and y 
lines so as not to mess up this 
stupendous presentation,” Mr. Stev- 
enson laughed as he erased the 
boss’s dotted lines and then drew 
in a line and labeled it “sales in- 
come.” The graph then looked like 
Fig. 5. 

“Now,” Charlie Stevenson added, 
‘you see the sales income line. The 
more you sell, the more money you 
take in, so it is constantly going 
up. It starts from no money with 
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no sales and climbs upward from 
there. Where the money coming in 
from sales crosses the total cost 
line, your sales income is equal to 
all of your costs—fixed and variable 
—and here you make nothing, but 
you lose nothing. In fact, if you 
sold only this much you would 
break even.” 

“Then the point where the two 
lines cross is the break-even point,” 
Mr. Stone said gleefully. “I could 
see that he was beginning to enjoy 
this because he was beginning to 
learn something. I was enjoying it 
too.” Mr. Stevenson proudly leaned 
over the graph and circled the 
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Fig. 6 


break-even point and labeled it as 
in Fig. 6. 

“Remember what I said about 
profit increasing faster than cost?” 
Mr. Stevenson asked. “Well note 
this. As you can see, before the 
sales line reaches the break-even 
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point, the total cost line is higher 
than the sales line. You are paying 
more out in expenses than you are 
taking in from sales. Naturally, 
the closer you get to the break-even 
point, the less you are losing each 
day.” 

“But once you pass the break- 
even point, the sales line moves up 
above the total cost line and you 
begin to see daylight,” Mr. Stone 
commented. 

“That’s it,” the boss’s friend 
said. “And notice that the farther 
you continue away from the break- 
even point, the more space there is 
between the sales income line and 
the total cost line. Since the dif- 
ference between income and cost 
equals profit, the more you sell 
after you pass the break-even 
point, the more profit you make. At 
the break-even point your entire 
gross profit has been used up pay- 
ing expenses. After the break-even 
point your gross profit comes very 
close to being your net profit. There 
is, of course, some extra cost in get- 
ting extra sales.” 

“Wow,” Mr. Stone exclaimed. 
“And I have no idea where my 
dealership is this month in regard 
to the break-even point. I am oper- 
ating in the dark.” 

“That’s why we automobile deal- 
ers are always conscious of our 
break-even point. You see, the more 
you sell, the more units there are 
to absorb those fixed profits. That’s 
the key. If we sell 10 automobiles, 
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THE NEW BIG NAME IN LP-GAS HEATING 
BURDETT “RADI-HEAT” CONVERSION BURNER 


Sensational in its performance, silent and it may be hard to believe, 
“but owing to its scientific design’’ operates with very, very, low ges costs. 
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COAL HEAT 


MOST OF THE HEAT PRODUCED BY A COAL FIRED HEAT- 
ING PLANT IS INFRA-RED AND RADIANT HEAT thrown 
off by a large mass of fixed carbon burning at the grate 
line, 
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USABLE HEAT 


“RADI-HEAT” GAS BURNER 


The ‘‘RADI-HEAT" gas conversion burner operates on the 
same heating principle used in the coal fired heating 
plant. A large mass of ceramic material in the center of 
the burner saturates the side walls of the heating plant 
with radiant heat. The expanding chrome steel surround- 
ing the burner transfers large quantities of infra-red heat 
directly into the side walls of the heating plant, prac- 
tically duplicating the condition existing in coal firing. 


Increase your business—give your customers lower fuel cost— 


gives you something exclusive to sell 


EXCLUSIVE DISTRIBUTOR FRANCHISES FOR LP-GAS BULK PLANT OPERATORS 


Wire or write for full details 


Hundreds of LP-GAS bulk dealers have 
found during the past heating season, 
that THIS IS THE BURNER! 


BURDETT ‘“RADI-HEAT’ GAS CONVERSION BURNER 


FROM 60,000 TO 180,000 B.T.U. 


AVAILABLE WITH GENERAL SELF-ENERGIZING CONTROLS 
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all of our fixed profit must be di- 
vided among those ten cars. That 
would mean roughly $10,000 spread 
over 10 vehicles or $1,000 each. I 
can’t make any profit there. But, if 
we sell 100 cars, I still have only 
$10,000 in fixed costs but now it is 
cut in 100 parts, meaning $100 per 
auto. I can do pretty well at that 
point.” 

“But if you sell 500 cars in a 
month, each car only has to pay $20 
of your fixed costs and you are 
really in gravy.” 

“That’s it and that’s exactly why 
I was so happy when my sales man- 
ager told me we had passed the 
break-even point. We have sold 
enough vehicles to cover all fixed 
costs. Now each car or truck sold is 
so much gravy and the more we sell 
the more gravy.” 

“IT can see that. I can also see 
that an increase in volume in an 
LPG business or any other can 
mean an even greater increase in 
profits. If I can sell the Jones fami- 
ly an L. P. gas system for their 
home this month and add the in- 
creased volume to my present load, 
I will make more profit from every 
10 gal. the Jones family uses than 
I do from the Smith family whom 
I already serve.” 

“Here, let me finish this break- 
even graph so you can take it with 
you,” Mr. Stevenson said as he 
shaded in the loss and profit areas 
and labeled them, ending up with a 
graph like that in Fig. 7. 

“Man, oh man, I can hardly wait 
to get this back to my plant and 
figure my break-even point.” 

“And don’t forget that break- 
even point will vary with any 
changes in fixed cost. If you put 
radios in your vehicles, for exam- 
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Break-even point—An appliance costs more 


money every day it stands on dealer's floor 





ple, that fixed cost line will go up 
and your total cost line will natu- 
rally go up with it. But, if volume 
increases enough due to the radios 
so that you go far enough out along 
that sales income line, the expendi- 
ture would be justified.” 

The boss stood up and Mr. Stev- 
enson and I got up too. We began 
walking back toward the storage 
garage as Mr. Stone folded the 
graph and put it in his pocket with 
a loving pat. 

“And don’t let me find you apply- 
ing the break-even point only to gas 
sales. You can use it for appliance 
sales just like we use it to deter- 
mine when we should really start 
moving our vehicles. Take our used 
car lot for example. We know that 
it costs us a certain amount to keep 
a car on that lot. Aside from its 
share of the lot rent, fixed costs for 
each unit include fire and theft in- 
surance, a night watchman’s salary, 
salesmen’s basic salaries and the lot 
boy’s salary. It costs money to let 
a car stand there just as it costs 
you money to let an appliance stand 
on your floor. After you have passed 
the break-even point, your expenses 
have been met and every dollar you 
take in above what the manufac- 
turer or distributor charged you 
for the appliances is more profit 
for that month than the dollar 
before.” 

“Then after I pass that point I 
can make more money by cutting 
the price of the appliance and mak- 
ing it move than by holding the 


price firm and letting it stand on 
the floor another month.” 

“We put up big signs and slash 
our used car prices after we pass 
that magical point,” Mr. Stevenson 
grinned. I looked at the boss, he 
was grinning too, but when he 
grinned in that funny way, I knew 
he had an idea. 

“IT should get a pretty good deal 
on that new pickup truck then, 
shouldn’t I?” he asked in a teasing 
tone. 

“The idea is that now I would 
rather sell you the truck even if I 
have to give you a better trade-in 
price than not sell you and let you 
go elsewhere. I can’t lose as long 
as I get even a dollar more than 
what the truck cost me. But, Tom, 
you and I have been friends for a 
long time. I know that you won’t 
go to another dealer down the 
street.” 

The boss looked up at Mr. Stev- 
enson in surprise, but Mr. Steven- 
son grabbed Mr. Stone around the 
shoulders in that friendly way he 
has and winked. We got a heck of 
a good deal. 

The sun was getting ready to set 
as I drove the bright new truck 
into the yard of our bulk plant and 
I could tell Mr. Stone was feeling 
pretty good. “Break-even point,” he 
chuckled, actually more to himself 
than to me. “Well,” he said, as I 
brought the truck to a stop near 
the office door, “what did I tell you 
about old Charlie? He’s some guy, 


isn’t he?” 








QCf SMALL TANKS 


Safeguard your Reputation 


Among the most valuable assets of your 
business is a reputation for SAFETY. There 
is no better way to promote and maintain 
such a reputation than by supplying your 
customers with the finest possible quality 
in small tanks. Because this holds true 
whether you are re-selling, leasing or pro- 
viding tanks as part of a service arrange- 
ment...it will always pay you to give your 
customers the high degree of quality in 
small tanks QC f can give. 

QC f’s precise control during each step 
of manufacture is your assurance ACF 
Tanks will not only meet your most rigid 


ONLY QCf MAKES ALL THESE FEATURES AVAILABLE 


Complete Stress Relieving 
eliminates stresses set up during 
forming and welding... provides 
resistance to fatigue caused by 
temperature changes or pulsat- 
ing loads. 

Complete Radiography of 
every welded seam assures free- 
dom from slag inclusion, porosity 


and undercutting. 

Hartford Steam Boiler In- 
spection in accordance with 
ASME 1952 XR-SR and Under- 
writers’ Laboratory Approved. 
Steel Grit-Blasting of tank ex- 
teriors to remove mill scale, re- 
sulting in a smooth surface for 
finest primer. 


specifications, but will provide trouble- 
free service for years to come. The list of 
features given below are indicative of 
their excellence. 


Made for LP gas, anhydrous ammonia, 
and other gases or liquids under pressure 
...ACf Tanks are available from a nomi- 
nal capacity of 100 to 30,000 gallons, and 


all intermediate sizes. 


Write today for complete information, 
Dept. A-7, AMERICAN CAR AND FOUNDRY 
DIVISION, QCf Industries Incorporated, 
30 Church Street, New York 8, New York. 


FIRST IN QUALITY 


QCft 


STORAGE TANKS ¢ SAFETY VALVES 
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By ROBERT J. SIPCHEN 
Field Editor 


N open house party is a prac- 
A tical way to express appre- 
ciation to customers for past busi- 
ness. It is also a good opportunity 
to stimulate sales. If such a party 
is successful it brings the cus- 
tomers into the store where they 
can see for themselves the latest 
in appliances. It offers a friendly 
atmosphere in which the custom- 
ers and the company personnel 
can become better acquainted, and 
this definitely does not hurt busi- 
ness. 

Many an L. P. gas dealer might 
wonder if such an affair could be 
successful for him. This question 
confronted M. A. Black, manager, 
and John Hayes, assistant man- 
ager, of the Skelgas store in 
Franklin Park, Ill. They realized 
that the Skelgas users were 
spread over a wide area, and that 
their store was in a rather remote 
industrial location not served by 
public transportation. This meant 
that attendance would depend on 
guests coming solely for the epen 
house. 

In spite of drawbacks such as 
these, Skelgas held its open house. 
The party was a success beyond 
expectations. People came from as 
far as Palatine, IIl., a distance of 
almost 40 miles. Nearly 450 peo- 
ple attended and they all enjoyed 
themselves and didn’t hesitate to 
say so. 

Salesman Earl Schumacher re- 
flected the company’s attitude 
when he said “people have a ten- 
dency to build up sales resistance 
at a doings like this. The only 
reason we’re here is to see that 


new sales from old 


Assistant Manager 








John Hayes points 
out the merits of 





cooking with gas. 








A pig was presented 








to the open house 








participant guessing 








nearest to its cor- 





rect weight. 





































































Crowds from as far 
as 40 miles away 
flocked to the store 
for the open house. 




















The Skelgas open 
house was a family 
affair with mom, 
pop and the kids 
eyeing the appli- 
ances. 
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Check these features --- 


and you ll buy AMERICAN 


WECONOMY 


American offers custom units at lowest 

cost. Increases profits through lower 

operating cost. New pumping system bets 

increases capacity — ™4 -es delivery elivery Truck Units 


faster — saves time and money. 


o APPEARANCE 

American “Better Bilt” units are func- 

tional in design -:: give more utility 
and greater payloads meaning @ safer 
return on investment. ° 


SAFETY 

Precision standards are carried out to 

meet or exceed all state and local codes 
and regulations. Delivery units are pre- 
cision Halanced to give longer life and 
are locked to truck for added safety. 


FINANCING 
The American financing plan aids you 
in getting the right equipment for your 
particular needs with up to two years 
to pay- 





Tractor Tailored Tanks 


Domestic Tanks 


’ 


Cylinders 


fori <P Cus 


1 shipment 


Telephone STerling 4916 (iD American Tank 


AND M 
ANUFACTURING COMPANY 


2136 W 
EST COMMERCE STREET e 


WRIT 
E FOR INFORMATION TO 


1 order . 


o ‘. 3 
1 invoice 





INC. 


BOX 5525 

Jackson, Mississippi | ' ee = 

— 80 Eest. - 
one: 3-8726 


WA 
REHOUSE LOCATIONS 


San Antoni 
o, Tex 
i ietiduinne 00 
one: PErshing 3-0061 
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they have a good time. Naturally 
we will welcome the opportunity 
to make a sale, but only if the cus- 
tomer indicates he wants to talk 
business.” This friendly attitude 
paid off. Many of the customers 
did want to talk business. A total 
of 15 major appliances were sold 
off of the floor and a heating in- 
stallation deal was closed. 

“We expected long range re- 
sults and did get hundreds of 
leads to follow up, but were quite 
surprised at the immediate re- 
sults,” commented Mr. Hayes. 

Undoubtedly the success of this 
venture was due for the most part 
to the careful planning which pre- 
ceded it. Sixty days prior to the 
open house, each route man start- 
ed distributing cards to his cus- 
tomers. These cards were to be 
used in a drawing for a free range 
at the open house. When filled in 
by the customer, they indicated if 
an appliance other than a range 
was preferred. Later, the infor- 
mation on these cards can be used 
as a lead to determine for what 
particular appliance a customer 
might be in the market. The win- 
ner could deduct the range price 
from the cost of whatever appli- 
ance was preferred. 

The customer was then advised 
that a pig was also to be given 
away, going to the customer who 
guessed closest to its correct 
weight. As an added incentive for 
boosting attendance, the custom- 
ers were informed that several 
appliances would be auctioned. 

A few days before the function, 
impressive invitations were sent 
to each customer. These bore the 
route man’s signature and _ in- 
jected a personal touch to encour- 
age attendance. Ham, beans and 
cake were baked in the ovens on 
display and the planning was such 
that there was always something 
cooking on gas. Ice cream and 
drinks were kept cold in Servel 
refrigerators. 

The company feeling is that the 
good will created is worth more 
than the expense of the party 
which was approximately $500. 
Before the party and for a long 
time in the future it will be a topic 
of conversation between the route 
man and the customer. 
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Chef John Hayes in 
action. Refreshments 
were prepared with 
gas right on the 
spot. 


M. A. Black, store 
manager and Skel- 
gas regional man- 
ager, entrusted the 
cake baking to an 
expert, Mrs. Black. 


The children gath- 
ered around porky 
while their parents 
met company per- 
sonnel. 


Ham was done to a 


Perfection in a gas 
range. 
cooking demonstra- 
tions were held. 


Continuous 


Normally, most Skelgas appli- 
ance sales are made through a 
catalogue shown by the route man 
at the customer’s back door. The 
open house provided an occasion 
for customers who seldom had any 


reason for visiting the display 
room to come in and get acquaint- 
ed with company personnel. 

The venture proved so highly 
successful that it will be held an- 
nually in the future. * 
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At last-something more than air conditioning... 


‘Comfort= 
Conditioning 





Cooling Units with the famous Holly Super- 
Quality are now rolling off the production 
lines... Combined with Holly Forced Air 
Furnaces, they make a highly efficient, yet 
completely simple system that 
“Comfort-Conditions” all year long... 

They cool in summer — heat in winter. 


“Comfort-Conditioners” are a Holly exclusive, 
offering many advantages not found in 
conventional air-conditioners. WRITE, WIRE 

OR PHONE for complete information 

and specifications. 


HOLLY MANUFACTURING COMPANY 


A division of the Siegler Corporation 
875 South Arroyo Parkway 
Pasadena, California 
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By J. ARTHUR THOMPSON 


ROPANE Pete and his old truck Beepee was 

doin’ some missionary work down in Georgia. 
Folks were more or less skeptical and Pete wasn’t 
makin’ much headway. Owin’ to a slight disagree- 
ment with a fuel oil peddler one evening, Pete fig- 
gered he’d better move on. 

Pete had a couple of sore ribs and a black eye, 
while the fuel oil peddler had three teeth missin’, a 
torn ear, and the sheriff for a brother-in-law. 

The easiest way to go was south, so along about 
daylight, Propane Pete was down on the West Coast 
of Florida. He just ambled along for a day or so 
and wound up at Sarasota Bay. 

Pete parked down on the shore near a little shack 
that said “Ken Koach’s Fried Fish Diner.” Pete was 
mighty hungry so he goes in and orders himself a 
fish dinner. 

The proprietor was a very young chap and he was 
havin’ trouble with his gasoline stove. While he 
was tryin’ to get the fish fried, Pete told him all 
about the virtues of L. P. gas. 

“Sure wish I could have a stove like that,” Ken 
said. “Couldn’t rig one up for me, could you?” 

Pete said, “Sure,” but while he ate his dinner he 
did some pretty tall thinkin’. The stove was no 
bother but he didn’t have anything for a tank. 

Finally, he went down to a dairy in the town of 
Sarasota and talked them out of a ten gallon milk 
can. He welded a valve in the top and welded the 
top tight on the can. Then he wrapped the whole 
thing up with wire to reinforce it and had a right 
good little propane tank. He took it back to Ken’s 
and rigged the stove. Ken Koach was tickled pink. 

But now Ken was havin’ some other troubles. He 
couldn’t get fish. There was a big sea serpent out 
in the bay and nobody dared get out fishin’. 

Pete didn’t take too much stock in sea serpents 
and didn’t think much about it. Ken was goin’ to 
need another tank and maybe two more. So Pete 
drove old Beepee back to Sarasota and wangled 
a couple more milk cans from the dairy. He fixed 
’em up like the other one but the valves didn’t hold 
good. They kept leakin’. 

He’d left part of his tools back at Ken’s Diner 
and when he went to start up Beepee, the truck, it 
wouldn’t go. 

Pete was pretty impatient, so he borrowed a row 
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boat and tossed the two milk cans full of L. P. gas 
into the back end and started rowin’ along the shore 
for Ken’s place. 

He got a little further out from shore than he 
intended. He heard a funny, hissin’ snort and turned 
to see what it was. There right in front of the boat 
was that there sea serpent. 

It must have been all of 200 ft long and more’n 
twice as big around as a barrel. Its body was arched 
in and out of the water for 20 or 30 yds. If Pete 
hadn’t been plumb sober, that would have sobered 
him up in a hurry. 

The sea serpent made a lunge at the boat but Pete 
slammed its nose with the oar and it missed. When 
its tail came past, Pete jerked out his knife and 
slashed at it. He cut off a tiny bit of the end. 

That made the sea serpent mad for sure. It came 
straight at the boat with its mouth wide open, ready 
to gobble up both Pete and the boat. 

Pete grabs the first thing handy which was one 
of them leaky milk cans full of L. P. gas and heaves 
it right at the sea serpent. It swallowed the can like 
a hungry hound gobblin’ a piece of meat. Pete 
threw the second one and it gobbled that one too, 
but it missed the boat. 

It turned and came at Pete a third time but just 
as it got close, it belched and missed again. When 
the tail came up by the boat Pete seen that the gas 
was escapin’ thru the end of the tail where he’d 
cut it off. So he just struck a match right quick and 
held it to the tail of that there sea varmit. 

The gas took fire with a big “Woosh” and darned 
near blew Pete’s boat outa the water. The sea ser- 
pent took off like a streak of lightnin’ leavin’ behind 
a trail of fire and steam. That was probably the 
only jet propelled sea serpent in history. 

Next day the shrimp boats out of Galveston re- 
ported seein’ a trail of fire shootin’ across the Gulf 
of Mexico. And that was the last ever seen of that 
sea serpent. 

Considerin’ all that had happened, Ken Koach 
figgered he could make more money out of the L. P. 
gas business than he could out of fish dinners. And 
now he’s doin’ pretty good with Green’s Fuel Inc. 
down at Sarasota, Fla. * 


PROPANE PETE - Episode No. 13 





PERFORMANCE REPORT ON AMERICA'S BEST SELLING TRUCKS: 


‘*... CHEVROLET TRUCKS OFFER 
THE GREATEST SAVINGS ON 


GASOLINE, OIL AND MAINTENANCE!” 


says Mr. Elmer L. Atkins, Atkins Butane Gas Company, 
Arlington, Texas—a typical user of Chevrolet medium-duty trucks. 


“T’ve been buying Chev- _ greater riding comfort . . . are easier for my 
rolet trucks year after drivers to handle... stand up better under 
year since 1940 because I _ rough driving conditions.” 


know that they offer the You'll find Chevrolet truck owners everywhere 

greatest savings on gaso- _ echoing Mr. Atkins’ words. . . saying, in effect, 

line, oil and maintenance. “Chevy puts more money in my pocket!” 
At the present time I am using ten Chevrolet These great-performing trucks now boast the 
trucks, and my records show that they do more _ biggest, happiest family of owners to be found 
work at less cost than any equipment I’ve anywhere. Why not see your Chevrolet dealer 
ever used. and join ’em soon! ... Chevrolet Division of 
“T have found that Chevrolet trucks offer General Motors, Detroit 2, Mich. 


Modern features make new Chevrolet trucks the Performance Champs of the Middleweight Class! 


New high-powered V8’s with Extra high-compression 6's— Great automatic transmis- New Powermatic}—the first 
moneysaving short-stroke de- the world’s most popular’ sions* available for whichever automatic transmission de- 
sign! truck engines! Chevy truck you choose! signed specially for big trucks! 


*Optional at extra cost 
tOptional, extra cost, Series 5000 through 10000 models, 


NEW CHEVROLET 
TASK:-FORCE TRUCKS 


Anything less is an old-fashioned truck! 
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LPG will be desperately needed in emergency 

Government mobilization officials are awaiting the 
results of a survey which will show, among other 
things, the location and volume of the principal bulk 
supplies of liquefied petroleum gas. L. P. gas, they 
believe, will be desperately needed in many areas 
to keep defense industries as well as the civilian 
economy operating in case of an emergency. 

The survey, when completed, will be used by the 
Office of Oil & Gas of the Interior Department, 
which is the agency charged with handling supplies 
and shortages of natural gas, L. P. gas, and petro- 
leum in case of mobilization. 

So far, neither the Office of Oil & Gas nor the 
Office of Defense Mobilization (which coordinates 
defense planning) has suggested that industries 
using petroleum or natural gas as energy supplies 
stockpile L. P. gas as an alternate source of fuel. 
Many firms and city gas systems already do that to 
offset peak demands. 

The Office of Oil & Gas is aware, however, that 
in many cases, bulk production or storage facilities 
of L. P. gas will have to be called upon to keep the 
economy rolling. 

The agency also is taking the first steps in setting 
up an “executive reserve” of officials from the LPG 
industry which will be called to staff an LPG divi- 
sion of a planned Petroleum Administration to be 
set up in case of emergency. The set-up, and imme- 
diate actions of this agency in case of emergency 
would follow patterns set by a similar agency during 
World War II and Korea. 


“Death tax” problem 


Federal tax laws and administrative policies, espe- 
cially as they affect smaller businessmen and as they 
may be contributing to the merger trend, will prob- 
ably get a thorough going over in Congress next 
year. 

One particularly knotty problem the lawmakers 
are planning to try to solve is the “death tax” situa- 
tion, which they fear is causing many independent 
businessmen to sell out to expanding corporate 
chains in order to turn inheritance tax headaches 
into capital gains benefits. 

The Senate Small Business Committee as well as 
a new government committee formed recently by 
President Eisenhower with the chairman of his 
economic advisors, Dr. Arthur Burns, as head, are 
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both planning to look into the inheritance tax prob- 
lem. State laws are also a problem in this area, 
however, so federal relaxation will solve only half 
the problem, officials say. 

The powerful House Ways & Means Committee, 
which initiates all tax legislation, has set up a spe- 
cial subcommittee to probe all phases of present tax 
laws and policy. This study, to be completed by 
early next January, may set the stage for personal 
tax cuts and some tax relief for small business next 
year. 


May be a little more operating cost 

Tax provisions of the mammoth new federal-state 
highway building program won’t affect sales of 
butane and propane gas as “off the highway” motor 
fuels, but will probably cause most businessmen to 
pay a little more for operating delivery services. 

In approving the $52 billion highway program, 
Congress applied a special new one cent per gallon 
tax on special motor fuels only to vehicles which are 
required to be registered under state laws for high- 
way use. Thus tractors, lift trucks, and other simi- 
lar non-highway powered by L. P. gas engines won’t 
have to pay the extra tax. 

Financing provisions of the program, which will 
pay for about 41,000 miles of interstate highways 
over the next 13 years, will tend to increase the cost 
of operating trucks by higher fees on trucks over 
26,000 lbs., higher taxes on gasoline and diesel fuels; 
tires, tubes, and recapping material. In return, 
however, truck operators will get better and safer 
roads to cut maintenance costs and time. 


SBA doubles lending activity 

The Small Business Administration, a federal gov- 
ernment agency charged with making loans and 
granting other services to small firms, more than 
doubled its lending activity in the 12 months ending 
last June 30. 

SBA, according to its annual repo‘t, approved 
5224 loans totaling $126.3 million in twe last fiscal 
year, compared with 2258 loans for $63.8 million in 
the previous 12 months. Of last year’s total, 519 of 
the loans were under the Limited Loan Participation 
program, in which the agency and private banks 
participate in lending money to retailers on low 
collateral. 

Neil Regeimbal, Correspondent 
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Entirely New... 
in gas unit heaters 


Now — Modine has stepped even further ahead 
of the field . . . with a gas-fired unit heater as 
superbly bea * it ic 





America’s most 
beautiful gas-fired 
unit heater gives you: 


e LIGHTER WEIGHT — Mo- NEW PERFORMANCE — 
dines are up to 50% lighter Modines feature improved 
than other makes. They are stainless steel burners and 
easier to install . . . cost less choice of stainless or alumin- 
to ship and handle. ized steel heat exchangers. 


QUIETER OPERATION — WIDER RANGE OF SIZES 
Lower speed motors and re- —Eight models . . . 25,000 to 
silient motor mountings as- 310,000 Btu. For natural 
sure silent operation at Capac- manufactured, mixed, LP and 
ity heat delivery. LP-air gas mixtures. 








MODINE MFG. CO. 


1577 DeKoven Ave., Racine, Wisconsin 
Please send me your free bulletin 656. 


NAME . 
FIRM .... 


GU-1321 





CALENDAR 


Coming events 
in the Industry 


Sept. 14—Pennsylvania L. P. Gas Asso- 
ciation Fall Convention—Penn-Harris 
Hotel, Harrisburg, Pa. 


Sept. 15—Idaho LPGA Annual Conven- 
tion, McCall, Idaho. 


Sept. 16-[B—Ohio LPGA Annual Con- 
vention and Trade Show—Cleveland 
Hotel, Cleveland. 


Sept. 17-18—North Carolina L. P. Gas 
Association Annual Convention — Sir 
Walter Raleigh Hotel, Raleigh, N. C. 


Sept. 17-18 —Virginia LPGA Annual 
State Convention — Ingleside Hotel, 
Staunton, Va. 


Sept. 18-19—Nevada LPG Dealers Asso- 
ciation Convention, Las Vegas, Nev. 


Sept. 19-2I—Florida L. P. Gas Associa- 
tion Annual Convention— Ft. Harrison 
Hotel, Clearwater, Fla. 


Sept. 21—West Virginia L. P. Gas As- 
sociation Convention—Stonewall Jack- 
son Hotel, Clarksburg, W. Va. 


Oct. 2-4—LPGA Management School— 
University of Wisconsin, Madison, 
Wisc. 


Oct. 14-16—Oklahoma L. P. Gas Asso- 
ciation Meeting—Skirvin Hotel, Okla- 
homa City, Okla. 


Oct. 15-17—AGA Annual Convention— 
Auditorium, Atlantic City, N. J. 


OCT. 22-26—44th National Safety Con- 
gress and Exposition, Conrad Hilton, 
Congress, Morrison, and La Salle 
Hotels, Chicago. 


Oct. 29-30—Minnesota L. P. Gas Asso- 
ciation Fall Convention—Leamington 
Hotel, Minneapolis. 


1957 


March 10-12—JIndiana LPGA Trade 
Show and Convention — Claypool 
Hotel, Indianapolis, Ind. 


April 24-26—Natural Gasoline Associa- 
tion of America 36th Annual Conven- 
tion Rice Hotel, Houston, Texas. 





All associations are invited to send in 
dates of their forthcoming meetings for 
this calendar. 
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All the features you want are in 


of the LMC Home Delivery Unit 








5 Reasons why the LMC gives 
you more value per dollar! 


Engineered Plumbing and Pumping. 

Lighter Weight. 

Engineered for Strength, Balance, Conven- 
ience. 

More Pleasing Appearance, Better Customer 
acceptance. 

L.M.C. gives Better Service on Equipment. 
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Long after you’ve forgotten the original price of a piece 
of capital equipment, you remember how economical it 
operates, how efficiently it does the job, and how its 
general appearance impresses your customers. All of 
these features are incorporated in the design and en- 
gineering of the LMC Home Delivery Unit. Together 
they result in a performance that makes you, in profits, 
many times the original cost. All of the extras that add 
to your long range profit picture, but are sometimes 
overlooked in competitive models, are included in the 
LMC. Yet, the LMC Home Delivery Unit is compet- 
itively priced. 


WRITE FOR ADDITIONAL INFORMATION, PRICES & PAYLOADS 


LP Gas dealers throughout the nation have given Lubbock 
Machine products the strongest possible recommendation .. . 
that of re-ordering additional units after carefully checking the 
performance of their first LMC Unit. 


P.O. DRAWER 1589 © POrter 2-5269 
LUBBOCK, TEXAS 


Budge Van! 
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For further information on items reviewed in this section use 
the convenient post-paid Readers’ Service Cards on pages 99, 100 
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L. P. gas filling station 


The J. B. Beaird Co., Inc., has 
introduced a packaged fiiling sta- 
tion to meet growing demands of 
the LPG motor fuel market. 

Conforming to NBFU Pamphlet 
58 specifications, the “Challenger” 
model is equipped with 1000 water- 
gal. capacity tank, dispenser, pump, 
explosion proof motor, and every 
valve fitting needed for immediate 
use. 

The Challenger is assembled on 
its own steel skid base and finished 
in white enamel. Bulletin No. 2066 
with full details on the filling sta- 
tion is now available to interested 
operators. 

The J. B. Beaird Co. Ine. 


Circle 1 on Readers’ Service Card 


Carburetor bowl adapters 


Carburetor bowl adapters for 
L. P. gas conversion of tractors 
have been developed by Beam 
Products Manufacturing Co. 

These adapters permit use of the 
original tractor carburetor throttle 
box assembly, with the throttle arm 
and shaft remaining intact. Float 
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bowls of gasoline carburetors are 
replaced by new Beam adapters. 
They are available to fit most model 
tractors. 

Beam now produces a line of 
L. P. gas carburetors, all with re- 
placeable venturis and with throttle 
optional on either side of carbure- 
tor. These carburetors may be used 
as updraft, downdraft or sidedraft. 

Most models have various horn 
sizes available and all models have 
two dry-gas inlet connections and 
built-in power adjusting screws. 
Beam Products Manufacturing Co. 

Circle 


2 on Readers’ Service Card 


Tail gate loader 

Operating a tail gate is a fast, one 
handed, safe job with the easily- 
installed Watson Tail Gate Loader. 

Twenty pounds of hand effort 
and 16 turns are all that is re- 
quired to hoist a full 650 lb load. 
Time consumed is 15 seconds. The 
tail gate is operated by a hand 
winch with a completely automatic 
load brake which means there are 
no levers or pawls to operate. This 


insures against accidental dropping 
of the load. 

Closing the gate is claimed to be 
easier than closing a regular pick- 
up gate. No lock pins or chains are 
needed, an extra turn of the crank 
locks the gate rigidly against the 
truck. 

Installation is accomplished by 
bolting the under body linkage 
right to the frame. All mounting 
parts are included with the gate 
which can be installed in three to 
four hours. All operating linkage 
is out of the way under the truck 
providing no side posts or protrud- 
ing parts. Made of reinforced 
steel, the gate has held up under 
a 1500 lb test. 

H. S. Watson Co. 


Circle 3 on Readers’ Service Card 


Color for tanks 

Ten colors are available for mix- 
ing with SQS-500 white tank enam- 
el to paint customer tanks in keep- 
ing with the new customer and 
dealer demand for beautifying the 
backyard storage tank and identi- 
fying the dealer at the same time. 
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SQS white tank enamel is avail- 
able to L. P. gas dealers in four 
one-gal. cans to the case and in five 
gal. pails. Cans of coloring are 
available for mixing with the white 
when the paint is to be used. Colors 
include: blush peach, desert rose, 
lake blue, rose beige, sunshine yel- 
low, seafoam blue, smoky grey, 
mustard lime, wedgwood green and 
eureka orchid. 

Pasley Manufacturing & Distrib- 
uting Co. 
Circle 4 on Readers’ Service Card 


Two-way radio tube 


A new type ML2C39M R. F. 
power output tube for 450-470 
megacycle transmitters has been 
announced by Motorola. Communi- 
cations range of mobile radio units 
is sustained for a proportionally 
greater time, assuring continued 
area coverage according to the 
manufacturer. 

The tube was developed through 
the cooperative efforts of Motorola 
and Machlett Laboratories Inc., 
after two years of extensive engi- 
neering development and field test- 
ing. 

Introduced in conjunction with 
other improvements in the new 
universal 6/12 volt Twin-V radio- 
phones, the ML2C39M tube is a 
direct replacement for the type 
2C39A tube used in earlier Motor- 
ola 450-470 megacycle transmitters. 
Motorola, Ine. 
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Back-up alarm for trucks 


The manufacture of a completely 
automatic, mechanical safety back- 
up-alarm for trucks is announced 
by E. D. Bullard Co. It is operated 
entirely by gravity. No wires or 
switches are needed. 


The alarm is a _ self-contained 
unit, easily attached directly to the 
rear wheels of all dual-wheeled ve- 
hicles with full floating axles. It 
rests directly upon the heads of the 
bolts which hold the axle in place. 

It is a 6-in. metal bell mounted 
on a steel plate and is installed on 
the axle hub of vehicle wheels. It 
is sounded by four heavy metal 
hammers striking the bell once 
every quarter revolution when the 
wheel is in reverse motion. 

When the vehicle is moving for- 
ward there is no sound as the ham- 
mers fall against rubber stops and 
remain in that position, held by 
centrifugal force. 

Mounting of the alarm is accom- 
plished by the use of two cap screws 
passing through the rear mount- 
ing plate and fastening into the 
threaded holes normally present in 
all full floating axle flanges. When 
mounted, the recessed construction 
of the wheels provides ample pro- 
tection for the alarm. 

E. D. Bullard Co. 
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Locking device for LPG systems 


An economical lock cap that will 
fit all standard tank filler valves 
without interfering with other 
valves on the system has been in- 
troduced by the Anchor Manufae 
turing Co. It also fits and locks the 
filler hose coupling. 

Hinged lock cap cover is made of 
die cast aluminum. Cover encloses 
acme thread and cap on filler valve. 
It is designed for use with a pad- 
lock. Permits filler valve to be 
locked without interfering with op- 
eration of other valves. 

According to the manufacturer 
the device serves the following 
purposes: 1. Gives contraction deal- 
er exclusive rights or control on all 
gas delivered into container. 2. 
Prohibits tampering by unauthor- 
ized persons. 3. Discourages “dis- 
tress raiding” of consumer custom- 


ers by unethical operators. 4. A 
dealer-consumer agreement proves 
that dealer will remove lock and 
cap upon request of consumer. This 
serves as a warning to dealer that 
all is not well with one of his con- 
sumers. 5. Helps dealer collect past 
due accounts. 6. A safety device 
for tanks located in congested 
areas, schools, churches, motels, 
etc. 

Anchor Manufacturing Co. 
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Elevating tailgate 

Mid West Body & Manufacturing 
has announced its new “Jiffy-Lift’”’ 
elevating tailgate for pick-up and 
express truck bodies. 

The Jiffy-Lift is a completely 
“packaged” kit, ready to install in 
less than two hours. Each unit is 
completely assembled, according to 
the manufacturer, so that anyone 
can attach it by using six bolts. The 
complete unit weighs 175 lb, which 
keeps the vehicle within its present 
license fee. 

The Jiffy-Lift is an all steel, 
ramp-type elevating tailgate having 
a capacity of 600 Ib. The patented 
design features a simple lifting 
mechanism, having ball bearings 
throughout for easy operation. 

Mid West Body & Manufacturing 
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Wall heater 


Designed to hang on walls like 
pictures in order to save floor space 
is a new line of wall heaters for 
L. P. gas made by the Quaker 
Manufacturing Co. They are called 
the ‘Decorator Cool Cabinet’ heat- 
ers and are made in both tiie vent- 
ed and unvented types. 

Features of Quaker’s Decorator 
wall heaters include, exterior con- 
stantly cool to touch, and suitable 
for painting to match color scheme 
of wall; no open flame; porcelain 


For further information on these products use Readers’ Service Cards on pages 99, 100 
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heating unit; “deep port” burner, 
guaranteed for life of heater and 
made from extra-heavy, high qual- 
ity cast iron. Quaker “Air-Flow” 
design provides large volume of 
circulating warm air; and ease of 
installation, with wall plate at- 
tached to wall in from three to five 
minutes, with cabinet slipped on to 
wall plate. 

Available in capacities of 25,000 
and 40,000 Btu input, vented Deco- 
rator wall heaters are 60 in. in 
height, 26 in. in width, and 7 in. in 
depth. Vented models are equipped 
with Minneapolis - Honeywell S-1 
Addatrol 100 per cent safety shut- 
off. 

Quaker Manufacturing Co. 
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Gas boiler 


A new cast-iron gas boiler called 
“Holiday” has just been introduced 
by the Burnham Corp. 

It is designed primarily for 
forced hot water systems where it 
can be all copper-coil equipped for 
automatic tankless domestic hot 
water, or equipped with a special 
coil for 40 or 66 gal. storage tanks. 
It can also be used as a steam boiler 
without domestic hot water. For 
fuel economy its cast-iron sections 
are studded with hundreds of heat 
absorbing pins. All controls are 
fully automatic, dependable and 
easily accessible from front of 
boiler. Burners can be readily lift- 
ed out for inspection or cleaning. 

According to the manufacturer, 
an outstanding feature of the new 
gas boiler is that it can be sup- 
plied in four popular sizes as a 
packaged unit known as the “Holi- 
day Pak,” with all essential con- 
trols and accessories factory in- 
stalled, and prewired except for 
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burner - assembly, draft - hood and 
circulator. The packaged boilers 
are shipped ready for installation 
in rugged skid-bottom crates, with 
boiler and controls protected from 
dirt and moisture by a special 
transparent plastic cover. Holiday 
is AGA approved for L.P. gas, and 
meets all principal codes including 
AGA and ASME. In addition, its 
special construction has given it 
AGA approval for installation on 
combustible floors. 
Burnham Corp. 
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Horizontal furnace 


A redesigned line of “Pac” gas- 
fired horizontal furnaces are now 
being produced by the Reznor Man- 
ufacturing Co. 

Several factors contribute to the 
installation versatility of the re- 
designed furnace. Interchangeable 
panels on the blower compartment 
make it as easy to bring the return 
air duct in at top, bottom or either 
side as at the conventional end 
opening. 

Because air-flow through the 
heater may be in either direction, 
it can always be installed with the 
access door to controls and burners 
on the most convenient side. The 
unit is shipped assembled for the 
direction of airflow specified on the 
order, but can be quickly and easily 
converted in the field for airflow in 
the opposite direction if plans are 
changed. 

Reznor Manufacturing Co. 
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Cold galvanizing compound 


“Drygalv” cold galvanizing com- 
pound, a new product that prevents 
rust, protects iron and steel sur- 
faces and is used for repairing 
damaged galvanizing has recently 
been placed on the market by Amer- 
ican Solder & Flux Co. 

The product, which is applied 
like paint either with a brush or 
spray gun, produces a coating with 
a high proportion of metallic zinc, 


approximately 95 per cent in the 
dried film. This coating affords the 
same protection as galvanizing. 
Drygalv is non-toxic, dries to the 
touch in 15 to 30 minutes and can 
be second-coated or painted in eight 
hours. It will withstand tempera- 
tures up to 392° F for a limited 
time so it can be used in manufac- 
turing processes where high tem- 
peratures are necessary. 
American Solder & Flux Co. 
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Display 

A three dimensional display that 
moves by air provided by a home 
heater is now available from Magic 
Chef Inc. to dealers for point-of- 
sale display. 

Lithographed in five colors, the 
display is in the shape of a home 
and moves around showing four 
major types of rooms that can be 
simultaneously warmed by circu- 
lating heat from a single home 
heater. Large sign on top carries 
manufacturer’s slogan. Another 
sign urges pre-season sales and de- 
scribes heater. 

No additional parts or equip- 
ment needed to make the display 
move, can be attached to any cur- 
rent Magic Chef heater, set up 
time for display is four minutes. 
Magic Chef Inc. 
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Built-in oven 


The addition of gas built-in ovens 
in a copper colored porcelain, give 
further variety to the Tappan 
Stove Co.’s line of built-in gas 
ranges. They require only a 22-in. 
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x 38-in. space either in a wall or 
stacked on a standard 24-in. cab- 
inet. 

Features include the Tappan 
visualite door and interior light for 
checking baking results without 
opening the oven door, plus the 
lift-off door which makes every cor- 
ner of the oven accessible for clean- 
ing. 

Oven interiors are available in 
1-piece chrome lined or porcelain 
finishes. They are all insulated with 
a heavy blanket of fiberglas. 

The gas unit has a separate roll- 
out broiler which permits easy ac- 
cess to foods. It rolls out smoothly 
and is smokeless to keep walls and 
curtains clean. 

An automatic clock and thermo- 
stat control dial, all out of reach of 
children’s fingers, are located on an 
eye-level control panel. 

Tappan Stove Co. 
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Recessed vented heater 


Complimenting the safety fea- 
tures of the newly adopted 1956 
AGA requirements, a new line of 
vented, recessed wall heaters has 
been placed on the market by Mar- 
tin Stamping & Stove Co. 

These heaters offer a vitreous 
enameled, drawn chamber; cast 
iron raised port burner guaranteed 
for life; fully automatic controls 
and a high capacity blower as op- 
tional equipment that is easily in- 
stalled on any of the five models. 
This blower, when used, is mount- 
ed on felt cushions to insure con- 
tinuing quiet operation. 

The heater is rated at 25,000 


and 35,000 Btu in a single unit; 

35,000 Btu in a single with a rear 

register; 50,000 and 60,000 Btu in 

dual unit models. 

Martin Stamping & Stove Co. 
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Air conditioner 


The Payne Division of Carrier 
Corp. has recently announced the 
addition of a complete line of air- 
conditioning equipment. The line 
is available in three sizes with re- 
frigeration capacities of 25,800 
Btu/hr; 39,200 Btu/hr; and 49,650 
Btu/hr; models 30, 40 and 50 RAC 
respectively. 

The compressor is of a remote, 
air-cooled type which saves on in- 
stallation and operatings costs, and 
each model is available with three 
types of coil: a vertical air flow 
coil, a horizontal air flow coil and 
a fan coil. The latter is designed 
for uses independent of existing 
forced air systems or where forced 
air systems are not utilized. 

The units feature slide-out coil 
installation to facilitate mainte- 
nance and servicing, convenient up- 
front connections, a new inverted 
“V” type cooling coil which exposes 
more coil surface to the circulated 
air; and each coil is provided with 
a compact casing that can be fitted 
easily right into the ductwork with 
the coil and compressor for the 
system added later. 

Payne Division, Carrier Corp. 
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Refrigerator line for built-ins 


The growing trend to built-in 
kitchen appliances has been an- 
swered by Servel Inc. by making 
every refrigerator model in its new 
line easily adaptable for recessed 
installation. 

The company has now made 
available a refrigerator bezel (or 


frame) made of anodized and pol- 
ished aluminum. 

The bezel exactly fits the contour 
of the large 34-in.-wide Servel re- 
frigerators on the side and top, or 
the soft, ductile aluminum may be 
easily cut with an ordinary hack- 
saw to fit narrower models. 

A folder showing methods of in- 
stallation comes with each bezel kit, 
giving step-by-step instructions 
with illustrations. 

Servel Inc. 
Circle 17 on Readers’ Service Card 
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Glass-lined water heaters 


Expansion of its line of Ename- 
line glass-lined automatic storage 
gas water heaters to combine the 
benefits of low first-cost with supe- 
rior hot water service, is announced 
by Ruud Manufacturing Co. 

Joining the Ruud “Pacemaker” 
series, which is designed to meet 
needs in the extremely low-price 
brackets, is the new Ruud Ename- 
line “Hispeed” series. Both groups 
have AGA approval for use with 
L. P. gases. They are warranted 
under the Ruud 10-year protection 
plan. 

The three automatic storage gas 
water heaters of the Ruud Ename- 
line Hispeed series are EH30-30, 
with 35,700 Btu input; EH45-42, 
with 50,000 Btu input; and EH65- 
50, with 60,000 Btu input. The 
Hispeed units are rated to match 
the specific demands of automatic 
clothes washers that require 30 to 
50 gal. of hot water per hour to 
assure load - after -load operation. 


For further information on these products use Readers’ Service Cards on pages 99, 100 
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Application of the Hispeed gas 
water heaters ranges from meet- 
ing the general-use requirements 
of.a family of three, to filling the 
needs of a large household with up 
to three or four bathrooms. 

The Enameline tanks are of 
heavy steel, with top quality inner 
coating of porcelain enamel. 

Ruud Manufacturing Co. 
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LPG nozzle 


OPW’s new No. 11 LPG nozzle is 
a specialized valving mechanism 
engineered to dispense liquefied 
petroleum gas with accuracy, con- 
venience and speed, employing the 
latest advances in design and con- 
struction to insure maximum 
safety and positive flow controls. 

The No. 11 is manufactured of 
hi-tensile aluminum alloy (as strong 
as bronze at only one third the 
weight), with a smooth mar-re- 
sistant, smudge-proof finish. Spe- 
cial LPG adaptors can be fur- 
nished; size: 1 in. 

This nozzle double-seals at all 
points where leakage could pos- 
sibly occur; it will not bleed auto- 
matically; control is constantly at 
the disposition of the operator. A 
manual bleed control directs vapor 
through pressure relief vent away 
from operator. 

When nozzle lever is released, 
valving mechanism closes instantly. 
Lever is completely shrouded by 
strong, durable cast guard. Gen- 
erous hand room and full fulerum 
lever provides easy “squeeze” for 
flow regulation. Extra strength 
phosphor bronze spring actuates 
dual poppets easily for rapid, posi- 
tive shut-off. Nozzle design insures 
good throttling action — full flow 
control with a minimum pressure 
drop through the nozzle. 

The No. 11 has a 250 lb working 
pressure nozzle and is fully tested 
and approved to all Underwriter’s 
test requirements for LPG valves. 
OPW Corp. 


Circle 19 on Readers’ Service Card 
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Transportation information 


Stressing the growing impor- 
tance of the traffic manager in in- 
dustry, John H. Frederick, author 
of “Traffic Department Organiza- 
tion,” to be published this month 
by Chilton, points out that trans- 
portation generally is the largest 
single cost item left in the area of 
controllable costs today. Taking 27 
cents out of every sales dollar, 
transportation today, is directly re- 
lated to sales, production, research, 
purchasing, and other top policy 
corporate matters. 

In this first book on the subject 
the author uses actual case _ his- 
tories from blue chip firms to show 
how a new concept of traffic man- 
agement has pared costs and pro- 
duced savings not only in freight, 
but also in other areas of business. 

“Traffic Department Organiza- 
tion,” published in cooperation with 
Distribution Age, leading business 
paper in the broad traffic field, 
brings to all traffic personnel the 
realization that the value of their 
contribution to modern business 
practice has at long last been recog- 
nized. 

Chilton Publications. 
Circle 20 on Readers’ Service Card 


Tank catalog 


The new 24-page Dal-Worth Tank 
Co. catalog fully describes and il- 
lustrates this company’s complete 
line of L. P. gas single and twin 
barrel delivery units, transports, 
system tanks, motor fuel tanks and 
other products. W. G. Brumit writes 
the Foreword to the catalog, trac- 
ing early background of the com- 
pany through today’s departmental- 
ized manufacturing program. 

Individual pages feature the 
“Space Mizer,” the newest thing in 
L. P. gas dispensers for the service 
station operator, the L. P. gas deal- 
er or the economy-minded fleet 
operator. The standard single bar- 
rel transport, as well as the “step- 
down” single barrel transport, are 
featured in text and in illustration. 

Also “hot-shot” delivery units, 
single and double, standard and 
deluxe twin barrel delivery units 
and standard single barrel delivery 
units are described and illustrated. 
Sections of the catalog deal with 


transports, storage and skid tanks, 
anhydrous ammonia tanks and other 
products. 

Dal-Worth Tank Co. 
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The new Trinity story 


A 26-page booklet by Trinity 
Steel Co. describes the “precision 
engineering” that goes into all Tri- 
nity tanks, truck tanks, transports, 
storage tanks and domestic sys- 
tems. 

Work sheets show how to select 
capacity and model desired; how 
to figure costs and select acces- 
sories. Complete specifications are 
given on the standardized bulk 
trucks and transports produced by 
the company. All units are illus- 
trated. 

A diagram shows engineering 
detail, including location of pump, 
vapor hose, hose reel and other 
items. Fold-in page illustrates Tri- 
nity “Challenger” twin barrel 
transport. Storage tanks and 
“Eveready” gas systems are de- 
scribed. 

Trinity Steel Co. 
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Carburetion folder 


“Answers to the Most Commonly 
Asked L.P. Gas Carburetion Ques- 
tions” is the title of a folder recent- 
ly published by Beam Products Co. 
It is available upon request. 

The folder gives technical in- 
formation about butane and pro- 
pane as automotive fuel; how these 
gases are utilized, and their advan- 
tages over other fuels; their avail- 
ability and safety; economy of 
operation. 

Beam Products Co. 
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Laboratory burner catalog 


A new, illustrated booklet con- 
taining a complete selection of 
laboratory gas burners for use on 
artificial, mixed, natural or bottled 
gases, has been issued by Central 
Scientific Co. 

The 12-page booklet, which also 
contains prices and order blanks, 
lists virtually every gas burner and 
accessory required in the modern 
laboratory. 

Central Scientific Co. 
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Finish Line 


ry 

i ward off the effects of corrosion, even the best steel requires protection from 
rough handling, atmospheric impurities, and the weather. This is especially true 
of LP-Gas Cylinders for home installations. 

Each Prest-O-LitE cylinder is first shot-blasted to remove scale and dirt. 
Then a zine chromate undercoat is applied to inhibit rust and act as a bonding 
agent. The finish coat is corrosion-resistant metallic aluminum enamel. All paint 
is applied by electrostatic deposit, to assure even and complete coverage over the 
entire surface. While primer and finish coats are being applied, an asphalt-base, 
anti-rust coating is simultaneously sprayed on the bottom and inside the footring 
of the cylinder. The finish is thoroughly dried—from the inside out—by passing the 
rotating cylinder between banks of infra-red elements, as shown in the photograph. 

The end product is a superior cylinder, with the high corrosion resistance 
and attractive appearance you want. Call the LINDE office nearest you for more 
information, or write LINDE AiR PRopUCTS COMPANY, a Division of Union Carbide 
and Carbon Corporation, 30 East 42nd Street, New York 17, N. Y. In Canada: 
Linde Air Products Company, Division of Union Carbide Canada Limited, Toronto. 


The terms “Linde” and “Prest-O-Lite” are registered trade-marks of Union Carbide and Carbon Corporation. 
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LP-GAS REGULATOR 


A new small regulator with 
big regulator features. 


More than ample capacity for average 
domestic load of range, waterheater, 
refrigerator and space heater. 


Removable brass orifice with straight- 
through flow. No moisture traps. 
Minimizes freeze-ups. 


Large diameter soft spring provides de- 
pendable control of all flame height; 
from pilot to wide open. 


Large area “bug” screen reduces need 
for field calls. 


Octagonal shape, strong wrench pads, Difficulties commonly associated with small 
body and cover of aluminum and regulators have largely been eliminated in the 
new beautiful glossy finish enhance Sel-Pac No. 1605 through use of De Luxe 
appeal. features found only in the more expensive 

units. Review these features listed at left, then 
compare the 1605 with any other small regu- 
% E L we Y oe — lator you choose. Compare it point by point 
under all conditions. It’s a natural for the 
ad - H FE i Cc  « oO aa ed A NY practical, thrifty minded LP-Gas dealer who 
needs dependability, top performance and low 
340 West Avenue 26, Los Angeles 31, California cost all in one unit. Send today for prices. 
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(Advertisement) 
Parging New Containers 
Aids Burner Adjustments 


by 
GEORGE R. 
POSTLEWAIT 


i President 
SELWYN-PACIFIC 
COMPANY 


By purging we mean the removal of 
air, moisture or any contaminants 
which may be in a container. Removy- 
ing these non-condensible gases and 
other trouble makers prevents unnec- 
essary service calls. 


On new containers and cylinders, air 
at approximately atmospheric pressure 
occupies the space within the tank 
prior to changing with liquid fuel. Air 
will not liquify as will LP-Gas under 
charging conditions. This means that 
when the tank is filled with liquid the 
air has been compressed into approxi- 
mately 15 to 10% of its initial volume, 
just as in your automobile engine air 
is compressed to 814 or 9 to 1 ratio. 
Therefore, the air pressure within your 
container could well add over 100 
pounds/sq. inch to the pressure of the 
fuel itself. 


Not only does this mean (1} extra 
strain on the pump, hoses, equipment 
(2) slower filling time, (3) higher fil- 
ling costs, but results in a container of 
fuel which may give difficulty in mak- 
ing burner and pilot adjustments. 
WHY? This high concentration of air, 
which has been compressed by the 
liquid fuel, will reduce.the B.T.U. con- 
tent of fuel until all the air has been 
removed. Thus, the first gas passing 
through the regulator (which would 
normally be used in making burner 
adjustments) would not be 2500 
B.T.U./cu. feet (for propane), but 
some lesser value. If burners and pilots 
are adjusted to this false gas value, you 
can expect improper adjustment when 
all the air has been bled from the con- 
tainer and the true B.T.U. value of the 
fuel starts reaching burner orifices. 


Purge containers by equalizing your 
fuel vapor pressure with the air in the 
tank. Then in a safe place, open the 
service line valve and blow off this 
gas — air mixture to the atmosphere. 
(If it is possible to have the container 
in an inverted position it is desirable, 
as it helps blow off any moisture which 
may still be in the container). 

There are other advantages to purging, 
such as moisture removal, effect on 
spring loaded relief valves, etc., the 
details of which cannot be discussed 
in this short space. 


SELWYN-PACIFIC COMPANY 
340 West Avenue 26 
Los Angeles 31, California 
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Algas gets contract for 
L. P. gas stand-by plants 


L. P. gas is going to play an 
important part in the new gas 
industry of the Pacific Northwest. 
This is evidenced by the fact that 
American Liquid Gas Corp. has 
just announced that it has recently 
been awarded contracts to design 
and install two L. P. gas stand-by 
plants for Northwestern cities. 

The first contract was received 
from the Washington Natural Gas 
Co., of Seattle for a plant which 
will serve the people of Olympia 
and Tacoma. The second contract 
calls for a plant to go into Burnaby, 
British Columbia for the British 
Columbia Electric Co. Ltd. of Van- 
couver, B. C. The two plants will 
have a combined capacity of 200,- 
000 cu ft per hour of propane air 
mix and a total storage capacity 
of 300,000 gal. of propane. 

The contract for the Washington 
Natural Gas Co. calls for the de- 
sign and construction of a plant to 
deliver 100,000 cu ft of propane air 
mix per hour into its distribution 
system. This plant, which is to be 
used primarily for peak-load shav- 
ing, will incorporate four 30,000 
gal. propane storage tanks. It will 
be equipped with specially designed 
railroad unloading facilities and 
compressors as well as provisions 
for handling the unloading of truck 
and trailer fuel loads supplied by 
local refineries. 

Algas equipment for this instal- 
lation will be designed to blend 
L. P. gas with air and combine 
with natural gas in the company’s 
system at 60 Ib pressure. A spe- 
cially designed hot water type va- 
porizer will deliver 1200 gal. per 
hour. 

Construction of preliminary 
equipment is already under way 
and construction is scheduled to be 
completed by October 15. 

Under terms of a contract re- 
ceived from the British Columbia 
Electric Co., Ltd., Algas is to sup- 
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G-4109 SERVICEMAN’S WRENCH KIT 


FOR FLARED FITTING RANGES— 
seven wrenches are packed in 
Polyethylene Bag 


Pa) 


BOTTLE 
APPLICATOR 


G-4046 OVEN TESTING 


PYROMETER 


The modern, 
fast method for 
checking OVEN 
TEMPERATURES 


o 
Also perfect 
for checking 
Flue Temperatures 


CONVERSION ORIFICES 


AND TOOLS 


Many other special 
items available in- 
cluding Cylinder & 
Appliance Hand Trucks 


WRITE FOR COMPLETE CATALOG 
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“It’s easy to sell the Reznor FlexiTemp room 


heater... it has so many exclusive features” 


“My customers are willing to pay for quality. When they see the 
Reznor FlexiTemp room heater they recognize it immediately as a 
quality product. Then I cite a few of its features, and ask what other 
room heater gives them nearly so much. Automatic fan speed 
selector which adjusts air volume to seasonal heating requirements. 
Time modulating thermostat which adjusts timing of heating cycles 
to match mild and severe weather conditions. Whisper quiet fan 
for gentle, never disturbing air distribution. Clean, streamlined 
appearance with fan mounted directly to fan guard. All controls 

in one convenient grouping inside the cabinet. Individually 
adjustable vertical and horizontal louvers to direct the heat where 
it is needed. Wall thermostat for precise, automatic temperature 
control. Summer fan switch position for cooling air circulation 
during hot weather. They agree no other room heater can come 
close to Reznor’s FlexiTemp. That’s why it’s so easy to sell.” 


It’s the same story wherever you go. Home 
owners looking for heat for added rooms, work- 
shops, recreation rooms or garages. Businessmen 
looking for an efficient, attractive heater for 
shops and offices. They all go for the Reznor 
FlexiTemp FM. If you want to sell more room 
heaters .. . make more money ... you want to 
know more about the new Reznor FlexiTemp 
room heater. Your nearby Reznor distributor 
can give you the complete story. Why don’t you 
give him a call? You'll find him listed under 
“Heaters- Unit” in the yellow pages of your 
telephone directory. 


REZNOR 


THE WORLD'S LARGEST-SELLING 


GAS "“" HEATERS 


REZNOR MANUFACTURING COMPANY 
4 Union Street, Mercer, Pa. 








ply the automatic mixing equip- 
ment for a propane-air plant that 
will be a part of the peak-load shav- 
ing system. Like the plant in Wash- 
ington this one will also deliver 
100,000 cu ft of propane gas per 
hour into the distribution system. 
Pressure will be set at 100 lb. 

The initial plant will have a to- 
tal storage capacity of 180,000 gal. 
which is made up of six 30,000 gal. 
tanks. Plans for future expansion 
provide for an additional 24-30,000 
gal. tanks. 

The installation, which will be 
completely engineered and super- 
vised by American Liquid Gas 
Corp., will incorporate Cutler-Ham- 
mer controls and mixing equipment 
for the control of L. P. gas and air. 
A steam vaporizer with a capacity 
of 3000 gal. per hour will also be a 
part of this system. Eventually 
this plant will provide controls for 
automatic peak-load shaving. 


May gas water heater 
shipments top ‘55 figure 


Manufacturers shipped 233,900 
automatic gas water heaters in 
May, a total two per cent over the 
229,400 reported in the correspond- 
ing 1955 month, according to 
GAMA. 

The total for the first five months 
of this year is listed at 1,211,300. 
This represents a 2.9 per cent in- 
crease over the 1,177,000 in the 
same period of 1955, when full- 
year results set an all-time high at 
2,748,200. 


Two of Ohio's propane 
gas dealers merge 


Details of an over a quarter- 
million dollar merger of two of 
Ohio’s leading propane gas deal- 
ers were revealed in a joint state- 
ment issued July 12 by Edward J. 
Mulligan, Oak Harbor, and A. C. 
Johnson, Fremont. 

The merger makes the newly- 
formed company, Mulligan & 
Johnson Propane Gas Service Inc., 
one of the largest independent 
dealerships in the Middle West. 

President of the new corpora- 
tion for which a charter already 
has been issued by the Secretary 
of State will be Mr. Mulligan. Mr. 
Johnson and his son Arthur will 
serve on the new company’s board 
of directors. 

Prior to the merger, both firms 
were servicing a 50-mile territory 
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. Designed For Convenient, Time- Saving Operation 
i tested over our 
esign and equip- 


ao eature 
own retail routes. € st you 
ment cut time and raise profits for every tomer stop. Weve 
designed these exclusive, money-making features into every model 


of the White River Line! 


2. Built For Years of Trouble-Free Service 


must measure up to the rigid re- 
together 


Every transport unit we build 
quirements of White River quality. Finest materials, 


with superior workmanshi ip under person al supervision, give you a 
unit that stands up and gives top performance through years and 
years of service. Every unit is thoroughly tested by pumping 


gas before it leaves our shop. 


3. Priced For Unmatched Economy and Value 
and trucks. 


we can save you up to 
Chevrolet, 
. we'll save you money 


pipe and 


We save you money on both tanks You not only get 
@ superior tank unit at lower cost, but 
$900 on a new truck. Pick your make and model... 
Ford, GMC, Dodge or International 
with our distributor prices. We'll mount tank unit, 


assemble ready to deliver gas. 


Write Today For Illustrated Literature and Prices On Our Com- 
plete Line, The World's Finest Truck Tanks, Always at Lower Prices 


WHITE RIVER << 


DISTRIBUTORS, inc. 
Phone 570 BATESVILLE, ARK. 


Model 150 
1100 to 2300 WG 


Model 300 
1300 to 2200 WG 





Smarter Styling...Finer Features 
To Give Sales a Lift in '56 


Yarm Morning 


PN Faster aes 
2+, MORE PROFITS! 


-Gas Heaters will 

give your heater 

sales the boost you’ve 

been looking for. 

Why? Because WARM 

MORNING combines the per- 

formance and design features 

that your customers want in a 

gas heater — leading off with 

smarter syling. That’s why 

they sell faster and you can 

profit more. All models A.G.A, 

approved for natural, manu- 
factured and LP gas. 


BE cy. fs 
Heaters 


Illustrated: 


» Model V-20S Vented Circulator 


of 20,000 BTU input 


SMARTER ~~ 
\ STYLING! ¢ 


dal 


Warm Morning 


Gas Heaters have 

“Pretty as a Picture” 

styling for today’s 

modern living—the 

kind of styling that 7@ 
customers want and buy! Neat, 
attractive designs fit in with 
any home furnishings. WARM 
MORNING “V-20,” “V-30” 
and Rio Grande Series are the 
answer to your customers’ de- 
mands for better looking home 
heaters. In two decorator col- 
ors: Sheraton Brown (shaded 
mahogany) and Desert Sand 
(tan beige). 





Marm Morning 


Deluxe Vented 
Radiant Circulators 


with exclusive “‘HEAT 
RAMP,” in wide range 


of sizes. 


MAIL THIS 
tele} tite). | 
TODAY! 


GET THE 
FACTS! 





Popular "Qin Cuands" 


unvented models 
with SAFETY-COOL Cabinets 


Warm Morning 


A QUALITY LINE OF GAS & COAL HEATERS & GAS INCINERATORS 


STOVE COMPANY 114-F West 11th Street, Kansas City 5, Mo. 


] Send literature and complete 


] Vented 
Name___ 


Address 


information on WARM MORNING 


[] Unvented Gas Heaters 





State 





Robert E. Maloney, chairman of the board 
of trustees for the national LPGA group 
insurance fund, signs the master application 
form. Seated on his right is Maurice H. 
Coblentz Jr., Marsh & McLennan. Stand- 
ing are Harry Holland Jr., New York Life, 
the underwriters for the plan and Chris F. 
Neely, Calor Gas Service Inc. The plan 
has a current enrollment of approximately 
650 lives. It was kicked off by the Calor 
Gas Co. and Parlett Gas Co., and was 
effective June I. 





with a fleet of latest model tank 
and service trucks. The consolida- 
tion will eliminate overlapping of 
routes and permit more efficient, 
prompt customer deliveries, it was 
pointed out. 

Mr. Johnson and Mr. Mulligan 
emphasized that customer treat- 
ment will continue to rate highest 
priority under policies of the new 
firm and each official expressed 
appreciation for the public accep- 
tance the merged companies en- 
joyed prior to the consolidation. 


Magic Chef oven helps 
with Civil Defense feed 


Two thousand of an anticipated 
10,000 persons turned up at a 
chilly June Civil Defense Public 
Feeding Rehearsal held on Cleve- 
land’s lakeshore, despite a 40° tem- 
perature, heavy rain and winds 
whistling up to 40 miles per hour. 

The brave 2000 who attended 
were treated to a luncheon of 
baked biscuits, barbecued _ beef, 
roast beef, and baked beans, most 
of which was prepared in a Magic 
Chef GA242A oven. According to 
Magic Chef, the oven worked with- 
out interruption, despite severe 
weather conditions. 

The 8000 meals remaining didn’t 
go to waste. They were distributed 
to charitable institutions in Cleve- 
land area after the demonstration. 
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Offers You 


THE COMBINATION 
OF REGULATORS 
BEST FITTED FOR 
EACH TWO STAGE 
INSTALLATION 
REGARDLESS OF SIZE 


SINGLE 


OR 
SECOND 
STAGE 


ee | 
SECOND STAGE | 
REGULATOR 


j 


FIRST STAGE REGULATOR 


“BIG RED” 


Type 922H POL x 2”’ FPT high pressure regulator 
for first stage pressure reduction on two stage 
bulk systems. 


TANK 5 psi (0 to 5 psi) 
PRESSURE 10 psi (5 to 10 psi) 
DOWN TO | 15 psi (10 to 15 psi) 


TYPE 922 
For domestic or small 
commercial loads up to 


190 CFH. 





TYPE 932 “HUSKY” 
+ For large commercial 


+ loads up to 330 CFH. 








SINGLE STAGE, 
SECOND STAGE 
OR 
FIRST STAGE 


“HUSKY” 


Type 932 POL x %” FPT large capacity 
regulator. Standard setting—11'’ W.C. | 


TYPE 722V 
“WORKHORSE” 

For very large loads 
over 480 CFH. 





with built-in relief valve. Capacity over 
830,000 BTU /hr. 

FISHER GOVERNOR 
COMPANY 
MARSHALLTOWN, IOWA © 
WOODSTOCK, ONTARIO 


EASTERN OFFICE: 
212 New Dickson Bidg. © Westport, Conn. 


LEADS THE INDUSTRY IN 


RESEARCH FOR 
BETTER GAS PRESSURE CONTROL 
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TYPE 922H 
“BIG RED” 
For normal first stage 
bulk systems. 





TYPE 64 
For installations requir 
ing outlet pressures 

up to 60 psi. 





Green's Fuel Inc. holds 
convention aboard ship 


Holding a convention on the high 
seas ending with a banquet in Ber- 
muda might sound fantastic to 
some, but 125 persons who attended 
the recent Green’s Fuel Inc. dis- 
tributor’s annual convention can 
boast of doing just that. 
Business meetings for the 1956 
distributor’s confab were held 
aboard the S. S. Silverstar en route 
to Bermuda from Charleston, S. C. on es 
The Green’s Fuel banquet took “2 " | 
place at the St. George, Bermuda. t B. 





awenertmasnigahgrotneenpight The speaker's table is shown during the 

Green's Fuel Distributor's Convention ban- 

Nava’ S trucking AUTOMA TION that quet at the St. George Hotel, Bermuda. 
lets you combat High Cost Hauling 


Green’s Fuel president K. H. 

Cost saving way to handle such items 

Koach, who has gone to numerous 
as bottled air and gas, and appii- L. P a Sia’ 
ances, etc. A Lift gate installed on » &. gas conventions of all types 
one or both sides or end of semi- | over a period of many years, named 
trailers or the end of 34-ton and this one of the most unique con- 
heavier trucks gives great flexibility | ventions he has ever attended. 
to many pickup and delivery Six speakers met the threat of 
—aft : seasickness while addressing the 
distributors from Florida, Geor- 
gia, North Carolina and South 
Carolina. “Product .. . Supply, 
Demand and Future Outlook” was 
the topic of Texas Natural Gaso- 





antHony LIFT GATES 
FOR 3/ TON and Larger Trucks and Semi-Trailers 


If high freight rates and costly delivery 
services are Cutting a swath out of your 
profit picture, here are five ways you 
can offset them. 





1. Speed up deliveries. 


: 2. Develop faster, easier ways of load r 
— an ing and unloading trucks. ‘ 
Model No. 144 handles loads up 3. Systematize handling of bulky, awk- 


to 1000 Ibs. Cuts loading and ward, heavy shipments. 


, time 50 
=a weer vote Zo. . 4. Prevent damage to goods, yet make 


it easier and safer for drivers to 
handle most shipments alone. 


K. H. Koach, president, Green's Fuel Inc., 
Sarasota, Fla., (left) listens as R. E. Turner, 
vice-president, Green's Fuel of Florida 
5. Help drivers contribute to the satis- 


I ‘ Corp., (center) talks to Harry Bowser of 
faction of the receiver. 


Servel Inc., during the friendship hour pre- 
All of these advantages are yours when | ceding the Green's Fuel Inc. annual ban- 
you install Life Gates on your trucks. quet. The Bermuda banquet followed a con- 
We will be glad to recommend the 

Model No. 145 handles up to 2000 systems, the size and type of Gate best 


Ibs. on 1¥%-Ton and larger trucks suited for your work. 
and semi-trailers. 


vention on the high seas. 





Write, wire or call us today—no obli- F = : . 
Model No. 146 handles up to 4000 ~— gation. One of our representatives is | line Corp.’s president John T. Ox- 


Ibs. on heavy trucks and semi- nearby. ley who was followed by John M. 
_—, | Perryman, sales manager, R. D. 
FAN THOS ME ANTHONY COMPANY | Cole Manufacturing Co., speaking 


FT GA | on “The Outlook for Steel.” bs 
\IET. Se Ss arte 5 *~ pica | As the ship, with its full facili- 
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DELUXE TWIN - BARREL 
DELIVERY. 1100 to 2300- 


gallon capacity. Tailored to 


fit your 2 to 3¥%2-ton truck 
or unit delivered as a pack- 
DAL WO RTH age. Good looks combined 
= with ruggedness and dura- 
bility 


MEANS STANDARD SINGLE- 


BARREL DELIVERY WITH 
DUAL AXLE. 2800 to 4200 


gallon capacity. Tailored to 
CERT IFIED ont eee fit 2 to 5-ton trucks. Engi- 


neered to carry High Net 











Payloads in terrain where 


CONSTRUCTION Es 


DELUXE ‘’STEP-DOWN” 


SINGLE-BARREL TRANS- 


if 2 i 
% SCIENTIFIC KNOW-HOW PORT. 20 eee itiniienn 
Based on years of experience and moe { DAL-WORTH TANK 60. 
keeping abreast of the industry. _. of fovea 








more economy, more profit, 


% INDIVIDUAL ENGINEERING 
Each job is an individual operation, 
using the latest methods .. . tailored 
to meet State Requirements and 
maximum payload. 


THE BEST MATERIALS 


No corners are cut in material costs 
at the expense of quality. 


more safety 





THE “SPACE-MIZER”. 
The newest thing in. gas 
dispensers that are meeting 


; . with enthusiastic approval 
REAL CRAFTSMANSHIP i = everywhere. A 
No slip-shod methods ... only trained is 
and skilled mechanics. 


PROPER SUPERVISION 
Each job is closely and carefully 


supervised. 
The Dal-Worth portable 


THE BEST YOUR MONEY anhydrous ammonia tank 
CAN BUY! with 500 and 1000-gallon 


capacity that doubles for a 


real ex- 
ample of Dal-Worth’‘s prog- 


ressive engineering 





For our latest catalog describing the utility trailer . . just to 
finest in LP gas and anhydrous 
ammonia tanks ... on the ground, 
on skids or on wheels .. rush the _ ° ing items in the Dal-Worth 
coupon. 


name a few of the outstand- 


line. 








Dal-Worth Tank Company 


D4L-WoRTH M Box 818 
DA L 7” W RT ; re ana Grand Prairie, Texas 
Please send us the latest catalog of Dal-Worth 


“Certified construction” units. 
COMPANY 


Name:__ : ad _Title: 


P. O. Box 818 East Highway 80 Company: 
Address: 
Grand Prairie, Texas 
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ties turned over to the L. P. gas 
distributors, continued to plow its 
way toward Bermuda, Lee A. 
Brand, vice-president of Empire 
Stove Co., gave the dealers some 
top hints in “Selling Gas Appli- 
ances.” “Insurance... Today and 
Tomorrow” was the subject of 
Frank M. Engle, representing En- 
gle, Bauter & Stacy, Tulsa, Okla. 
He told the sea-going distributors 
about group insurance as it exists 
today and related the need for 
streamlining it to keep abreast of 
new problems. 

Customer relations were not for- 


gotten and the subject was well 
covered by Odell Glass of Odell 
Glass & Co., Atlanta, Ga. J. Wesley 
Fly, vice-president of L. P. G. 
Equipment Co., Orlando, Fla., 
wound up the floating business ses- 
sion with a full coverage of ‘The 
Tax Problem.” 

Harry Bowser, sales manager for 
Servel Inc.’s home appliance divi- 
sion, was the after-dinner speaker 
at the Bermuda banquet. Mr. Bow- 
ser delighted and inspired his lis- 
teners with his entertaining and 
informative talk entitled “Creative 


Salesmanship.” 








HUNT Novent tor WALL OR WINDOW ... AGA APPROVED 


HEATS FLOORS FIRST —then hot air circulates through room to prevent overhead stratifi- 


cation. 

EASY TO INSTALL AND SERVICE—quickly and inexpensively installed in any standard 
double hung window or in any outside wall. Compact. 

VENTED— YET NEEDS NO VENT—exclusive design eliminates need for costly, unsightly 
outside vents or chimneys. All burned gases and odors forced outside without pipes or 
flues. 

BURNS NO ROOM AIR—all combustion air drawn in from outside, eliminating danger 
of oxygen starvation. 

SAVES GAS AND SPACE—cabinet extends only 81/2” into room, saving valuable floor 
space. Burner is thrifty and efficient in operation—high in performance. 
MULTIPURPOSE UNIT FOR ALL CLIMATES 

QUICK, CLEAN AUTOMATIC HEAT — instant, draft-free warmth, automatically maintains 
comfort level desired. Walls, furniture remain free from costly damage by soot, dirt, and 
moisture condensation. 

QUIET, POWERFUL BLOWER —three squirrel-cage blowers, single motor-operated, pro- 
vide 460 cubic feet of air per minute. 

GAS-TIGHT CONSTRUCTION—heating units seam-welded throughout; carefully tested 
to assure gas-tight, leak-proof operation. 

WEATHER -TESTED—thoroughly field-tested for trouble-free operation in all weather. 
Burner input rating: 35,000 btu on all gases. Operates on 110-volt 60-cycle alternating 
current. Heat exchanger carries five-year warranty against rusting or burning out. Controls, 
other component parts guaranteed for one year.’ 


DEVELOPED AND 
MANUFACTURED BY 


HUNT HEATER 
CORPORATION 


220-BP 12th Ave., N. 
Nasnviite 4, TENNESSEE 


Write for details 


Japanese ‘Sky Spirits’ is 
United States text 


“Laws for Modifying the Spirits 
of the Sky” is a technical book that 
has just made its appearance in 
Japan. 

That’s a literal translation of the 
ancient ideographs that spell out 
the title. Actually the book is a 
technical manual, translated from 
the English, on air conditioning. 
And therein is the latest chapter 
of an unusual story about an Amer- 
ican technical book in the “best 
seller” class. 

The Tokyo publication is a trans- 
lation of the “Trane Air Condition- 
ing Manual,” a book that made its 
bow two decades ago as a service to 
the air-conditioning industry by 
the Trane Co., La Crosse, Wisc. 

With 23 printings in the United 
States, 60,000 copies have been 
sold to engineers throughout the 
world. A sale of 5000 copies usually 
qualifies a technical book as a best- 
seller. The reference book is used 
for everything from classroom in- 
struction to practical engineering 
aid on air-conditioning projects 
everywhere. 

Today as many as 300 copies of 
the revised, up-dated book are sold 
each month to engineers around the 
globe. The price for the 380-page 
volume, 8% x 11 in., and acces- 
sories is $6.50, about what it all 
costs, according to Trane. 


Siegler Corp. acquires 
General Water Heater Co. 


L. Bruce Grannis, executive vice 
president of the General Water 
Heater Corp., Burbank, has an- 
nounced that the Siegler Corp., 
Chicago and Long Beach, Calif., 
has entered into an agreement to 
acquire the General Water Heater 
Co., and its subsidiaries, Consoli- 
dated Machinery & Supply Co. Ltd., 
and the Superaire Corp. 

“With our present management 
and field personnel,” says Mr. Gran- 
nis, “we will conduct our business 
in the same manner as in the past.” 


Canadian firm is new 
distributor for Ensign 


Ensign Carburetor Co., Hunting- 
ton Park, Calif., has established a 
new Alberta, Canada, automotive 
service parts distributor, Loveseth 
Ltd., 10180 105th St., Edmonton, 
with a branch at Red Deer. 
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“The day I got MAD enough to 
do something about my sales!” 


‘*“Customers complaining about service—and 
dropping off because of it . . . drivers chasing 
all over the county, phoning in from every 
stop ... trucks piling up dead mileage that 
was just money down the drain... finally 
I’d had enough—I decided to get off the 
fence and at least try 2-way radio. 


“It’s been just a year since my Motorola 
equipment was installed—sales and profits 
started climbing from that day. My dispatcher 
now keeps contact with every driver all day 
long. He can plan the work so waste mileage 
and time are held way down—and every 
truck makes more deliveries every day. 


““Emergency calls get answered in just a 
few minutes. In fact our customer service is 
now the fastest and best in our area. Now 
that we’ve used it, we just couldn’t do the 
job without our Motorola 2-way radio. Be- 
fore I decided, I asked around, and everyone 
I talked to considers Motorola the best in 
the business. I guess they should be—they’ve 
had the most experience. So I picked Motorola 
2-way radio and it doesn’t cost—it Pays!” 


FOR ACTION! 
(TO L.P.G. OPERATORS) 


r 
MOTOROLA Communications & Electronics, Inc. 


1 
t 
OTORO e A 4501 Augusta Blyd., Chicago 5}, Ill. 
() Send me additional information 
_] Have a Radio Engineer call on me 
2-WAY RADIO 


NAME 





MOTOROLA COMMUNICATIONS & ELECTRONICS, INC. COMPANY 
A SUBSIDIARY OF MOTOROLA, INC 
4501 AUGUSTA BOULEVARD ¢ CHICAGO 51, ILLINOIS 





ADDRESS 











er 


The only complete radio communication service—by the outstanding leaders of the industry. 
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The main building encompasses 
46,650 sq ft and houses a complete 
electrical, tune up and carburetor 
service department, the parts de- 
partment, and the company offices. 

The service department is 
equipped to take care of all types 
of tune ups, electrical and carbure- 
tor jobs on passenger cars and 
trucks. A special feature of the 
floor is the new Clayton dynamom- 
eter, over which all completed jobs 
are indoor road tested for proof of 
power and performance. 

Headed by E. L. Loveseth, presi- 
dent and general manager, and his 


RIO, Aca ——— ‘The main building of Ensign Carburetor 


the heart of your Co.'s new distributor, Loveseth Ltd., covers 


46,650 sq. ft. and houses a complete elec- 
trical, tune up and carburetor service de- 
LP-GAS partment, the parts department, and the 


handling sys‘em | 


company offices. 





son, Loyd Loveseth, assistant man- 
ager, with the assistance of six de- 
partment managers, Loveseth Ltd. 
and Loveseth Service Station em- 
ploy a total of 96 people. The com- 
pany serves a wide territory in cen- 
tral and northern Alberta, extend- 
ing as far north as Dawson Creek 
in British Columbia. Ten salesmen 
cover this area on a better than 
twice-monthly basis. 


Gas utility employees get 
“personal ownership plan" 


A “personal ownership plan’ is 
being made available by Servel Inc. 
to employees of gas utility, dis- 
tributor and dealer organizations, 
giving them an opportunity to buy 
Servel gas refrigerators at special 
discount prices. 

Five models of the Servel gas re- 
- Ideal for truck, bottle filling or bulk plant installation. frigerator line, including those 
with the exclusive “automatic ice- 
server” feature, are being offered 
to the utility, distributor and 
Cartridge-type mechanical seals protect bearings and eliminate dealer employees at lower “personal 
packing gland maintenance. ownership plan” price. 
Non-metallic sliding vanes — “self-adjusting for wear.” Companies that sell Servel gas 

| refrigerators to their employees 
under the plan will recover the 
Differential pressures up to 100 psi and hydrostatic pressures | difference between regular selling 
up to 1250 psi. prices and special prices through a 
rebate system. 


Heavy duty, anti-friction bearings at both ends of the shaft — 
completely protected from the pumpage. 





Easily replaced wearing parts. 


liquid materials handling ® 


BLAC | E 4 New petrochemical from 

BL h propane checks nematodes 
INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES Shell Chemical Corp., has com- 

BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN menced marketing of a new soil 


DIVISION SALES OFFICES : “ ” 
NEW YORK « ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON « SAN FRANCISCO fumigant called “Nemagon,” the 


See Yellow pages for your local sales representative main ingredient of which is 1,2-di- 
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» “You cant beat 


this Sinclair hand” 


The deck is definitely stacked in your favor when you deal with 
Sinclair. Every tank-load of SINCLAIR LP-Gas puts you out front with 
the five famous Sinclair extras — INTEGRITY, REPUTATION, 
QUALITY, PERFORMANCE and GOOD SERVICE. You get the 
kind of a hand that adds up to more satisfied repeat customers — 
and a faster-growing, more profitable business for you. 

Find out about this top quality LP-Gas with high heating value — 


with moisture and impurities removed... then, switch to Sinclair, soon. 


SINCLAIR a great name in oil 


' SINCLAIR OIL & GAS COMPANY 


Liquefied Petroleum Gas Sales Department + Sinclair Oil Building, Tulsa, Okla. 





bromo-3-chloropropane. It is said 
to be highly effective in the control 
of nematodes, which are minute 
worms that attack the roots of 
plants and are said to reduce the 
U. S. farmers’ income 10 per cent 
per year. In 1954 this amounted to 
3 billion dollars in crop damage. 
Unlike previously used soil fumi- 
gants for nematodes, which could 
only be used prior to planting, 
Nemagon is harmless to most 
plants. It can be injected with the 
conventional soil fumigating imple- 
ments, or used in granular form, as 
a liquid drench, or impregnated in 





* 


fertilizer granules. It appears to be 
harmless to most trees, shrubs and 
field crops. Tobacco, onions, pota- 
toes and garlic are listed as crops 
on which the new nemacide should 
be used as a pre-planting soil fumi- 
gant. 


Buses run on LPG 
boost gallonage 

Transit companies operating 
buses on L. P. gas used a record 
high total of 28,593,800 gal. of bu- 
tane and propane last year. That 
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Carter ) 


A name associated with the oil industry 


since Sisterville, West Virginia, in 1893 . . 


over 60 years of experience. 


CARTER’S reputation for dependability, 


which has been earned during these years, is 


yours when you buy LP gas from Carter. 


Call CARTER when you need Butane or 


Propane — for domestic or industrial 


purposes — and you call an unexcelled 


supplier, with unexcelled products. 


THE CARTER OIL COMPANY 
TULSA, OKLAHOMA 








Almost like carrying coals to Newcastle is 
routine activity for General Gas Corp., 
Baton Rouge. Here, LPG is returned to its 
point of origin for use as engine fuel by 
an oil drilling rig. The fleet of special 
tank-trailers used by General Gas' oil field 
service was fabricated by Delta Tank Man- 
ufacturing Co. Inc., wholly-owned subsidiary 
and a producer of pressure vessels and 
other heavy equipment for the petroleum, 
chemical and petrochemical industries. 





gallonage powered 2052 vehicles a 
total of 79,354,924 miles. 

Bus use of L. P. gas will continue 
to grow this year, a survey of the 
lines disclosed. The companies re- 
port that they have plans to add 
320 LPG powered coaches in 1956, 
according to the annual bus survey 
compiled by the LPGA. 

Bus lines using LPG as their mo- 
tor fuel saved approximately $2,- 
047,316 on their fuel costs alone in 
1955. The lines found additional 
savings through reported 14,700- 
mile average oil change interval for 
the vehicles using butane and pro- 
pane. These facts were drawn from 
a nationwide survey made _ by 
LPGA. 

On fuel buying alone the L. P. 
gas user saved a total of $2,047,316. 
On the average, LPG represented 
per gallon savings of seven cents. 


True filling station type 
service urged by Texoil 


Getting the butane-propane re- 
tailer out of the “back-door” stage 
to a position where he can render 
true filling-station type service to 
his trucker customers was the 
theme of a display by Texoil Equip- 
ment Inc. at the Texas Butane 
Dealers convention in Dallas. 

On exhibit with three models of 
liquid gas dispensers in the Texoil 
booth were Texoil’s automatic tire- 
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HEREL HOW vo sivaplity and Save 


with SUAP gees Receivable System 


voice as a ledger record, SUIAP eliminates posting 
errors and brings accuracy to a new high. 


Here’s how to cut costs and increase efficiency in 
your entire billing operation. Do it with SUIAP, the 
Remington Rand *Simplified Unit Invoice Accounting 
Plan that’s made to order for LP-Gas distributors. 

By handling charges and credits as much as 60% 
faster, SUIAP reduces the labor and time involved in 
your entire accounts receivable operation and frees 
workers for other duties. By eliminating the need for 
accounting machines and ledger cards, SUIAP cuts 
expenses. By using a duplicate of the customer’s in- 


Most important, SUIAP permits instantaneous 
credit checks and rapid collection follow-ups. Visible 
signals tell at a glance which customers are in arrears 
and chart the month of the earliest outstanding 
charge. As many as 1,000 accounts can be reviewed 
thoroughly in less than 30 minutes. Collection follow- 
up is so rapid that it can be performed frequently 
enough to minimize delinquencies. 


SUIAP pays in dozens of ways. Why not find out more about how to spend less? 
Write today for free booklet KD554 for the full story of sulaP. Address Room 1958, 


315 Fourth Avenue, New York 10, N. Y. 


“SEPTEMBER, 1956 


Remington. Mrand 
DIVISION OF SPERRY RAND CORPORATION 
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flator unit for servicing with air 
and water, and a display rack de- 
signed to hold 56 qt cans of oil. 

The tireflator, Alan W. Bowser 
of Texoil explained, is equipped 
with a highly accurate pressure 
control that automatically gives the 
trucker with dual-wheel equipment 
the uniform tire pressures neces- 
sary for best operation. 

The tireflator and oil display rack 
can be important units in provid- 
ing the trucker the same sort of 
complete service that the average 
filling station provides its passen- 
ger-car customers. 





Need long-term financing? 


FAC. Financing 
Solves Your Equipment 


Buying Problem 


I¢ installment financing can solve your 
equipment buying problem, look to First 
Acceptance Corporation. F.A.C. offers a 
sound, businesslike solution, permitting im- 
mediate purchase of needed equipment. 


Ask your own equipment supplier for the 
details on F.A.C. term financing. 


wey FIRST ACCEPTANCE CORPORATION 


\an| Northwestern Bank Bldg., Minneapolis 2, Minnesota, FEderal 9-7711 


Equipment financing specialists for the LPG Industry 








An architect's drawing of the new Dri-Gas 
building located at 400 East Ogden Ave., 
Hinsdale, Ill. 





Dri-Gas Co. moves 
to new location 


The Dri-Gas Co., a division of 
Warren Petroleum Corp., is now 
located at 400 East Ogden Ave., 
Hinsdale, Ill. (A suburb of Chi- 
cago). 

Dri-Gas operates an extensive 
wholesale and retail business in 
seven midwestern states, in addi- 
tion to its dealer organization con- 
sisting of some 600 dealers, and 
it is expanding its facilities during 
1956-57. 

The company presently oper- 
ating 14 branches and 23 bulk 
plants has eight new bulk plants 
under construction, which will im- 
prove and increase its operating 
area. 


1956 may be record year 
for laundry equipment 


While sales of many major appli- 
ances during the first five months 
of 1956 were down slightly from 
the corresponding 1955 period, fac- 
tory sales to date indicate that 
1956 may be a new record year for 
home laundry appliance manufac- 
turers. 

According to Guenther Baum- 
gart, executive director of the 
American Home Laundry Manu- 
facturers’ Association, factory sales 
of home laundry appliances for the 
first five months of 1956 amounted 
to 2,415,891 units, eight per cent 
greater than for the corresponding 
1955 period. Last year was a rec- 
ord year for the industry. 

Leading the sales increase, Mr. 
Baumgart reported, were gas and 
electric clothes dryers. Sales of 
these appliances for the five months 
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The Temperature Correction Slide Rule in- 
vented by Harold TenBrook, prevents 
over-delivery of propane due to cold- 
weather contraction, and under-deliv- 
ery due to heat expansion. It corrects 
the amount delivered to its true volume 
at the standard 60-degree temperature. 


delivery 


when he switched to Cities Service 


ie . 
This Truck will soon be dwar fed by 
one with a 10,200 gallon capacity, 
largest in the world. Like the oth- 
ers, the new unit will carry only 
Cities Service propane. 


By Recording Degree Days Ready- 
Flame knows when customers need 
propane. It’s typical of TenBrook’s 
efficiency. Also typical is his choice 
of Cities Service as supplier. 


CITIES & SERVICE 


Harold TenBrook, dynamic president 
of Ready-Flame, Inc., Kokomo, Indi- 
ana, is well known for two reasons: 
He’s the Midwest’s oldest and larg- 
est independent propane distributor 
. and he’s the inventor of the LPG 
temperature correction slide rule. 
To a large extent, both these dis- 
tinctions stem from his ability to 
eliminate inefficiency. With the LPG 
slide rule, he prevents lost revenue 
caused by over-delivery of propane 
during winter. And meanwhile, 
throughout his business he obtains 
maximum use of his equipment by 
measures such as unloading a 7200 
gallon transport in 45 minutes! 
“T became a Cities Service Dis- 
tributor to stop lost time, too,” says 


SERVICE!... Part of our name, part of our business 


Ten Brook. “Time lost waiting for my 
former supplier’s deliveries! Now, 
as a Cities Service Distributor, I re- 
ceive prompt delivery in the most 
critical weather, and the quality is 
always above NGAA specifications. 
In my 18 years in the propane busi- 
ness, I’ve never seen a supplier that 
could match Cities Service.” 

Like Harold TenBrook, you’ll find 
many advantages to being a Cities 
Service Distributor: Highest quality 
propane ... Multiple sources of sup- 
ply ... Delivery by huge rail and 
truck fleets... 
tition... Expert engineering, carbu- 


No supplier compe- 


retion, and promotional assistance. 
For the whole profitable story, con- 
tact one of the offices below. 





QUALITY PETROLEUM PRODUCTS 
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406 W. 34th Street 
Kansas City, Missouri 





500 Robert Street 
St. Paul, Minnesota 


20 N. Wacker Drive 6611 Euclid Avenue 
Chicago, Illinois 


Cleveland, Ohio 








Sell 600 Ibs. 
LP-gas/year 


You sell more than an automatic stock 
tank heater when you sell a Johnson 
Water Warmer. You sell an average of 
600 Ibs. of LP-Gas per heater per year. 
The dependable, weather-proof Johnson 
Water Warmer is easy to sell, too. 
Cattlemen and dairymen know their stock 597 E Ave. N. W. 
do better, profit more, when their water Cedar Rapids, lowa 
is at a drinkable 48°. And the Johnson e 
Water Warmer maintains that temperature 
in the coldest weather. It’s safe, efficient 
and very easy to install. Profit twice 

with the Johnson Water Warmer. 


Write for catalog of 
Johnson's complete 
water heating line. 


APPLIANCE CO. 


If it burns gas | 
look to Johnson... . Since 1901 





Welded THERMO-DISC 


SALAMANDERS 


MODEL #800 MODEL #900 


Weldit, Inc. presents their new improved line of L-P 
Salamanders. Featuring the famous “Flame Dome” 
for 360 degree heat and introducing the amazing 
“Thermo-disc’ for extra heat radiation. 100% auto- 


MODEL 5 
#1850 matic shut-off on Model #900. 


= Canadian Distributor: ALLOY METAL SALES 
NS , 181 Fleet St., E., Toronto 5, Ontario 


INC. 


since 1919 DETROIT 38, MICHIGAN 











990 OAKMAN BLVD. 


increased 18 per cent over the cor- 
responding 1955 period, and to- 
talled 548,049 units. Gas dryers 
showed a 22 per cent increase and 
electric dryer sales have increased 
18 per cent for the five months pe- 
riod. 

Total washer sales for the five 
month 1956 period amounting to 
1,844,579 units were up six per 


-cent over the corresponding period 


a year ago. Automatic and semi- 
automatic washers showed a seven 
per cent increase, while wringer 
and spinner washer sales increased 
five per cent for the period. 


Gas furnace sales still 
on the upswing 


Continued gains by gas equip- 
ment for residential central heat- 
ing are shown in the latest report 
by Edward R. Martin, director of 
marketing and statistics of the Gas 
Appliance Manufacturers Associa- 
tion. 

During May the industry shipped 
65,100 furnaces of the forced warm 
air and gravity types. This was a 
6.9 per cent increase over the 1955 
month’s total of 60,900. For the 
first five months of 1956 the figure 
was 286,800, up 5.8 per cent from 
the 271,000 in the same period a 
year earlier. 

There were 6200 gas-fired boil- 
ers shipped in May and 29,700 in 
five months. These represented in- 
creases of 10.7 per cent and 29.7 
per cent, respectively, over totals 
of 5600 and 22,900 in the corre- 
sponding 1955 periods. 

Conversion burners, used _ in 
changing heating systems from 
other fuels to gas, accounted for 
11,300 unit shipments in the latest 
month. This was 8.1 per cent below 
May 1955, but for five months the 
latest figure, 42,900 was 5.1 per 
cent above the 40,800 in the pre- 
vious year. 


Fluid heating and cooling 
industry predicted to boom 


The year 1956 will be by far the 
biggest in the past decade for the 
fluid heating and cooling industry, 
predicts John E. Reed, president of 
the Better Heating-Cooling Coun- 
cil. 

Despite a decline in housing 
starts, he points out, shipments of 
hot water and steam heating equip- 
ment manufacturers have increased 
steadily and are now considerably 
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Valves may look alike on the surface. Their 
performance is another story. And the in- 
side story of Powell Valves is that every 
Powell Valve has Performance Verified. 
X-ray and gamma ray inspection—ex- 
amining the very structure of the metal it- 
self—are two of the many ways that Powell 
can make absolutely certain that Powell 
Valves will give dependable flow control. 
Every part of every valve must pass 
rigid inspection. As a final step in manu- 


> 
2) 


facture, every Powell Valve is subjected to 
an actual line test. Because of Powell’s 
pains-taking quality control, valve repair is 
cut to the minimum and plant shut down 
through valve failure is substantially re- 
duced. Records from refineries, power and 
industrial plants the world over prove it. 


Consult your Powell Valve distributor. 
If none is near you, we'll be pleased to tell 
you about our COMPLETE quality line 
which has PERFORMANCE VERIFIED. 


The Wm. Powell Company, Cincinnati 22, Ohio...110th VEAR 


FIG. 8150 (Sectional)—Bronze “L.P.G.” 
Globe Valve For 400 Pounds W.0.G. 


FIG. 8158—Bronze “‘L.P.G.” 
Horizontal Lift Check Valve 
For 400 Pounds W.0.G. 


FIG. 8151—Bronze “L.P.G.” Angle 
Valve For 400 Pounds W.0.G. 
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higher than 1955, a banner year 
for the industry. 

The Institute of Boiler & Radia- 
tor Manufacturers has reported an 
increase of 28.3 per cent in ship- 
ments of baseboard radiation for 
home heating during the first quar- 
ter of 1956, he notes. It has also 
announced gains of 13.1 per cent 
in cast iron boilers and 36.8 per 
cent in commercial finned-tube type 
of radiation. 

GAMA has announced an in- 
crease of 37.1 per cent in shipments 
of gas heating boilers during its 
first quarter, and other member 
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CAPTURE THOSE HIGHWAY $ $ $ $ $ 
With an IMCO L.P.G. Motor Fuel Service 


Write today for additional information on 
“IMCO” Products 


associations of the Council are en- 
joying similar advances, Mr. Reed 
says. 


Schrodt named director of 
AGA PAR Program 


Allen D. Schrodt, formerly sales 
coordinator, Southern Union Gas 
Co., Dallas, has been named direc- 
tor of the Promotion, Advertising 
and Research (PAR) Program of 
the AGA. He assumed his new du- 
ties at AGA headquarters in New 
York City on July 10. He succeeds 
Otto E. Zwanzig, who resigned as 


a DOLLARS 
AD 


5 


OTHER 
IMCO PRODUCTS 


System Tanks 
Skid Tanks 
Motor Fuel Tanks 
Tractor Fuel Tanks 
Farm Trailer Tanks 
8 to Transport Tanks 
Bobtail Delivery 
Tanks 
Anything you need 
in the L.P.G. line 
“WE GOT IT" 
Quality—Service—Price 








INDUSTRIAL MFG .CO. of TEXAS INC. 
SS ee 


SWEETWATER, TEXAS e 


BOX 698 e 


PHONE 4862 





director on Feb. 15 to become gen- 
eral sales manager of the British 
Columbia Electric Co., Ltd., Van- 
couver, B. C. 

Mr. Schrodt was named sales co- 
ordinator for Southern Union Gas 
Co. and placed in charge of mer- 
chandise sales when that depart- 
ment was created in 1950. In this 
position he was responsible for the 
coordination of merchandise sales 
activities throughout his company’s 
operating territories. His duties 
included the supervision of sales 
promotion, sales training, home 
service and dealer relations. He 
also was responsible for the impor- 
tant task of initiating and plan- 
ning special sales campaigns in a 
service area that included 62 towns 
and cities in Texas, New Mexico, 
Arizona, and Colorado. He served 
as president of the Blue Flame Mer- 
chandising Council of Dallas and 
also directed the advertising ex- 
change for SGA. 

Mr. Schrodt has been a member 
and past chairman of the Gas Re- 
frigeration Committee of AGA’s 
Residential Gas Section. He is a 
member of the Residential Gas 
Sales Committee, which is respon- 
sible for planning of the themes, 
format and timing of the residen- 
tial sales activities of the Associa- 
tion. 


United Petroleum Gas 
acquires new companies 


Frank T. Carpenter, president of 
United Petroleum Gas Co. of Min- 
neapolis, Minn., has announced the 
purchase of Yankton Homegas Co., 
Yankton, S. D., and the Magic Gas 
Co. of Ortonville, Minn., Appleton, 
Minn., and Milbank, S. D. 

These purchases and the recent 
consolidation of Consumers Gas 
Co., and Gopher Gas Co. will in- 
crease United’s holdings in the 
upper Midwest area to thirteen 
bulk plants. 

The new companies will be run 
as divisions of United and no 
change in personnel is expected. 
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Ruud has everything! 


Ruud has the product and the promotion to help you sell 
more gas water heaters. It’s the line that wins and holds 
customers. It’s a complete, fu//-coverage line of both resi- 
dential and commercial water heaters. One line to learn, 
stock, advertise, promote and sell. One complete line for a 
simplified, streamlined water heater program that will do the 
big job for you. 

Ruud has water heaters of all types, sizes and prices .. . 
for all gases, water conditions and hot water demands. 
Models with Enameline (‘‘glass-lined’’), Monel or Alcoa® 
Alloy non-ferrous, rust-proof, long-life storage tanks. Ruud 
Laundry-Rated* models to match the demand of any auto- 
matic clothes-washer made. Models with greater gas input 
to deliver greater hot water output, so necessary for modern 
home needs—and all this without increased tank size. 

Ruud has two-temperature water heaters for residential use 
that simultaneously provide 180° water for the automatic 
clothes-washer and dish-washer—125° water for other house- 
hold needs. Water heaters for commercial use that simul- 
taneously provide 180° water for dish-washers and 140° 
water for other general-purpose demands. 

All these are RUUD—the magic selling word in automatic 
GAS Water Heaters. 


*Trademark R) Aluminum Co. of America 


RUUD GAS WATER HEATERS 


Kalamazoo 24, Michigan * Toronto 14, Ontario 


SEPTEMBER, 1956 


RUUD HELPS YOU BEAT ELECTRIC COMPETITION 
The ‘‘Ruud-has-everything” line keeps you ’way ahead of the 
fast-moving electric industry and its new models with their 
stepped-up performance. A Ruud customer is a satisfied 
customer. He gives you more take-home and keep-home 
profit. The money he spends for hot water supply is yours. 
He’s beyond the reach of your electric competitor . . . safe 
in your bank account! 

Mail the coupon so your Ruud representative can show you 
the big, new Ruud Full-Coverage Portfolio. 


Get the new, big Ruud story. Fill out 
and mail the coupon below—today! 


MAIL THIS COUPON TODAY 


RUUD MANUFACTURING COMPANY 
2025 Factory Street, Kalamazoo 24, Michigan—B-5 


Send me further information on the new ‘‘Ruud-has-everything”’ 
line. 


Have a Ruud representative show me the new Ruud Full-Coverage 
Portfolio. 


NAME POSITION 
BUSINESS NAME 
BUSINESS ADDRESS 


ZONE STATE 





reweng 


you 
bet 
we 
are! 


We are proud of 
our fine record of service . . . our rapidly 


growing roster of satisfied customers. You see, 


manufacturing top quality [ee LP Gas Cyl- 


inders is our only interest . . . conducting our 
business to please our customers, our biggest 


aim. 


You can depend on Steel 
Cooperage for the finest cylin- 


ders and tops in service. 


Complete Line of LP Gas Cylinders 20 to 420 Lb. 


Financing Available . . . Call or Write Today! 


STEEL COOPERAGE DIVISION 


(The Serrick Corporation) 
4801 BELLEVUE e DETROIT 7, MICHIGAN e WaAlnut 5-3430 
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associations 


Cummings named president 
of Colorado group 


Legislative activities was the 
main topic discussed at the Colo- 
rado Liquefied Petroleum Gas As- 
sociation convention and_ trade 
show, held June 8-9 in the Colorado 
Hotel, Glenwood Springs. 

Byron Lopp, Central Bank & 
Trust Co., Denver, presented a 
speech “The Atomic Age and You 
—Are You Ready?” to the 225 per- 
sons who attended the affair. 

“A Plan for Increasing Sales 
Through Advertising” was outlined 
by Eugene Pilz, Prescott & Pilz 
Inc., Denver, and Talmadge Love- 
lady, Pure Gas Service Co., Wor- 
land, Wyo., gave an interesting talk 
entitled “The Modern Way—Natu- 
rally.” 

George Cummings, Cummings 
Gas & Equipment Co., Montrose, 
was elected president of the group. 
Vice president for the coming term 
is E. M. Samuelson, Veterans Gas 
& Service, Pueblo, and secretary 
treasurer, M. H. Abernathy, Gas 
Supply & Appliance Co., La Junta. 


Missouri group urged to 
expand “domestic” trade 


Carl Sorby, vice president, George 
D. Roper Corp., urged members of 
the Missouri LPGA to nurture and 
develop “domestic” business, re- 
membering that this is the area in 
which they compete with the elec- 
tric industry. “Also, don’t forget,” 
he said, “that it was the gas range 
that put you in business.” He told 
dealers that the gas range replace- 
ment market alone can mean mil- 
lions of dollars in sales each year. 

Mr. Sorby, who also dramatized 
the making of a sale, was one of 
the keynote speakers featured at 
the 11th annual convention and 
trade show, held in Kansas City, 
June 18-20. More than 500 dealers 
and their wives attended the con- 
vention. D. M. Orcutt is secretary 
of the group. 

K. H. Dickson, president of 
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Crerleas 


GAS FIRED 


UNIT HEATERS 


ARE BEING INSTALLED 
THIS YEAR THAN 
EVER BEFORE 


WHY 


.-- CHANGE FOR THE 
BETTER-IS THE 
ORDER OF THE DAY 


Peerless is NEW — it’s changed . . . to 
give more for the money, to fit the 
times . . . to fit the needs for today 
and tomorrow. 


A Unit for every purpose ... New lower 
prices .. . New neutral gray-green color 
. . . New cabinet styling . . . More com- 
pact . . . Economical to operate... 
Easier installed . . . Quieter operation 
... Greater heat distribution . . . Proved 
engineered principles . . . Virtually no 
maintenance . . . Fan or blower in every 


size . . . Rugged and dependable. 


Write for literature 
on tomorrow’s 
unit heaters today 


———_ 


PEERLESS MANUFACTURING CORP. LOUISVILLE 10, KY. 
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LPGA, told how the “National L. P. 
Gas Promotion Program Helps 
You.” Dr. Kenneth McFarland of 
General Motors spoke on the sub- 
ject, “The ‘U’ In Business,” and 
Eugene Flack, Sunshine Biscuit 
Inc., presented his famous talk, “A 
Shot of Sunshine.” 

Paul W. Sims, House & Sims 
Gas Co., president of the Missouri 
group, had charge of the confer- 
ence. Jack M. Phillips, district 
manager, George D. Roper Corp., 
chairmanned the luncheon meeting, 
and J. Max Fetty, vice president, 
Delta Tank Manufacturing Co., had 





Some of the problems that are confront- 
ing the LPG industry were discussed briefly 
by C. W. Guy, vice president of Texas 
Natural Gasoline Corp., Tulsa, Okla., at 
the Texgas Marketing Co. Dealer meeting 
held in Houston, on June 14. M. D. Brunner, 
division vice president, Texgas, handled the 
meeting. 





charge of the ladies’ “bingo” party. 

Otto E. Mueller, A-1 Gas Co., 
Valley Park, Mo., was elected presi- 
dent; Paul H. Anderson, Webster 
Gas Co., Springfield, and Frank 
Achenback, Home Gas & Appliance 
Co., Trenton, were elected vice 
presidents. 


WLGA covers California 


with 21 safety programs 


Western Liquid Gas Association 
took its Safety Training program 
right into members’ back yards 
during the past months with a 
series of 21 one-night stands 
across the state of California. 

Held for L. P. gas dealers, man- 
agement and employees, the “re- 
view of old and introduction of 
new” information played to an 
‘average nightly attendance of 
well over 50. 

All programs began at 4 p. m. 
and continued through to 9:30 
, p. m., with a break for a “dutch 
ae — Ag treat” dinner at the hotel or res- 

7 taurant at which the meeting was 


Everybody held that particular evening. Many 


dealers brought along their em- 
VO} ES for ployees and paid the feed bill. 
Safeguards, precautions and 
There's one thing for sure no political battles will be waged. over procedures in handling L. P. gas 
the merits of the new Enterprise Everyone agrees on the new beauty jn , ‘ - 77 
styling . . . the superior new features the economy of owning on started the programs off, with 
sali-ig oat tM vo lale [Mam Goll @mn Zo} (-MRiel am dall-leeldlt-Miial-tolal MM lalad-lelt-te ME ice] ails speakers from the State Indus- 
stepped up sales volume cash in the till trial Safety Department handling 
PHILLIPS & BUTTORFF MFG. CO: co agp cg Mit Lg canligion 
spo omona grou - 
eee ee ee eee ee a a ae spoke to the a group, 
minded them never to take any- 
thing for granted with a customer. 
He felt there is no need for acci- 
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THE SHORTEST DISTANCE BETWEEN 
YOU ano profits: 


the fast selling 


D. W. WHITEHEAD 
automatic WATER H EATERS 


Y, DWW—<a fast-selling line that leads straight to profits — 
MOVES FAST because of its outstanding performance .. . 
because it contains special value-packed features built-in to 
ensure loads of clean, pure, rust-free hot water for just a 
few pennies a day. DWW’s operate dependably—perform 
safely . . . get friendly with customers, too. A profitable 

business for any dealer. Watch it cut corners for you. 


ESPECIALLY DESIGNED FOR LP GAS 


Special Features Built-in 


LOW OPERATING COST 

QUICK, ABUNDANT HOT WATER 
100% AUTOMATIC SAFETY PILOT 
NON-CLOGGING BURNERS 

TWO INCHES HEAVY FIBERGLAS 
INSULATION PREVENTS HEAT LOSS 


ADJUSTABLE THERMOSTAT EASILY 
SET FOR ANY TEMPERATURE 


DUST-FREE BASE 
BUILT-IN LINT TANK 


ADVANCED DESIGN WITH LATEST 
SCIENTIFIC IMPROVEMENTS 


GLEAMING WHITE ENAMEL CASING 
PRECISION ENGINEERING 








Cpigty MORE SELLING POINTS 


ID WarAyay/ D. W. WHITEHEAD Automatic Water Heaters are avail- 


able in tank models featuring an exclusive one-piece 


glass lining or double extra-heavy galvanized tank 





X 


so | DIES 
Liberal 10-Year Guarantee Wt oeth! i ; 5 '8/a\(B) TAY) 


R 
NATIONALLY ADVERTISED FO D. W. WHITEHEAD MFG. CORP. 
1220 Walnut Avenue, Trenton 9, New Jersey 











GET IN ON D. W. WHITEHEAD’S PROFIT-PACKED WATER HEATER RENTAL PLAN 
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dents if the installation is made 
safely in the first place, if the 
customer is carefully instructed 
and if the delivery man keeps a 
regular check. 

Design and safety in bulk plants 
and design and safety in delivery 
equipment were the subjects re- 
spectively of Ralph Meeder, 
Meeder Equipment Co., and Dave 
Elliott, West Coast LPG Outfit- 
ters. Both men traveled the-state 
with the touring program. 

Mr. Meeder emphasized that the 
rate of turnover of bulk plant em- 
ployees indicates that constant 


education is needed. He also called 
for a cleaning up of bulk plants. 
Mr. Elliott described methods for 
taking resistance out of bulk truck 
plumbing, shortening the time re- 
quired to fill a customer’s tank. 
(Mr. Elliott has authored an arti- 
cle on the subject for this publi- 
cation, and it appears in the fea- 
ture section of this issue.) 
Insurance came in for its due as 
30b Robertson of Acme Insurance 
Service gave the how, what and 
where of insurance rates and de- 
scribed methods for bringing 
down the rates. He stressed the 





, AUTOMATIC 
CYLINDER FILLING MANIFOLD 


with CONTROL VALVE and TRIP VALVE 





Contents automatically controlled to plus or 


minus 2 oz. 


2, 4 or 6 cylinders filled simultaneously 


100-Ib. cylinders filled in less than a minute 


2-cylinder manifold can be easily enlarged to 
accommodate 4 or 6 cylinders 


Roney Manifolds save time; are safe, accurate 
and simple to operate. 


105 COLE STREET 


INC 





“COMPLETE SUPPLIERS OF NH3 AND LPG EQUIPMENT 


DALLAS 7, TEXAS 











importance of safety in this re- 
spect, as he told those in atten- 
dance that “the industry writes 
its own rates.” 

Credit and collection proved an 
interesting part of the programs 
as General Petroleum Corp.’s Art 
Miller outlined current credit 
problems and _ successful credit 
operations. He maintained that 
the employee in the field is the 
most important item in credit be- 
cause he is the one who really 
knows whether a customer is a 
good credit risk. 

Following prepared talks, ques- 
tions were taken from those in 
attendance, resulting in a general 
roundtable discussion at many 
localities. 

Western Liquid Gas Association 
executive secretary Douglas C. 
Westerhout prepared the program 
and presided. Local directors in 
each section of the state arranged 
meeting places and took care of 
assuring attendance of dealers in 
their areas. 


State Fair building okayed 
by Minnesota group 


The purchase of a building on 
State Fair grounds to be used as an 
industry display of LPG during the 
fair was approved at the general 
session of the Minnesota Petroleum 
Gas Association meeting, which 
took place June 21, 22, in Detroit 
Lakes, Registered attendance was 
234. 

Minnesota state laws governing 
LPG were studied and reviewed at 
the meeting, and the possibility of 
writing Minnesota law similar to 
Illinois law was considered. 

Ing Erickson, Minnesota State 
Fire Marshal, in a speech to a 
luncheon group, said state regula- 
tion of LPG in Minnesota is inevita- 
ble. He recommended that the Min- 
nesota LPG people draft their own 
law, one they can live with, and 
submit it to the state Legislature. 

K. R. D. Wolfe, Fisher Governor 
Co. in a talk entitled “Can We Play 
in the Big League,” cited the need 
for supporting the National Coun- 
cil for L. P. Gas Promotion. After 
this well-prepared talk nine mar- 
keters stood up and pledged to join 
and contribute to the support of the 
Council. 

A luncheon at the Detroit Lakes 
Country Club, a bridge tourna- 
ment, a shuffle board contest, and 
an excursion boat ride on Big De- 
troit Lakes kept the ladies well 
entertained. 
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~ This truck loading rack in an Oklahoma gas company plant is manifolded so it can 
oot either load highly volatile Butane or Propane with complete flexibility and safety. 


























The four loading arms illustrated are standard 
CHIKSAN designs and can be ordered as a 
package. These loading arms are also available 
for the handling of chemicals and steam, 


Write Today for Catalog 
Giving Complete Details 


The truck loading rack illustrated here is made up of one 2”, Style 
50, one Style 40, one Style 50x5 high pressure steel Chiksan swivel 
joints, and one 1” Style 20 high pressure steel joint. 


SHINS ANases 


Safety and Speed 
to Truck or Tank 
Car Loading of 
Gas or Chemicals 


CHIKSAN provides the necessary liquid -tight, 
gas-tight connections, the characteristic flexibility 
of motion to keep volatile Butane and Propane or 
chemicals flowing swiftly with safety, economy and 
convenience, 

Loading and unloading lines made up with de- 
pendable CHIKSAN ball-bearing swivel joints 
provide a wide margin of safety by using the same 
materials used throughout the pipe lines. 

Any required degree of flexibility is provided, 
simply by arranging CHIKSAN ball-bearing 
swivel joints in proper sequence. Total length of 
any arm is governed by the required length of pipe 
sections between swivels. Whether it be a standard 
design loading arm or a special design for a spe- 
cific problem, write CHIKSAN today, the nature 
of your requirements. 


Write to Dept. 139 for Catalog giving com- 
plete detailed information. 


HINSAN 


CHIKSAN COMPANY e@ BREA, CALIFORNIA @ Chicago 3, Illinois @© Newark 2, New Jersey 
Well Equipment Mfg. Corp. (Division), Houston 1, Texas * Subsidiaries: Chiksan Export Co., Brea, Calif.; Newark 2, N.J. © Chiksan of Canada Ltd., Edmonton, Alta. 
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“Planning for Profit" is 
theme of Texas meet 


Problems of the @.. P. gas indus- 
try got the best “airing” they had 
received in a long time when the 
Texas Butane Dealers got together 
at the 11th Annual Convention and 
Southwestern Butane Exposition in 
Dallas, June 20-22. The program, 
set up by William J. Lawson, execu- 
tive secretary, Paul Thompson, 
president and Lyle Blanton, chair- 
man of the convention, pulled an 
attendance of 600 from 13 states, 
Mexico, Central America, and Cuba 





to FIT 


a dragline.. 


FIT the job! 


their manufacture, 


— 
SQUIBB 


Whether it's a fuel tank on a fork lift or 
. a domestic system or a 
30,000 gallon bulk storage plant... There's 
a VISIBLE Float Gauge, Taylor-Made to 


VISIBLE Float Gauges serve best in the 
LPG and Anhydrous Ammonia Industries 


because of the precise care that goes into 


Yes, VISIBLE is your Biggest Dollar Value! 


et ae ee oe oo oe ee 


1213 S. AKARD, DALLAS 


MEEDER EQUIPMENT CO. 
1745 N. EASTERN, LOS ANGELES 


2545 SUMMER, MEMPHIS 


ODELL GLASS & CO. 
1277 HARDEE ST.N.E., ATLANTA 








Officers of the Texas Butane Dealers Asso- 
ciation are (from left to right) G. R. Baker, 
Plainville, vice president; Sam Strong, Lub- 
bock, vice president; W. W. Zwerschke, 
Port Lavaca, president; J. V. Overstreet, 
Kountze, vice president; Roy Duke, Stam- 
ford, vice president. 





The theme of the convention was 
“Planning for Profit.” Such prac- 
tical points as “How to Make Col- 
lections,” “How to Get More Good 
from the Advertising Dollar,” 
“How to Maintain Better Relations 
with Competitors,” “How to Better 
Train Employees,” and “How to Do 
a Better Selling Job,” were among 
the many featured. 

John Mock, Evanston, IIl., mod- 
erated a question program entitled 
“What One Problem, If It Could 
Be Solved, Would Contribute the 
Most to a Profitable Operation of 
Your Business.” For more than 
two hours 150 dealers discussed by 
groups, what was their most impor- 
tant problem and means for solving 
this problem. Then a spokesman 
from each group presented the find- 
ings to the entire body. 

One group’s decision was that 
the best way to improve credits and 
collections is to work closely with 
the local credit association; also to 
classify accounts by ability to pay; 
to work more closely with other 
dealers in the same territory; and 
to follow up closely delinquent ac- 
counts. 

Another group discussing “Bet- 
ter Selling Methods” voted in favor 
of management making more calls 
on customers to gain more sales. 
This group also suggested that 
management mail out more bulle- 
tins, folders, and literature in sell- 
ing the customer on the advantages 
of their services. 

The group discussing simpli- 
fied bookkeeping methods suggested 
that each dealer make a list of his 
bookkeeping needs and then call 
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Gates Butane-Propane Hose gives you 


LONGER SERVICE 
-oe- EXTRA SAFETY 


because it’s 


Specially Engineered for LPG Use 





Gates engineers designed 20B-HB 
hose especially for LPG applications— 
taking into account every problem the 
hose would normally encounter in 
service of this type. Rubber compounds, 
braid and static wire were thoroughly 
tested to provide an extra margin of 
strength, durability and safety. 


THE RESULT...year-round performance 


that saves you money! 


G COVER ...tough, black, long-lasting rubber 
that resists abrasion and sunlight, prevents cover 
“blisters ”. 


be BRAID ... high-tensile-strength cords tightly 
braided to provide ample strength for the working 
pressures under which butane-propane liquids and 
gases are handled. 


Gates 20B-HB Butane-Propane 
&) TUBE... black, oil resistant, chemical rubber Hose meets all the stringent requirements of 
tube resists the permeating action of liquid butane the National Board of Fire Underwriters, Inter- 
and propane. It will not swell and will never grow state Commerce Commission, American Gas 
soft or spongy. Association, Texas Railway Commission, and 
states with L-P Gas laws. 

4) STATIC WIRE... built-in stainless steel static 
wire reduces the dangers of static electricity. 





Descriptive Data 

There are Gates Engineering Offices and Distribu- or Cutie ~ ‘ibs Werking ees Weeie 
tor Stocks in all industrial centers of the United Diameter Diameter ment PSI Length (100 ft.) 
States and Canada, and in 70 other countries 1/72 1 Broided 350 350 32 
throughout the world, The Gates Rubber Company, 3/4 1-1/4 Braided 350 250 4 
Denver 17, Colorado. 1 1-21/32 Braided 350 175 75 
1-1/4 1-7/8 Braided 250 50 90 
1-1/2 2-7/32 Braided 250 50 110 


The Mark of Specialized Research 2 2-5/8 Braided 250 50 140 


Gates Butane-Propane Hose 
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FILLS 


TANKS AND 
CYLINDERS 


FASTER 


WITHOUT NEED FOR VAPOR-RETURN LINE 


e SAVES LABOR 
e SAVES MONEY 


Model 
TC 


SAVES TIME 








INQUIRIES INVITED 
FROM DISTRIBUTORS 
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Keep Up with L. P. gas 
Developments Each Month 
by subscribing to 


198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 
See Page 2 for Foreign Rates 


CO) Bill me 


(0 Check herewith 


Name 
Firm 
Street 
City 


Daily, more and more dealers handling Bu- 
tane and Propane verify that the outstand- 
ing performance of the "Superior" LPG 
Precision Rotary Pump saves time, labor, and 
money. This specially-designed pump is ca- 
pable of high volume at low pump and en- 
gine speeds, against differential pressures up 
to 300 P.S.I., and without need for use of a 
vapor hose. Tanks and cylinders, therefore, 
can be filled faster and more economically. 


LPG 
PRECISION ROTARY PUMP 


This compact, light-weight pump has a two- 
lobed cam with double pumping cycle for 
each revolution. Within the rotor are 14 
hydrostatically-balanced, pressure-activated 
carbon vanes that provide positive pumping 
action. The vanes are self-adjusting and self- 
lubricating. There is no metal-to-metal con- 
tact and no wear, except on the carbon, 
which can be replaced easily, within a few 
minutes, without removing the pump from 
the truck or its mounting. 

The ‘Superior’ LPG Precision Rotary 
Pump is easy to install. The base fits the 
average truck mounting without need for 
piping change. 

Available in 75 and 110 G.P.M. sizes. 
Write for descriptive folder and the name 
of nearest Distributor. 


SUPERIOR INDUSTRIES, INC. 
1007 National Bank of Commerce Bldg. 
NEW ORLEANS 12, LA. 


mmr 3 


[J | year $2.00 [] 2 years $3.00 


.Zone 


SS SSS Be BB EE eee eee eee 


ee ee ee ee ee ee ee eee ee ee eee ee ee ee es 


| 
| 
| 
| 


in a CPA to help set up the require- 
ments that would answer the needs. 
Another table group discussed the 
need for keeping close operating 
records on truck and equipment in 
determining the full cost of doing 
business. 

Upgrading employees in title and 
responsibility to promote better em- 
ployee attitude, was the suggestion 
of one group. This group also fav- 
ored maintaining “policy making 
responsibilities” at the management 
level. Annual profit sharing pro- 
grams were discussed as a means 
for improving the employee pro- 
gram. Employee social functions 
such as annual picnics were also 
advocated. 

A discussion on “free equipment” 
revealed that the dealers believed 
in making a profit on equipment 
sales. Those discussing “closer 
supervision of employees” urged 
management to stay on the job, hold 
regular and periodic meetings, 
raise educational standards of em- 
ployees, ete. 

“How to Sell the Public on LPG” 
came up as did also the question, 
“How to Improve Dealer Coopera- 
tion.” On the latter problem deal- 
ers were urged to welcome other 
dealers into the association pro- 
gram, deal fairly with them, meet 
together in friendly groups, ex- 
change pertinent information, and 
try to win the other dealer’s con- 
fidence. 

The Honorable Joe K. Wells, gen- 
eral counsel, Texas Employment 
Commission, spoke on “Our Bright 
and Sparkling Future” and the 
Honorable William J. Murray, 
chairman, Texas Railroad Commis- 
sion, complimented the dealers for 
policing and maintaining standards 
of safety that had brought about 
reductions in insurance premiums. 

W. W. Zwerschke, Port Lavaca, 
was elected president of the Asso- 
ciation, succeeding Paul Thompson 
of Weslaco. G. R. Baker, Plain- 
view; Sam Strong, Lubbock; J. V. 
Overstreet, Kountze; Roy Duke, 
Stamford; were elected vice presi- 
dents, and Gus J. Moos, Austin, 
was re-elected secretary-treasurer. 
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HEATING 


.--for quick 
modernizing 
profits with 


NO CHIMNEY NEEDED 
...combustion products escape to For 
outdoors through patented vent 


7 4 
Here’s today’s quick profit-maker— the 4 QUALITY 


easy way to heat additions to homes... ‘ d 

‘ . an 

inadequately heated rooms ...oranentire 
, . : : BA T ’ 

house. It’s the safe way, because this . va ERVICE 

modern heater is safety-sealed! Amaz- ‘ 

ingly compact and smartly styled, the 

Saf-Aire Heater harmonizes with any 

room decoration. It can be thermostati- 

cally controlled, if desired. 


Why Saf-Aire offers safer, 
cleaner, low-cost heating 


. Uses only outside air for combustion—no i Gls i : F 
stuffy, suffocating rooms. lass-lined 


- . No chimney required—combustion prod- or 
Enclosed porches ucts vented to the outside—cannot , Galvanized 
and added rooms énter the room. 
. Easily installed in any type of wall and 
at any level. 





. No ducts or electricity needed. 
. “Zone Controlled” warmth for every room. 
. Costs less to install—less to maintain. 


. Can be used anywhere—burns all types 
of gases—including bottled. 


WRITE TODAY FOR DESCRIPTIVE 
LITERATURE 


© JOHN Woop Auto 


_, } WEATED matic Gas Water 
ROOM | . : 
PRODUCTS OF ee Heaters are highest-quality: heat 
COMBUSTION ‘ 
ers, known for their dependable 
lige] loll -taia-1-Mm ol -laceldulelila- Maen (olilolae 
(oll Wao loh7-1ai1t-to Mil a) [Nae ladelali-to may \ 
wide variety of sizes, models, and 
oursive | || prices to meet any sales situation 


alm FOR ; 
COMBUSTION 
| | | 
| 
“SAFETY-SEALED” * ie 
Diagram shows how Saf-Aire assures AUTOMATIC Cae 
maximum safety under all conditions of 


; use. Gas is burned in a ceramic-lined WATER HEATERS 
chamber completely sealed from the 
Bathroom and kitchens room being heated. Combustion air is 
taken directly from the outside. | Made and warranted by one of the country's oldes 


alkohol Me cohi-taeil-lohl-tamulelalthielaltla 124 Tolalela 4-110 a -talale] 
STEWART-WARNER CORPORATION [ieee 
sw me’ ‘endorsed by Mrs. America 


U. S. MACHINE DIVISION, Dept. AT-96, LEBANON, INDIANA 
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Three appointments named 
by United Petroleum Gas Co. 


F. H. Andrews, vice president of 
United Petroleum Gas Co., Minne- 
apolis, announces the following per- 
sonnel changes: 

Arthur Delau will become mana- 
ger of product supply in conjunc- 
tion with his present duties as 
manager of transportation. 


THE TRADE 


Leroy Lindbloom, formerly of 
Minnesota Engineering Co., has 
been mamed chief engineer of 
United. He will take over the duties 
previously handled by Wayne De- 
Tuncq, who is no longer with the 
company. 

Stan Munson, former assistant 
manager at United’s New London, 
Minn., warehouse has been made 
manager of that operation. 





Sell Service with — 
SUPERIOR LPG Systems 


omega a eee 


ONE TANK OR A TRUCKLOAD—our modern, new 
plant is fully equipped to serve dealers from 
Kentucky to the Keys—from the Mississippi 
to the Atlantic! Every Superior tank ... every 
fitting more than meets national and local 
specifications. SUPERIOR engineering know- 
how means superior service, whether you need 
a domestic tank, tractor tank, or a complete 
industrial system! Thirty-five years of LPG 
experience, combined with a thorough knowl- 
edge of your problems, means you can do a 
better, quicker, more profitable job. Sell service 
with Superior! Call or write today for details! 


Pictured above is Superior's 
200-Ib. ICC Upright Cylinder 
engineered for safety, quality, 
service in domestic systems. 


At right is pictured Superior’s 
500-gal. Above Ground Pro- 
pane Tank. 


ae 


SUPERIOR 


TANK CORPORATION 


Tel. (Clarkston) 3-7151, 4846 Lawrenceville Hwy., Tucker, Ga. 
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E. H. Lyon 


Sales Manager 


John Getgood 
General Sales Mar. 


Phillips announces two 
promotions in sales 


E. H. Lyon has been promoted to 
manager of Phillips Petroleum 
Co.’s sales department, succeeding 
E. J. Webster, who has retired. 
John Getgood, formerly senior as- 
sistant sales manager, has suc- 
ceeded Mr. Lyon as general sales 
manager. These changes were re- 
cently announced by K. 8. Adams, 
chairman, and Paul Endacott, pres- 
ident of Phillips. 

Mr. Lyon has been an employee 
of Phillips sales department since 
1929 when he started as a district 
salesman at Amarillo, Texas. He 
served in various capacities in sev- 
eral offices of the company’s wide- 
spread marketing territory, includ- 
ing Oklahoma City, Minneapolis, 
Wichita, Salt Lake City, and Phil- 
lips headquarters in Bartlesville. 
In January, 1954, he was promoted 
to general sales manager. 

Mr. Getgood’s service with Phil- 
lips dates from 1928, most of this 
time in the Chicago division office 
prior to coming to Bartlesville in 
1952. He was named senior assis- 
tant sales manager last January. 

Mr. Webster retired after 31 
years of service in the sales depart- 
ment. 


Cities Service appoints new 
manager, L. P. gas sales div. 


The appointment of R. H. Muel- 
lerleile, of Kansas City, as manager 
of L. P. gas sales for Cities Service 
Oil Co.’s marketing division is an- 
nounced by John D. King, vice 
president in charge of marketing. 

Mr. Muellerleile steps up to the 
new position from the managership 
of L. P. gas sales in the company’s 
Kansas City marketing region. Le- 
land Board will replace him in Kan- 
sas City. 

Other advancements announced 
by Mr. King include the appoint- 
ment of M. H. Glazer as marketing 
staff assistant to B. J. Farwig, gen- 
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TAP PAT —the L-P dealer’s best friend — 


brings you 3 big changes in ranges for bigger sales! 


9. NEW SET ’N FORGET HEAT CONTROL! 


1. NEW TOP BURNER, FASTEST EVER! 


Sell em the world’s fastest range-top cooking with 
new 18,000 BTU burner! Show how it turns down to 
a low heat that keeps foods like mashed potatoes or 
peas warm for hours—without overcooking or scorch- 
ing. No openings to clog, so cleaning’s easy! 


3. NEW AUTOMATIC ROAST CONTROL! 


No more watching, waiting, guessing. Dial is set to 
control internal temperatures. When meat is cooked 
to taste, oven turns off automatically and a signal 
sounds! Meat’s never been so delicious, so simple to fix! 
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Tell your customers food can’t burn—and they’re 
sold! Everything’s automatic! Nothing to do but dial 
the temperature and Tappan’s top burner ignites, 
gives super-fast heat, reaches cooking temperature, 
then cuts down to the just-right heat needed. 


a oat ae ne Pate oNtine 
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All this plus the famous Tappan chrome-lined 
oven, broiler and oven picture windows, 
elevator broiler, lift-up top, four-in-line 
burners, many more sales-clinching features. 
Your customers will see smart Tappan Range 
ads in leading national magazines at home 
then they'll want to see you for the Tappan 
L-P Range of their choice. Get ready, get set, 
sell Tappan L-P Ranges now. 


For details on Tappan L-P sales 
promotion plans, write to Dept. 96 


THE TAPPAN STOVE COMPANY 


Mansfield, Ohio 








Figure 200 
Truck Mounting Pump A 


VIKING, THE tr-cac TRUCK PUMP 
OF PROVED PERFORMANCE 


For fast, positive delivery, Viking LP-gas truck mounting pumps 
are your answer. Proved in thousands of installations. No lubrication 
required at any time. Easy mounting, with revolvable casing for 
handy port location. O-ring gaskets and mechanical seal for non-leak 
operation. Can be equipped with either conventional safety relief 
valve on head or return-to-tank safety valve on pump head. Rugged 
construction throughout, with integral lubricated-for-life thrust 
bearing. And all Underwriters approved for LP-gas service. Avail- 
able sizes — 28, 38, 70 G.P.M. at 400 R.P.M. 


For complete information, ask for Catalog Section Hb today. 


Cedar Falls, lowa, U.S.A. In Canada, it's "“ROTO-KING” pumps 








PAT. PEND 


It's FOR YOU 


FISK 


TANK TRAILER 
HYDRAULIC 
YES—ONE MAN—CAN FRISK your tanks with a FISK trailer. Simple 


to operate and maintain. The hydraulic system does all the work Save 
muscles—time and money. Fisk will transport tanks up to 1260 weg. 


PRICED WITHIN YOUR REACH—WRITE TODAY 
gE 1 Ss K 7 R A | L E & Ss A L Eb Ss e Western states dis- 


tributor to be ap- 
Mounted route #26, Fond du Lac, Wisc. 


pointed soon. 








eral sales manager for marketing 
at Chicago. Mr. Glazer formerly 
was L. P. gas sales manager in the 
Chicago marketing region. 

V. W. Johnson, of St. Paul, is the 
new manager for the Grand Forks 
marketing division. He formerly 
was special representative in the 
Wisconsin division. 

C. R. Peterson, who had been 
manager in the Great Falls di- 
vision, has been appointed fleet 
sales manager for the St. Paul re- 
gion. Mr. Peterson replaces R. E. 
Fitzsimmons, who has been named 
to fill the new position of regional 
sales training representative in the 
St. Paul region. 


Miller named sales manager 
for Weatherhead Co., Cleveland 


The appointment of Robert A. 
Miller as sales manager, LP-Gas 
Equipment Division of the Weath- 
erhead Co., Cleveland, Ohio, is an- 
nounced by L. J. Henderson, general 
sales manager. 

Mr. Miller joined the Weather- 
head Co. in 1949 and has success- 
fully directed sales of anhydrous 
ammonia equipment since 1954. 


R. A. Miller R. D. Becker 
Weatherhead Algas 


Becker appointed sales manager 
of Algas carburetion division 


The appointment of Robert D. 
Becker Jr. as sales manager of the 
carburetion division of American 
Liquid Gas Corp. has been an- 
nounced by Robert E. Barnes, vice 
president of the division. 

Mr. Becker brought with him to 
American Liquid a degree in me- 
chanical engineering from the Uni- 
versity of California and a back- 
ground in retail merchandising of 
tractor, farm equipment and motor 
trucks, 


Crane Co. announces several 
new appointments 


Major personnel appointments 
affecting Crane Co. branches at 
Chicago, Los Angeles, and Spring- 
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lice This Ford 300 weighs 1,000 Ibs. less than other trucks in its class,” 
says Branch Manager Roland Melanson, “but hauls the same payload.” 


“Ford's saving us 560022 is just 
the beginning!" 


LP-Gas carrier with fleet of over 

60 competitive ‘“heavies”’ finds 

56 Ford F-900 costs less! “‘The Ford 
costs $600 less to buy—gets 11/2 miles 
more to the gallon!” 


Roland Melanson, Branch Manager 
of Ritter Trucking Company’s Fair- 
field, Conn. office, goes on to explain, 
“We have over 60 trucks in the 
13,000-lb. weight class hauling single 
and double barrel tanks. Recently 
we decided to go into lighter trucks. 
We put a ’56 Ford F-900 and a 
10,000-lb. competitive-make truck 
in our fleet. 


the F-900 was $600 less than the competitive make. It 
weighs 1,000 lbs. less, but pulls the same 50,000-lb. gross 
as the 10,000-lb. tractor. And we get 5 14 miles to a gallon 
with the Ford, including power take-off operation, as 
compared to 4 with the other tractor.” 


This tryout of an F-900 gives a good indication of how 
big fleets are taking to Ford for economy with depend- 
ability. Let’s talk turkey, Mr. Truck Owner. Ford has 

all of ‘the “big” truck qualities with- 
out the “big’’ truck headaches. Ford 
Trucks are your best buy—they cost 
less to buy, less to run, and will 
earn more for your business. 


Maybe the F-900 is what you’re 
looking for. Its new maximum GCW 
is up to 60,000 lbs. And you have 
your choice of power—the 200-h.p. 
Torque King or the 212-h.p. Torque 
King Special. You can highball this 


“This is how the Ford tractor “7 call 1 this baby the “hill leveler’,”’ truck anywhere! See your Ford 
stacks up so far—the initial cost of says driver Raymond Williams, Sr. Dealer for the “‘cost less story”’ today. 


BIG FLEET OWNERS BUY MORE FORD TRUCKS THAN ANY OTHER MAKE 


SEPTEMBER, 1956 
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: POWERS 
S. “ mei 


THE ALL-PURPOSE 
SERVICE. BODY 


/ 


BY BOTTLED GAS 
INSTALLATION AND 
SERVICE FIRMS 


Sales records prove that Service-Master 
is used by more service men than any 
other body. Service-Master makes work 
easier . . . saves more time . . . builds 
greater profits! 
Ae A 
~ ‘ 
— EXTRA Fearur 
“Freeze-free" hinges that can't bind + Con- 
cealed fenders to protect compartment 
walls * “Hi-Lo" floor for easier loading + 
“‘"No-Bounce" bins to keep parts in place « 
“Puddle-Proof" cargo area...and many 
other “‘extras". 


OUTLASTS SEVERAL CHASSIS 
Carried in stock in all 48 states 
by LOCAL Distributors! 

, FIND OUT FOR YOURSELF Prove to 

~ yourself that Service-Master gives 
you more for your money. Mail 
this coupon for complete details 
and price information today. 


McCABE-POWERS AUTO BODY CO. 


5900 N. BROADWAY «+ ST. LOUIS 15, MO. 
625 CEDAR ST. + BERKELEY 10, CALIF. 


4 
- 


es* — 


~. 


Please send me complete details on 


SERVICE-MASTER 
Nome 
Company 
Address 
City & Stote 


yrs @ 
Des cb ce Os oe Ok ee es we ee 
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field, Mass., have been announced 
by A. H. Prasse, general manager 
of branches. 

Harold H. Stift has been named 
manager of the Crane branch at 
Chicago, succeeding Thomas D. 
Kelly, who becomes midwest dis- 
trict manager. 

Mr. Stift is succeeded as assis- 
tant manager by Donald R. Mac- 
Crimmon, who joined the company 
in 1940. 

Frank R. Perry has been ap- 
pointed manager of Crane’s Los 
Angeles branch, succeeding Darrell 
R. Nordwall, who has become 
Northeastern district manager. 

Leo F. Regan takes over the new- 
ly created post of assistant branch 
manager at Springfield, Mass. 

New manager of valve and fitting 
sales is Charles H. Lovelace. 

At the same time it was an- 
nounced that Russell G. Creviston, 
Crane Co. executive, retired June 
29 after 27 years at the company’s 
general office in Chicago. 


Fisher appoints Ryan 
New England representative 


Fisher Gover- 
nor Co., Mar- 
shalltown, Iowa, 
has appointed 
Don Ryan fac- 
tory representa- 
tive in the New 
England and 
New York state 
territory. 

Mr. Ryan has 
been with Fisher 
18 months, rep- 
resenting the company in New Jer- 
sey and Pennsylvania, working out 
of the Eastern district office in 
Westport, Conn. He will continue 
to work out of this office. 

Prior to joining Fisher, Mr. Ryan 
had been associated with the Pyro- 
fax Gas Corp., in its research lab- 
oratory, and with Stanolind Oil & 
Gas Co., as a petroleum engineer. 


Don Ryan 
Fisher 


R. K. Eskew promoted to chief 
engineer for Servel Inc. 


Robert K. Eskew, a 23-year vet- 
eran of Servel, Inc., has been named 
chief engineer for “all-year” gas 
air conditioning. 

Mr. Eskew moves up from prod- 
uct director for “all-year” air con- 
ditioning, a position he assumed 
last October. The assignment of 
product director has been taken 
over by G. O. Kuhen, former assis- 
tant product director. 








Made by the pioneer manufac- 
turers... and the largest manu- 
facturers of LP cylinder 
trucks, M/W smooth-rolling hand 
trucks are today helping to 
streamline deliveries for LP gas 
and appliance dealers the coun- 
try over. 


MODEL 7325 (shown) 
Standard Cylinder Truck avail- 
able with 10 x 2:75 tires in two 
types. 

Air Tires 
Semi -pneumatic 


MODEL 7325-G 
Equipped with 10 x 3:50 General 
tires having separate inner tubes. 
A popular model $27.90 


MODEL 900 — Designed for safe, 
smooth, easy handling of gas 
cylinders up to 30” in diameter 
and weighing up to 1000 Ibs. 
Roller bearing wheels; 12” pneu- 
matic tires 


SEND FOR FREE CATALOG 


AMoollenboocke Wilke , Inc. 
204 JEFFERSON STREET © 346 EAST WALNUT LANE 
Washington, Missouri *® Philadelphia 44, Pa. 
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Charlie Wilkerson makes three delivery trucks 
do the work of five... using 2-way radio 


Leading Florida L-P distributor delivers 
more gas, makes more friends, operates more 
profitably with the help of G-E 2-way radio 


The radio-equipped gas delivery trucks 
of the Charlie Wilkerson Gas Com- 
pany cover the Pensacola market, 
and deliver more gas to more cus- 
tomers faster than vehicles without 
radio. Radio saves money, too! Op- 
erating costs are reduced, deadhead- 
ing eliminated, and customer rela- 
tions kept at a high level. 


Three do the work of five 


Charlie Wilkerson reports that now 
three radio-equipped vehicles do the 
job which previously required five 
trucks—radio makes this possible. 
Phone orders from customers are 
relayed to trucks for prompt serv- 
ice. Emergency orders are handled 
in routine fashion, driver overtime 
has been drastically reduced. 


A profitable radio operation 
Profitable operation due to the G-E 
2-way system has made a big dif- 
ference to the Charlie Wilkerson 
Gas Co. It can make a big difference 
to your business operation, too. 


Investigate the new 
G-E Progress Line Radio 


Call your local G-E Communication 
Counselor for the details of the new 
Progress Line of 2-way radio. Or, 
write: General Electric Co., Commu- 
nication Equipment, Section X3156, 
Electronics Park, Syracuse, N. Y. 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 


SEPTEMBER, 1956 


Ore ines Mp LiPETNS 


Dispatcher contacts radio-equipped trucks in- 
stantly, relays phone orders, new instructions. 
Radio reduces deadheading, makes three L-P 
delivery vehicles do the work of five. 


Radio-equipped trucks leave each morning with a 
full load, return with empties later in the day. At 
completion of regular delivery drivers check with 
dispatcher for nearby customers who may be pros- 
pects for full L-P tanks remaining on trucks. 
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GAS 
HEATER 





Vented Space Heaters 
8 mode s—15,000 BTU 
to 85,000 BTU 


Vented Wall Heaters 
x 5 models—25,000 BTU 


to 60,000 BTU 





Vented Floor Furnaces 
3 models—35,000 BTU 
to 70,000 BTU 


Unvented Space Heaters 
23 models—10,000 BTU | 9h 
to 50,000 BTU 














Stock and Sell the Complete Line 


© Wall heaters approved under 
1956 AGA requirements 


© The blower as shown is available 


on all models 


Every Martin Gas Heater is AGA 
approved for natural, liquefied and 


manufactured gases. 
atalog 


Manufactured by 


MARTIN STAMPING & STOVE CO. 


Huntsville, Ala. Over 50 years heater experience GAS HEATERS. 





KRUG PUMPS - 
Often Copied — 
Never Duplicated 





ae 


KRUG B-P PUMPS 
eliminate this loss and 
assure SAFE transfer 
of liquid petroleum fuel! 


Venting tanks while filling not only costs money 
but is also dangerous. A Krug Pump is the 
proven and practicai method of transferring 
B-P Gas for tractor, bottle and tank filling. 
PROFIT TWO WAYS — your customers need 
Krug Pumps for their own protection. You can 
use Krug Pumps in your own operation. Ask 
your supply house about Krug Hand Pumps and 
Krug Vapor Power Pumps, or write for complete 
information to: 


"World's Largest Producers of B-P Hand Pumps'' 


D. H. KRUG COMPANY 


Box BP 96, MADISON, SOUTH DAKOTA | 
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CHEERFULATORS 
Combines the best in radiant 
and warm air heating. Proven 
low operating cost with Cheer- 
fulators. 


Write for Your Catalog 
ADAMS BROS. MFG. CO., INC. 


Established 1898 
1500 NORTH AVE., W. PITTSBURGH 33, PA. 





Anchor Petroleum appoints 
Dean president's assistant 


Donald Dean has been appointed 
as assistant to the president with 
special assignments, including 
financing, economic planning, cor- 
porate development and growth, ac- 
cording to an announcement by W. 
A. Baden, president of Anchor Pe- 
troleum Co. 

Mr. Dean, former treasurer and 
budget director of the city of Tulsa, 
comes to Anchor with a broad back- 
ground in business experience and 
training in financial sales and gen- 
eral management activities. 


D. Dean E. W. Garrison 
Anchor Winkler 


Winkler Training appoints 
Garrison to manager 


Edward W. Garrison has been ap- 
pointed as manager of the Winkler 
Training Institute, it is announced 
by Herman E. Winkler, general 
sales manager of the U. S. Machine 
Division of Stewart-Warner Corp. 

For nearly 10 years Mr. Garri- 
son has handled Winkler heating 
products with the Morganfield 
Plumbing & Heating Co., Morgan- 
field, Ky., and for the past year has 
been district sales manager cover- 
ing western Kentucky for both 
heating and cooling equipment. 


R. L. Kidd is president 
of Cities Service Oil Co. 


The board of directors of Cities 
Service Oil Co. (Del.) with head- 
quarters at Bartlesville, Okla., has 
elected Robert L. Kidd as president, 
according to an announcement by 
W. Alton Jones, chairman of the 
parent Cities Service Co. 

In accepting the new post, Mr. 
Kidd resigned as president of the 
Arkansas Fuel Oil Corp., with head- 
quarters in Shreveport, La. He is 
succeeded in that position by J. E. 
Heston of Bartlesville, by action of 
the Arkansas Fuel Oil Corp.’s 
board of directors at a meeting in 
New York. Mr. Heston resigned as 
vice president of Cities Service Oil 
Co. (Del.) 
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WHAT MAKES 


Fruehaut’s Five* Star LPG Tank-Trailer 


BETTER? 


here are 8 BIG reasons: 


engineered weight control assures 
customers of lowest possible weight. 


1.REDUCED WEIGHT—Fruehauf's \ \ 
4 


2. INCREASED PAYLOAD— New thin 
wall design allows payload increase 
up to 800 gallons. 

3. FLEXIBILITY TO NEEDS AND POCK- 
ETBOOK — Each tank is designed to 
customer's needs. Gallonage from 
3,500 to 10,000... whatever you 
need, Fruehauf gives you the most 
tank for your money. 


4. CHOICE OF UNDERCONSTRUCTIONS — Customers 

may choose any of Fruehauf’s four underconstruc- 

tions: Gravity-Tandem, Air Ride Suspension, Lube- 

Free Tandem or Multi-Rate Single Axle. 

5. SAFETY TESTED— Units are magnafluxed periodi- 

cally during construction, compietely X-rayed and 

stress relieved. Each tank is given static tests to 150% 

of its design load. Each unit is inspected by State of 

California inspectors and bears the approval of the 

National Board of Fire Underwriters. 

6. HIGHEST QUALITY FITTINGS — All fittings—steel for both LPG and anhydrous ammonia models—are designed for 
quality performance and high safety standards. 

7. QUALITY FINISH— All LPG tankers are thoroughly sandblasted and prime painted before receiving finish coat of 
weather-proof enamel. 

8. NATIONWIDE SERVICE AVAILABILITY — Over seventy Fruehauf Branches, strategically located all across the country, 
assure you close-at-hand service wherever you operate. 


FOR. FURTHER LPG DETAILS, 
see your local branch or write F UDEHAUF TRAILERS 


FRUEHAUF TRAILER COMPANY EES A I 
Detroit 32, Mich. 
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GAS HEATERS 


Thermolaire will increase your 
sales volume too, like it has for 


other Dealers. Because, Thermo- 
laire Heaters satisfy your custo- 
mer’s desire for beauty, conveni- 
ence and comfort. Thermolaire is 
a “smooth” line because its style, 
design and high efficiency break 
down customer sales resistance. 

Soft, mellow copper-tone baked 
enamel finish harmonizes with 
other furnishings. Line includes 


ivented or unvented circulators, 


radiant heaters and bathroom 
heaters. Chrome hearths, manual 
or automatic controls. Write for 
literature and prices. 


BIRMINGHAM STOVE & RANGE COMPANY 


Builders of Fine Stoves For Over 50 Years — Birmingham, Alabama, U.S.A. 





ee eeeeeeee?® 

PERMANENT 
LEAK 

PREVENTION 


i" LTO bs . 


WITH 


RECTORSEAL 
No. 2 


@ The secret of this lasting leak prevention 
is in Rectorseal’s plastic elasticity. Although 
thin in the can for fast, easy application, 
Rectorseal forms a protective plastic coating 
in the thread grooves that positively keeps 
leaks out. Because of its elastic nature it is 
always easy to break-out. it is 
insoluble in L-P, natural and manufactured 
gas, all petroleum fractions, and anhydrous 
ammonia ... holds pressures up to 11,350 psi. 


Moreover, 


Why not try it? Order from your favorite 
supplier today. 


RECTORSEAL, DEPT. A 


2215 Commerce St., Houston 2, Texas 


RECTORSEAL # 2 


MAKING THE GAS INDUSTRY SAFER 


_ the Broyhill 


HAND! HEATER 


FITS ANY TANK 
LIGHTS QUICKLY 
AND SIMPLY. 


= 
} 


Sh 
tank heater 


© Fits any tank 
and lights 
quickly and 
simply 





Safe. AGA. 





opera 
ciently in ww: 
artic weather 


A blast furnace of 
heat striking 4 sides 
of the heat chamber 


| Broghifl «an m EQUIPMENT 


. . Trailers and Self Propelled 
Spraying Equipment Hi Clearance Wagon Hoists 





Liquid Fertilizer Injectors Steel Tanks 


b I Broyhill COMPANY °sithsc" 


. 
e 

Liquid Fertilizer Applicators © Aluminum, Rubber lined and 
» 
. 





Sylvester heads Rockwell's 
Research, Development Dept. 


Russell L. Sylvester, formerly 
with New York Air Brake Co., has 
joined Rockwell Manufacturing Co. 
as chief engineer of its Central 
Valve & Development department 
in Pittsburgh. 

A registered professional engi- 
neer, Mr. Sylvester spent a number 
of years as director of project engi- 
neering, Kinney Manufacturing Co. 
He was also manager of engineer- 
ing, National Research Corp. 


P. A. Ryan 


Janitrol 


R. L. Sylvester 
Rockwell 


Ryan becomes advertising sales 
promotion manager, Janitrol 


Appointment of Paul A. Ryan, as 
advertising and sales promotion 
manager, Janitrol Heating & Air 
Conditioning Division, Surface 
Combustion Corp., Columbus, Ohio, 
is announced by H. C. Gurney, sales 
manager. 

Mr. Ryan has been active in the 
merchandising field for 17 years 
and comes to Janitrol from Ft. 
Wayne, Ind., where he was sales 
planning manager for the Capehart 
Division, International Telephone 
& Telegraph Corp. 


Higgins becomes A. O. Smith 
Corp.'s chief engineer 


W. W. Higgins has been ap- 
pointed chief engineer of the A. O. 
Smith Corp. on the staff of Execu- 
tive Vice President F. S. Cornell. 

Until recently Mr. Higgins was 
director of engineering at the cor- 
poration’s Permaglas division in 
Kankakee, Ill., where he was re- 
sponsible for product engineering 
and development of Permaglas 
water heaters and domestic heating 
and air conditioning lines. 


Phillips names McElvain 
manager, Washington office 


Phillips Petroleum Co. has pro- 
moted E. D. McElvain to manager 
of its Washington, D. C., office, re- 


BUTANE-PROPANE News 





Look how fast you solve room and 


wall heater control problems with 


Honeywell 
Adatrol!* 


the gas cock Pilotstat with add-on thermostat 


N°*” YOU can make an on-the-job addition of a thermostat 
any time your Customers want it— without worrying about 
costly adaptations or re-workings. For when you use the 
Honeywell Pilotstat, and the Honeywell Adatrol thermostat— 
you need stock only two control items to fit all your gas room 
heaters and wall furnaces. 

Think of what this compact Pilotstat-thermostat combina- 
tion means in terms of savings! No longer do you need to 
stock complicated adapter kits and parts that get lost, depre- 
ciate, and become broken lots. No longer do your service- 
men need to spend costly hours tinkering with makeshift 


Installation time, based on actual tests, 
can be as short as 5 minutes. 





connections. 

All you stock is the C592 Pilotstat and T5000 Adatrol ther- 
mostat, which you can buy separately and put together in the 
field—or the V5153 Adatrol combination Pilotstat-thermostat, 
which comes already assembled from the factory. 

So, start making your room heater and wall furnace business 
pay bigger profits! To order your Adatrol, or to get further 
information, call your local Honeywell office or write to 


Honeywell, Dept. BN-9-95, Minneapolis 8, Minnesota. 


Honeywell 
wns be oot (Hi) Fiat ee Coutiols 


*Trademark 


Simplifies stocking, cuts down on service, 


saves time, saves effort, saves money. 


The Honeywell Pilotstat Plus this add-on thermostat Equals the Honeywell Adatrol! 


V5153 Adatrol—combination Pilotstat- 
thermostat. A compact, high-precision, 


T5000 Adatrol thermostat. The new 
Honeywell Adatrol thermostat is a high- 


C592 Pilotstat. This new Honeywell Pilot- 
stat fits any gas room heater or wall 


furnace. It features a 100% safety shutoff in 
case of pilot or flame failure. It is available 
with or without pilot gas filter, (no exter- 
nal filters necessary) —and will operate on 
all gases. Specifying it on all your heaters 
insures your customer simple economical 
addition of a thermostat when desired. 
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quality, self-contained, snap-action ther- 
mostat available with or without a high-low 
bypass. You can add it to the Pilotstat in 
less than 5 minutes. Just remove 6 screws 
and a plate from the Pilotstat—then fit the 
Adatrol thermostat in and replace 6 screws. 
It’s as simple as that! 


Pilotstat-thermostat unit that fits all gas 
room heaters and wall furnaces. Can be 
serviced in the field, without removing 
piping. Cut installation, stocking, han- 
dling costs by standardizing of this efficient 
unit. Specify the V5153 for all your thermo- 
Stat-equipped heaters. 
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For L. P. Bulk Storage 
Leading Firms Pick 


There are over 250 SYSTEM 
NELSON bulk plants for the 
storage of LP Gas and Anhy- 
drous Ammonia located in 25 
states. Take advantage of our 


experience and get extra value 


and service on your next stor- EDWARD S. NELSON, Ltd. 
age problem. Contact us for a Clarksdale, Mississippi 
meeting with an experienced 


storage engineer. 


_GULE. TANE LP GA: 


_FOR FARM « HOME ant INDUSTRY 


ogg 


THE LEADING NAME IN THE BULK STORAGE FIELD! 





“We have had 
splendid results 
from this Ad.” 


That’s exactly what the advertiser wrote to us in 
ordering a repeat run of this classified advertisement: 





FOR SALE: 5000 TO 5500 W. G. U69 
Tandem Propane Twin Barrel Trailers. 
Choice of 16 with 50% 10:20 tires, air 
brakes. Now operating. Texas R.R. Commis- 
sion, ICC, ASMF approved. Prices $3,750 to 
$4,500. Delivery will be made to most North- 
ern cities for $200. Write for pictures, de- 
tails. IRVIN F. NELIS ASSOCIATES, 
P. O. Box 14472, Houston 21, Texas 











Good ad? Yes! But good advertising medium, too! 

You can count on “splendid results” . . . whatever 

you want to sell, buy, or find . . . when you use the 
classified columns of B-P News. 


CLASSIFIED A dvertising iP) 


BUTANE: PROPANE News les Aupolee ST, Coll. 
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placing R. C. Jopling, vice presi- 
dent who retired July 1 

C. D. Whitfield, assistant to Mr. 
Jopling in the company’s Washing- 
ton office, is being promoted and 
transferred to the Bartlesville, 
Okla., headquarters to replace Mr. 
McElvain as director of the natural 
gas department’s industrial devel- 
opment division. 


New director of engineering 
at International Harvester Co. 


International Harvester Co. has 
named Howard S. Manwaring, as- 
sistant director of engineering since 
1953, to the position of director of 
engineering. 

In addition to his general ad- 
ministrative duties, Mr. Manwar- 
ing will place special emphasis on 
motor truck and construction equip- 
ment engineering activities under 
the direction of A. E. W. Johnson, 
vice president in charge of engi- 
neering. 


Logelin named director, 
public relations for Crane 


Warren A. Logelin has been 
named director of public relations 
for Crane Co., Frank F. Elliott, 
president, has announced. He suc- 
ceeds Russell G. Creviston, who re- 
tired after 27 years at the com- 
pany’s general office in Chicago. 

Before joining Crane, Logelin 
was director of public relations for 
the Chicago Association of Com- 
merce and Industry, and previously 
had been director of advertising 
for the Chicago Transit Authority. 
He was named Crane’s assistant 
director of public relations in June, 
1955. 


A. L. Mitchell is president 
of White Products Corp. 


Appointment of Arthur L. 
Mitchell as president of White 
Products Corp. is announced by 
Edward O. Lamb, chairman of the 
board of Lamb Industries Inc. 

Mr. Mitchell will succeed R. A. 
Lareau who headed the water 
heater concern for three years. Mr. 
Lareau was recently named presi- 
dent of Air Way industries, Toledo, 
Ohio. 

He was formerly an operating 
executive of Grand Rapids Brass 
Co., Grand Rapids, Mich. 
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FAST, LOW-COST CHANGE IN DIRECTION OF FLOW. Removal of 
the body cap permits reversing the cage assembly to allow 
change in direction of flow. In addition, this feature lets you 
change seat material, and clean the valves thoroughly and 
quickly — without removing the valve from the line! 


INTERCHANGEABILITY of seat material to meet your operating 
requirements is another feature of the Rockwood Top Entry 
Ball Valve. Seat can be furnished in Buna-N, Neoprene, 


Kel-F, Teflon, and Nylon. 


EASY INSTALLATION AND OPERATION is permitted because of 
the new handle design. This new design allows the handle to 
be placed in any of eight positions! 


Now!... New Rockwood Top Entry Ball Valve 


. .. A new concept in valves that 
saves you money and time! 

Made of bronze the new Rockwood 
Top Entry Ball Valve is ideal for han- 
dling oxygen and hazardous liquids as 
well as water, oil and gas. It carries 300 


Ibs. per square inch on water, oil and gas 
and 400 lbs. per square inch on LP gas 
and is available both with sweat ends 
and screw ends, in sizes 4%”, *4” and 1”. 
Write for complete data on this 
unique full round pipe size flow. 


ROCKWOOD BALL VALVES 


Distributors in all Principal Industrial Areas 
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ROCKWOOD SPRINKLER COMPANY 

1204 Harlow Street 

Worcester 5, Mass. 

_ Please send me complete informa- 
tion on Rockwood Top Entry Ball 
Valves. 





NEW rrencuer DIGS PERFECT LPG LINES... 


NEW Model B “Baby” DITCH WITCH 
digs perfect 2-in. trenches at any 2-in. vari- 
able to 18-in. depth. Ruggedly built, it digs 
in any soil, even rocky and frozen. Low 
initial cost, low maintenance — one man 
operation. Digs straight, clean spoils-free 
trenches with “no-ramp” ends which ac- 
commodate any pipe (no longer necessary 


to use copper tubing.) 


*% Powered by a 2.5 HP 
engine, forward moving. 

% Handle-bar winch makes 
hard soil digging easy. 

*% Compact, light weight, it 
fits in a pick-up. 

% Digs straight, curved and 

cornered trenches faster 
than 10 men. 
Digs a 2-in. trench im- 
possible by hand — at 
approx. 8 ft. per minute. 
Quickly pays for itself. 


2 x 10” semi-pneumatic tires protect finest lawns. 
See your equipment dealer — try it on your next job. 


Sold by dealers throughout the U. S. 


THE CHARLES MACHINE WORKS 


616 B St. 





NOW. . . an economical, 
safe way to lock 

your LP-Gas systems 
on loan or lease. . . 








Enables the LPG 
dealer to make a 
workable “Service 
Contract” on sys- 
tems owned by 
the consumer. 
Decorative, dupli- 
cate contract 
forms furnished 
on request with 
each lock cap. 


Hinged lock cap cover is made 
of die cast aluminum. Cover 
encloses Acme thread and cap 
on filler valve. It is designed for 
use with a padlock. Permits 
filler valve to be locked without 
interfering with operation of 
other valves. 


ANCHOR MANUFACTURING CO. 


P.O. BOX 1001, CORSICANA, TEXAS 
U. C. RONEY 





PERRY, OKLAHOMA @ 


PHONE 404 








Safety Roundup 





Wrong way-valve 


A machinist, while repairing a 
compressor, installed a suction valve 
in the discharge side of the com- 
pressor. The compressor then had 
two suction valves on the same 
side. 

The operator started the com- 
pressor and after a few minutes 
running time he introduced gas in- 
to it. In doing so, both valves 
opened on the suction stroke and 
took in gas. On the compression 
stroke both valves closed. The com- 
pressed gas ruptured one of the 
valves. Propane gas_ escaping 
through the valve flooded the house 
and area surrounding the plant. 

Fortunately, no one was injured 
in the accident. Operations men 
are to be commended for their 
quick action in shutting off the sup- 
ply of gas under a most hazardous 
condition. 

We would again stress the im- 
portance of thorough knowledge of 
any job before attempting to per- 
form it. If there are any doubts, 
do not hesitate to ask someone. 

Reprinted courtesy 
National Safety Council 


New book of safety talks 


The newest in the series of books 
of “Five-Minute Safety Talks for 
Foremen” has been completed by 
the National Safety Council. Book 
6, like its predecessors, contains 52 
talks designed to build sound atti- 
tudes on accident prevention. The 
catalog number is 152.07. 

Author Roland Blake, who co- 
authored “Industrial Safety,” is a 
well-known and highly - regarded 
authority on industrial accident 
prevention. He has packed these 
talks with interest and safety 
sense. 

General subjects cover attitudes, 
lifting, first aid, and good house- 
keeping while specific problems in- 
clude the use of power actuated 
hand tools, masonry chipping, caus- 
tic chemicals, explosive dusts, flam- 
mable liquids, drills, saws, and elec- 
tricity. Two talks on off-the-job 
safety are listed also. 

Reprinted courtesy 
National Safety Council 


10 points for traffic safety 


If you find traffic conditions a 
headache, don’t be too optimistic 
about things looking up. After a 
look into the future, the National 
Safety Council has come up with 
these disconcerting figures for 
1966: 

1. 82 million vehicles will jam 
roads, 20 million more than 
now. 

. 90 million drivers will pilot 
them. 

3. They will travel approxi- 
mately 825 billion miles a 
year. 

. The traffic toll will be about 
53,000 unless some genius 
sells safety to those drivers. 

Since the traffic toll is interwoven 
inseparably with the flow of traffic, 
the Council has announced a safety 
program based on engineering, edu- 
cation, and enforcement. 

1. Convince every individual to 
drive and walk safely and 
encourage others, through 
organized efforts. 

. Give communities facts on 
how its traffic program com- 
pares with recognized stand- 
ards. 

. Quickly, build many miles 
of safe, modern, accident- 
resistant roads. 

. By using traffic engineering 
and law enforcement, make 
existing highways more 
foolproof and safe. 

. Obtain uniform vehicle laws 
so one set of traffic rules 
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Seeeetiode. NOW st New 


FOR THE % * A few years ago we introduced this 


vax SPECIAL FORMULATION of aluminum paint 
a Waal GAS N ) l) ST RY EA especially for the gas cylinder industry and 
= the response was overwhelming. TODAY... 


leaders in the industry recognize SHEFFIELD 

Ee GAS CYLINDER ALUMINUM PAINT as the 

- one paint that takes plenty of abuse .. . and 

F comes up bright and smiling! If you haven't 

tried it yet . . . send for additional informa- 
tion—and see for yourself! 


AVAILABLE IN GALLON, 5 GALLON and 55 GAL- 
LON CONTAINERS. Remember... SHEFFIELD 
ALUMINUM GAS CYLINDER PAINT is better Ail- 
WAYS... MORE ECONOMICAL .. . a little goes a 


long way! 





Fast Drying 

May Be Stencilled Within 15 Minutes 
Hard Surface 

Won't Rub Off 

Smooth Finish 

Semi-Lustre 

Long Wearing 

May Be Brushed or Sprayed 

No Unpleasant Odor 


* 
* 
* 
* 
* 
* 
* 
* 
* 
* 


Made With A Special Synthetic Vehicle In- 
soluble in Turpentine or Ordinary Petroleum 
| Thinners 








LUMINUM TANK PAINT 


Lalotidiry Tetled 


Extensive weather-o-meter tests prove this NEW aluminum 
paint will resist more than one and one-half years EXPO- 
SURE TO WEATHER EXTREMES! Formulated to do TWO 


specific jobs... to PROTECT surfaces against rust, wear and 


ae 


‘corrosion and to add a long-lasting attractive finish. Covers 
all primed surfaces in ONE COAT... economical in appli- 


cation... economical because it is long lasting! 


[eastern 


Ideal For Bulk Gas Storage Tanks 


Sheftiell Srmege PRINT CORPORATION, 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, OHIO 
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The Council 


can be followed and en- 
forced, coast to coast. 


). Require driver education in 


schools. 
. Tighten regulations so only 
completely qualified persons 
can obtain drivers’ licenses. 
. Revoke the license of any- 
one not driving decently and 
sensibly. 

3ack traffic courts to the 
limit. 

. Encourage auto design im- 
provements for easier safe 
driving. 

states the 


traffic 


situation can improve only as the 

public accepts these ten objectives. 

However, safety, like everything 

worthwhile—costs time, money and 
effort. 

Reprinted courtesy 

National Safety Council 


The safe way is still the best 
We have a report of a fire origi- 
nating from an unset propane cylin- 
der that caused extensive damage 
in new construction. Salamanders 
were in use to provide heat for 
proper curing of concrete during 


“If it con't be installed legally, be sure that 
first aid is close by.’ Contributed by Bill 
Hulse, Pacific Delta Distributors Inc. 





cold weather. When the cylinder 
was accidentally upset the connect- 
ing hose ruptured and the escaping 
gas reached a point of ignition. Tar 
paper ignited, setting fire to the 
wooden forms around the concrete 
construction. 

This accident could have been 
prevented by following the approved 
practices governing the installation 
of cylinders for domestic use—se- 
curing the cylinder firmly in an 
upright position. The operations 
of some builders are informal, to 
say the least, and the use of pro- 
pane cylinders in connection with 
temporary and portable equipment 
does offer the temptation to short- 
cut on safety precautions. Never- 
theless, every such user of L. P. gas 
should be reminded that the safe 
way is the best way. No builder 
ever benefitted from the newspaper 
publicity that inevitably results 
from such avoidable accidents. And 
our industry suffers as well. 


Public relations is the art of not 
treating the public like relations. 





MUTUAL B-9! and SCOOTER OPEN 
NEW MARKET for LP-GA& SALES! 


Flooring Mechanics Choose Propane 
When They See Mutual Torches in Action! 


The Mutual Line of LP-Gas Torches brings to the Flooring Trade an improved 
method of making ‘‘Hot-Cuts.” Wherever Mutual Torches have been intro- 
duced, flooring mechanics are changing to LP-Gas for the heating of asphalt 
tile and linoleum. They find their jobs are made easier, faster, cleaner and 
less hazardous with this modern equipment. Profit now by presenting 
Mutual LP-Gas Torches to the flooring mechanics in your sales area. 


COMPLETE INFORMATION is now available 
in new brochures. Write for your copies. 


New mobile Scooter is 
perfect for the big 
jobs. Cap. — 5 Ibs. Add 
hose and torch for 
linoleum. 


Mutual B-91 Hand 
Torch. Handy for both 
tile and linoleum. 
Holds .91 ibs. 


LIQUID GAS EQUIPMENT CO., Inc. 


17129 SOUTH BROADWAY, GARDENA, CALIF. 
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everywhere from 


coast to coast rugged, 
dependable Hannay 
LP-Gas Hose Reels 


pay for themselves 














Distributors of LP-Gas all over the 
country rely on the quality 
and dependability of Hannay Hose 
Reels to help them make more 
profitable deliveries every day. 
When you order your next 
truck, or modernize your present 
one, be sure you specify and 
get Hannay. You’ll find it profit- 
able. 


CLIFFORD B. HANNAY & SON, INC., 


SEPTEMBER, 1956 


Send for free catalog 
with complete speci- 


fications. 


... Greatest Name in Hose Reels 


R) 


© 1956 C B.H.4S.., Ine 


366 WEST ST., WESTERLO, N.Y. 
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The Council 


can be followed and en- 
forced, coast to coast. 


». Require driver education in 


schools. 
. Tighten regulations so only 
completely qualified persons 
can obtain drivers’ licenses. 
. Revoke the license of any- 
one not driving decently and 
sensibly. 

. Back traffic courts to the 
limit. 

. Encourage auto design im- 
provements for easier safe 
driving. 

states the 


traffic 


situation can improve only as the 
public accepts these ten objectives. 
However, safety, like everything 
worthwhile—costs time, money and 
effort. 


Reprinted courtesy 
National Safety Council 


The safe way is still the best 
We have a report of a fire origi- 
nating from an unset propane cylin- 
der that caused extensive damage 
in new construction. Salamanders 
were in use to provide heat for 
proper curing of concrete during 


"If it can't be installed legally, be sure that 
first aid is close by." Contributed by Bill 
Hulse, Pacific Delta Distributors Inc. 





cold weather. When the cylinder 
was accidentally upset the connect- 
ing hose ruptured and the escaping 
gas reached a point of ignition. Tar 
paper ignited, setting fire to the 
wooden forms around the concrete 
construction. 

This accident could have been 
prevented by following the approved 
practices governing the installation 
of cylinders for domestic use—se- 
curing the cylinder firmly in an 
upright position. The operations 
of some builders are informal, to 
say the least, and the use of pro- 
pane cylinders in connection with 
temporary and portable equipment 
does offer the temptation to short- 
cut on safety precautions. Never- 
theless, every such user of L. P. gas 
should be reminded that the safe 
way is the best way. No builder 
ever benefitted from the newspaper 
publicity that inevitably results 
from such avoidable accidents. And 
our industry suffers as well. 

Public relations is the art of not 
treating the public like relations. 








LTA | a ee LL SALI 1 Mag Uf 
NEW MARKET for LP-GAS SALES! 


Flooring Mechanics Choose Propane 
When They See Mutual Torches in Action! 


The Mutual Line of LP-Gas Torches brings to the Flooring Trade an improved 
method of making “‘Hot-Cuts.” Wherever Mutual Torches have been intro- 
duced, flooring mechanics are changing to LP-Gas for the heating of asphalt 
tile and linoleum. They find their jobs are made easier, faster, cleaner and 
less hazardous with this modern equipment. Profit now by presenting 
Mutual LP-Gas Torches to the flooring mechanics in your sales area. 


COMPLETE INFORMATION is now available 
in new brochures. Write for your copies. 


New mobile Scooter is 
perfect for the big 
jobs. Cap. — 5 Ibs. Add 
hose and torch for 
linoleum. 


Mutual B-91 Hand 
Torch. Handy for both 
tile and linoleum. 
Holds .91 Ibs. 


LIQUID GAS EQUIPMENT CO., Inc. 


17129 SOUTH BROADWAY, GARDENA, CALIF, 
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everywhere from 
coast to coast rugged, 
dependable Hannay 


LP-Gas Hose Reels 


pay for themselves 














Distributors of LP-Gas all over the 
country rely on the quality 
and dependability of Hannay Hose 
Reels to help them make more 
profitable deliveries every day. 
When you order your next 
truck, or modernize your present 
one, be sure you specify and 
get Hannay. You’ll find it profit- 
able. 


CLIFFORD B. HANNAY & SON, INC.., 


SEPTEMBER, 1956 


Send for free catalog 
with complete speci- 


fications. 


... Greatest Name in Hose Reels 
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OS oO nema cme = a — 


OUR NEW MI AS TER PLANT AT QUINCY, ILLINOIS es 
i ie a a - 


: ae oS .. - eat, 
ern LPG Tank Manufacturing Plant in the World 


: For better, faster service, Master Tank and Welding has 
A F R 7 completed the most modern LPG tank manufacturing plant 
in the world at Quincy, Illinois, capable of producing 500 


0 F gallon tanks at the rate of 5,040 per month. Within a year, 


according to plans, facilities will be expanded for the manu- 
SERVED BY RAIL, BARGE AND TRUCK facture of large storage tanks in capacities up to 30,000 


Sinitn thd eas hemi galions. Master will also stock truck 
p | | from Master's Mississippi River dock, tanks, air receivers, and other items 
private rail siding, and truck yard. now being fabricated in Dallas. 
-?. 
WELDING ee 
P. O. Box 5146 + Dallas, Texas, * PR-2441 








NEW, PATENTED 
VALVE ASSEMBLY TRIGGER VALVE 


Exclusive valve design 
contro! of 


with a minimum of parts 
for trouble-free service. 
FIRE NOZZLE 


PILOT ADJUSTMENT 

Simple thumbscrew per- 
mits adjustment of fuel 
supply to pilot light 





WINDPROOF 
PILOT LIGHT 


NEW, LIGHTWEIGHT 
Asscres maximum pilot BURNER 


efficiency regardless of 
snd 


World's most versatile hand-type flamer! Capacity 


Fire nozzle 8-20 gph 
« Two interchangeable burner heads. _—~- Two lengths Cylindantilemes 


-12 gph 
The V-2 is the result of constant research by Agri-Quip engineers to 4 $P 
develop a lighter, more efficient, more economical and more versatile 
hand-type flame thrower. Many new ideas are incorporated in the Applications 
V-2 . . . interchangeable burner heads . . . newly developed fire 
nozzle. The V-2 has a larger capacity than any other similar type  Disinfecting poultry ean ig sag 
burner . . . employs LP Gas vapor as fuel. Fire nozzle delivers a = ee an ai 
wide, flat flame. The cylindrical burner delivers a high-velocity, Con- icing, thawing sand and other mate- 


centrated conical flame. rials, torch jobs, frying cement, heat- 

. . ae ing metals, paint removal, despining 

For complete imformation, write cactus, stump burning, highway main- 
tenance, land clearing and many other 


Agricultural Equipment Corp. La Junta, Colorado _ applications. 
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and Industry 





CARBURETION - INSTALLATION - SERVICING 
new low cost conversion 


Ah iammaal-3i-Jalal> me s-Ih'd-) 


METERING VALVE on Century Carburetors provide 
positive control of the gas at any throttle position and 
thus provide a perfect fuel-air mixture for starting, idling, 
power and economy. 


NOW YOU CAN CONVERT farm tractors, industrial trucks, and 
stationary engines at a new low cost and still provide the high 
efficiency and performance of Century Carburetion. Why? Because 
Century’s new Model H Converter is made specially for engines of 
100 hp. or less. Its new compact design and matched capacity is 
lower priced. Easy to install, it has all the features of larger 
Century Converters. 


What a combination! A Century 3c Carburetor with metering 
valve, a power matched Century (Model H) Converter and a Cen- 
tury (strainer) Fuelock—here’s your 3-way guarantee of customer 
satisfaction. Get the facts today; write for literature. 


CENTURY GAS EQUIPMENT CO., 6855 E. Rosecrans Ave., Paramount, California 


Ser it! Seat it! Forget it! 


Told Met indte) 





G YEARS OF 
TIME-TESTING 7 Z 72/7 
IN THE 

FIELD... 


NOW. . TEXOIL LPG DISPENSER 
HAS THE COVETED 


Models available which meet all 
existing and proposed WEIGHTS and 
MEASURES regulations. Don’t take a 
chance of having your future equip- 
ment condemned! Be sure with 
TEXOIL! 


Be Safe... Be Sure 


Keep Down Your Insurance Rates 


TEXOIL LPG dispensing equipment is 
now in use by the largest and most 
prominent producers and distributors of 
LP Gas for motor fuel. Field-tested for 
more than 6 years, TEXOIL is a pioneer 
and the country's leader in this new, 
progressive method of motor fueling. 
NOW — with the Underwriters Labora- 
tories, Inc. Label and conforming to 
exacting Weights and Measures regu- 
lations, you are assured of the safest 
and best service from TEXOIL. 


TEXOIL Dispensers are available from 


Pioneers in LP Gas for Motor Fuel tank manufacturers as part 


of complete ‘‘packaged”’ fill- 


ing stations, or from TEXOIL’s 
thoroughly trained, experi- 
enced factory representatives. 
Write TEXOIL for the name of 
the tank manufacturer or the 
TEXOIL representative in your 


area. 
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E. J. Doss, manager of the trans- 
portation department of the Spring- 
field (Mo.) Municipal Bus System, 
stands in front of the new City 
Utilities Building. 


Small bus fleet 


gets big results 


In our July issue, we presented the success story 
of Chicago Transit Authority's 1050 propane 
buses. This is a big fleet. Last month we carried 
official reports praising the propane operation of 
San Antonio's 222 and Wichita's 106 buses. These 
are medium-size fleets. But can the small fleet 
justify conversion to propane? Springfield, Mo., 
operates 21 buses, all on propane. Here is its 
story. 


By SELMA FINNEY 


IX years ago, the Springfield (Mo.) Municipal 

Bus System converted one of its 16 gasoline- 
powered buses to propane. Today, the utility oper- 
ates an all-propane-powered bus fleet. 

To get the full story on the switch to propane- 
powered buses in the city of Springfield, Mr. E. J. 
Doss, manager of the municipal bus system’s trans- 
portation department, was interviewed for BUTANE- 
PROPANE News. Mr. Doss, who has been with his 
department for 30 years, supervised the initial study 
and the conversion of the bus fleet from gasoline to 
propane. 

Here are the results of that interview. 


Q: How did Springfield become interested in the 
use of propane for motor buses? 

A: In 1950 I attended a regional meeting of the 
American Transit Association in Omaha. This meet- 
ing was devoted almost entirely to the use of pro- 
pane as a motor fuel. The information received at 6, B. Hamilton (left), bus shop foreman, supervises filling of one 
this convention was such that in August, 1950, we of Springfield's propane-powered buses. The company anticipates 
converted an experimental bus to propane. savings of $31,000 annually. 
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GLENSTONE 


Although the Springfield Municipal Bus System is not large, as this 
map of its routes shows, it has benefited financially from its con- 
version to propane. 


¥ 


Shop foreman Hamilton holds door open to show 180 hp Fageol 
propane engine in one of Springfield's factory-equipped buses and 
points to the pressure regulator. 





Q: Were the results favorable? 

A: Definitely. The favorable results obtained in 
operating the one bus, which we converted with a 
conversion kit, convinced us to make additional tests 
with a greater number of vehicles. 

Q: Were these also conversions? 

A: No. We purchased five buses which were 
factorv-equipped to use propane. At the same time, 
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we purchased a 931 gal. tank truck for filling our 
propane bus tanks. That was in 1951. 


Q: What was result of this larger test? 

A: We found that we could operate these six buses 
—the one conversion and five factory-equipped—on 
propane for approximately three cents per mile less 
than similar equipment run on gasoline. At that 
time, our propane was being purchased in small 
quantities, which accounted for a _ considerably 
higher cost than we were able to accomplish later 
when we put in our storage and dispensing facilities 
beside the railroad tracks. 


Q: When and what steps were taken to convert 
the balance of the fleet to propane? 

A: In 1953, because of the fine record of the six 
buses, we decided to convert the 15 remaining buses 
to propane. We use Twin Coach buses and these are 
particularly adaptable to conversion. We purchased 
conversion kits consisting of tanks, regulators, car- 
buretors and high-compression pistons. 


Q: What was the cost of the final conversion? 
A: Our total cost of converting these 15 Twin 
Coach buses to propane ran about $10,000. 


Q: Do these 21 buses complete your fleet? 
A: Our present program calls for a total of 36 
buses, all operating on propane. 


Q: What arrangements were made to furnish pro- 
pane for the fleet? 

A: At the same time we purchased the 15 conver- 
sion kits and changed the remaining 15 buses to 
propane, we let a contract to the Skelly Oil Co. to 
install storage and dispensing facilities so we might 
buy our propane in tank car lots. The installation 
was completed early last spring at a total cost of 
$23,500. 


Q: What type of propane storage facilities do you 
now have? 


A: We have a 30,000 gal. storage tank at a railroad 
siding. Our 931 gal. tank truck transports gas from 
that to our 499 gal. tank located at the bus terminal. 
Buses are filled with an electric dispensing system. 


Q: What has been the public’s reaction to your 
conversion to propane? 

A: The public is strong for the conversion. The 
lack of odor in the buses and at bus stops has com- 
pletely sold our riders. 


Q: What is the attitude of the bus drivers? 

A: Their reaction has been just as favorable as 
the public’s. The drivers like the absence of odor 
and the additional power. 


Q: What have your fuel savings been so far? 

A: We have saved $2400 per month, or approxi- 
mately $29,000 during the year, since the comple- 
tion of the storage and dispensing systems. These 
savings result from the lower cost of propane. The 
large part of the savings, of course, is due to the 
conversion of the 15 buses. 
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Q: How long did it take the savings in fuel to pay 
for the conversion? 

A: Both the conversion of the buses and the in- 
stallation of the propane storage and dispensing 
facilities were paid for in 15 months. With this 
expense paid, we are able to make a saving of ap- 
proximately $31,000 annually on motor fuel. 


Q: How much does this fuel saving come to on a 
per mile basis? 

A: At the present time we are operating our pro- 
pane equipment at a fuel cost of 1.15 cents per mile. 
This same bus, if operated on gasoline, would cost 
us 3.8 cents per mile. The saving comes to 2.65 
cents per mile or about 2/3 of the gasoline cost. 


Q: What about maintenance of the propane buses 
as compared to gasoline? 

A: Overhaul mileage has been materially increased. 
The Twin Coaches converted from gasoline to pro- 
pane reached the third of a million mile mark in 
January, 1955. Our previous experience with gaso- 
line coaches indicated that 175,000 miles was the 
average mileage we could expect before major over- 
haul became necessary. Even at the quarter million 
mile mark it was evident that these motors are go- 
ing to give us considerable additional mileage before 
overhaul. 


Q: How about oil changes? 

A: The dryness and cleanness of propane has re- 
sulted in a much cleaner crankcase. Oil drain mile- 
age has been increased from 6000 to 16,000 miles. 
We believe this might even be set at a higher figure. 
Makeup oil, however, is used in about the same quan- 
tities as before. 


Q: Then you consider that the change to propane 
in your bus fleet has been successful? 


A: Yes. It has proved beneficial and profitable 
from the standpoints of lowered fuel costs, reduced 
mechanical maintenance, lower oil costs, and im- 
proved public acceptance. The importance of the 
public reaction can not be overestimated. Offensive 
exhaust odors on the street and inside the bus bodies 
are a thing of the past. # 





The compressor is used to pump off tank car vapors. This saves 
300 gal. of propane on each 10,000 gal. tank car delivered. 
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Major storage is in this 30,000 gal. tank near the railroad right- 
of-way on a city lot. The tank is 69 ft long, weighs 70,000 Ib 


Propane is unloaded 
from tank cars 
through this tilting 
tank car unloader 


(left). 


Manager Doss 
points to storage 
tank pressure gauge 
located near the 
pump which unloads 
tank cars (right). 


A 931 gal. tunk truck transports propane from the large tanks at 
the railroad siding to this 499 gal. tank at the terminal. 
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Watch that cooling system 


By JIM KENNEDY 


Neglect of its cooling system 
will reduce the efficiency of an 
engine and may cause its de- 
struction. Here are some im- 
portant tips on caring for that 
vital system, which all too often 
is neglected. 


300 hp internal combustion 
A engine operating at 70 per 
cent load, burns enough fuel to 
keep 24 five-room houses comfort- 
ably warm in 5° below zero 
weather. 

Approximately one third of this 
heat is converted into useful 
horsepower, another third is 





The cooling system is so 
important that it should be 
given regular maintenance 
every spring and fall, or every 
six months in mild climates. 
At these periods, perform the 
following ten operations, and 
then make a final check for 
leaks. 

1. Drain the radiator, block, 
heaters and vaporizer. Open 
all drain cocks and remove all 
drain plugs. If necessary for 
draining remove all radiator 
and heater hose. 

2. Flush with water. If cir- 
culation is impaired, reverse 
flush with water and air 
pressure. 

3. Test thermostats for 
opening and closing tempera- 
tures. Discard all defective 
units. Do not operate sum- 
mer or winter without ther- 
mostats. 

4. Examine all hose and 
clamps. Replace where faulty. 
Do not use hose that is so 
long it buckles or wrinkles, 
or hose that has become rot- 
ted or swelled. 


5. Check cylinder head nut 
tension with torque wrench. 
Follow procedure given in in- 
struction manual. 

6. Clean radiator and heat 
exchanger openings. Use an 





Ten tips to insure 
top cooling systems 


air line to reverse blow the 
bugs and dirt from all open- 
ings in the cores. For the en- 
gine radiator, blow from the 
engine side of the radiator. 

7. Examine all drain cocks, 
plugs, and frost or Welsh 
plugs. Replace any that are 
leaking or defective. 

8. Fill system with fresh 
water and rust inhibitor for 
mild weather operation. For 
winter operation, fill with 
fresh water and anti-freeze 
containing compatible rust in- 
hibitor. Do not use soluble oil 
or any other rust inhibitor 
with anti-freeze. 

9. Lubricate water pump 
and fan hub bearings. Use 
sodium soap-base ball bear- 
ing grease. Make sure grease 
fittings have pressure relief 
to avoid damage from too 
high a pressure. Water pump 
should be greased every 1000 
miles of operation. 

10. Check water pump and 
fan hub drive belts. Replace 
worn belts and adjust belt 
tension. Belts are properly 
adjusted on a large engine 
when they can be deflected 
the width of the belt with a 
25 lb pull. 

Check entire system for 
leaks after engine is running 
and hot. 








blown out the exhaust pipe, and 
the balance is dissipated through 
the air stream, lubricating oil 
cooler, and water cooling system. 

Many engines are being slowly 
damaged by cooling systems which 
are operating at from 50 to 70 
per cent of the efficiency origi- 
nally engineered into them. This 
efficiency loss is insidious and 
gradual. It is generally well along 
before it is noticed. Complete fail- 


Corrosion such as this, if not arrested in 
time, produces overheating of the engine 
and may result in pin holes extending 
through the casting. 





ure of the cooling system can ruin 
an engine in minutes. 

In an L. P. gas operated engine, 
the water cooling system serves a 
dual purpose. It not only disposes 
of tremendous quantities of heat 
resulting from combustion losses 
and internal engine friction, but 
also makes available a source of 
heat which can be used to control 
vaporization of liquid petroleum 
fuel. 

Any condition which substan- 
tially reduces the flow of water in 
the cooling system will have far- 
reaching effects on the engine as 
well as the L. P. gas system. Re- 
duced flow of water can result in 
reduced capacity of the vaporizer, 
icing of the regulator, and a whole 
string of complications. 

Heat must be supplied to the 
regulator unit in sufficient quan- 
tity to offset the refrigerating ef- 
fect of vaporization and to regu- 
late the temperature of the vapor- 
ized fuel within fairly close lim- 
its in relation to the temperature 
of the air entering the carburetor. 
Unless this is provided, we can 
expect operating troubles from at 
least three directions: carburetors 
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You never doubt for a moment that 

the new light bulb will fit the socket 

. . and LPG dealers have learned to 

expect the same perfect fit with 

Western Tanks. Because Western 

is the nation’s leading supplier of 

LP-Gas tanks to tractor manu- 

facturers, extremely close toler- 

ances are always demanded of 

a Western tank. Engineered jigs 

assure these close tolerances 

everytime. For your protection 

and your customer’s satisfaction, 

always be sure of superior qual- 

ity by specifying a Western 
motor fuel or tractor tank. 


You’re no more than a few days 


away... Anywhere in the USA.. 
when you order a WESTERN 


A Complete line of PERFECT FIT Tanks is 
IN STOCK at a Western Distributor near you... 


as 7 


Arkansas Foundry Co. Illinois Auto Electric Co. 
Little Rock, Ark. Chicago, Ill. 
The Binkley Company Nebraska Propane Gas, 
Oklahoma City, Okla. Kearney, Nebraska 
itey ce) FUEL & ye ie): TANKS ; Brungort & Jennings Sleeper Equip. Co. 
Birmingham, Ala. St. Lovis, Mo. 
WESTERN TANK AND STEEL CORP. Gene Bumpus, Inc. The Moore Company 
LUBBOCK DALLAS ‘ Plainview, Texas Sikeston, Mo. 
Chickasha Gin & Southwest Gas Equip. 
Mill Supply Liberal, Kansas 
Chickasha, Okla. Superior Supply Co. 
Box 1338 Lubbock, Texas Phone PO 5-9474 General Tank & Kansas City, Mo. 
Dallas Transfer & Terminal Warehouse Equipment Co. Tide LPG, Inc. 


Santa Fe Bldg. Unit No. 2, Ph. RA-7111, Dallas, Texas San Antonio, Texas Edinburg, Texas 
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choking with ice, out of balance 
carburetor mixtures, and_ stuck 
regulator valves. 

Sub-zero fuel vapor entering the 
carburetor during cold weather 
operation can cause atmospheric 
moisture to condense and freeze 
in the carburetor, choking it with 
ice. 
If the temperature, where the 
fuel vaporizes, drops too low, the 
butane in the usual commercial 
fuel mixture may remain liquid, 
throwing the carburetor mixture 


badly off balance as slugs of the 
—— - Note the water pump grease, sludge and 





MANCHESTER 
LPG TANKS 


FORK LIFTS 


Inquire about 
quick-change 
brackets available 
for vertical 

and horizontal 
fork lift tanks. 


NCHESTER 


corrosion in this lower radiator tank taken 
from a truck. Such goo brings engine effi- 
ciency way down. 











are built to industrial standards and conform fully 
to the most stringent safety codes of Insurance 
Underwriters. All Manchester tanks have as stand- 
ard fittings a POL, NPT or SAE service valve, a 
4," relief valve, a liquid level outage gauge, a 
removable valve guard, two carrying handles and 
two angle iron brackets. The service valve is 
equipped with an excess flow check which auto- 
matically stops the flow of gas if the fuel line 
breaks or if the valve breaks off. As optional 
equipment, 114” Acme fill valve with double 
back pressure checks, and visible float gauge may 
be installed. The tanks are built to ASME-U-69 
for 250 Ibs. working pressure, ASME 1952 for 312, 
or ICC for 375 Ibs. working pressure. They are 
available for either liquid or vapor withdrawal. 


Because Manchester specializes in LPG motor 
fuel tanks, it can give you a greater variety of 
standard tanks, tanks which are better engineered 
for special types of lift trucks. It is not confined 
by its production line to 3 or 4 types of tanks. 
There is no need to compromise on the lengths, 
widths or capacities you may want. 


Manchester tanks are available for vertical or 
horizontal use with length, diameter and location 
of fittings optional in sizes from 8”, 10” and 12”. 
Stock sizes include 1214 x 15 top and end fitted, 
1214 x 17 top and end fitted, and 12% x 24 top 
and end fitted. Or they can be manufactured to 
meet your specific requirements. 


NEwmork 1-9357 or NEvada 6-2839 


Welding & Yabricating Ca, 


2880 NORTON AVENUE, LYNWOOD, CALIFORNIA 


liquid butane are carried through 
with the propane vapor. 

The slight amount of moisture 
contained in L. P. gas could freeze 
on a regulator valve causing it to 
stick to its seat, or even clog the 
inlet orifice. 

Vaporizers freeze up from one 
cause only: lack of heat. Par- 
tially clogged water jacket or 
tubes of a vaporizer can reduce 
the flow of hot water to such an 
extent that insufficient heat will 
be transferred for vaporization. 
Freeze-up during normal opera- 
tion can result from this condi- 
tion. Practically all service trou- 
ble with vaporizers is traceable to 
insufficient flow of water. 


Keep cooling system clean 


Water is the best coolant, but 
good circulation throughout the 
whole cooling system is necessary 
to efficient operation. 

The internal wall surfaces, en- 
closing coolant, must be good con- 
ductors of heat, whether in the 
block, heat exchangers, vaporiz- 
ers, or other units. Lavers of 
scale and other insulators must 
be removed if present, since this 
slows down heat transfer. 

If conditions have not become 
too bad, reverse flushing with 
water and air pressure will usu- 
ally clean up most radiator and 
heater cores, and passages in the 
block. 

Small or large leaks in the radi- 
ator should be fixed immediately 
by a radiator repair shop. Do not 
restrict coolant flow by filling ra- 
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ENIT 


LP-Gas systems 


CARBURETORS © REGULATORS © VAPORIZERS © FILTERS 


GIANT MARKETS 
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FARM TRACTORS WIDESPREAD 
& EQUIPMENT INDUSTRIAL USE 


GROWING LARGER 
EVERY DAY 


TRUCKS, TAXIS, 
BUSES & CARS 


The Key to the Biggest Potential 
in the ever expanding LP Gas Market 


The market for Zenith* LP Carburetion is one that runs 
into the millions of units. With the ever expanding use 
of LP Gas on farms, in industry and on the highways, 
today’s sales are but an indication of the volume sales 


that lie ahead. 


Zenith LP Gas Systems are the product of the 
oldest and widest-experienced carburetion manufacturer 
in the industry. 


Individual applications are factory 


engineered for a wide line of vehicle, industrial and 


farm uses. 
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Remember, too, every Zenith installation means an 


added source of fuel revenue from satisfied customers. 


It will pay you to get complete detailed LP Carbu- 
retor information and data. Write our LP Gas Sales 


Department today. *REG. U.S. PAT. OFF. 


ZENITH CARBURETOR DIVISION 


696 Hart Ave., Detroit 14, Michigan 
Export Sales and Service: Bendix International Division, 205 E. 42nd St., New York 17,N.Y. 





diator and other passages with 
anti-leak compounds. 

Keep air out of the system—it 
will interfere with engine cooling. 
To make a visual check for air, 
start the engine and bring it to 
185° F so the entire water supply 
is circulating. Watch for a large 
amount of bubbles passing into 
the upper radiator tank. Small 
bubbles will always be seen, but 
large bubbles indicate that the 
cooling system is sucking air. If 
so, tighten all connections, and 


particularly check the inlet hose 
from radiator to water pump. Also 
examine the water pump seal for 
indications of leakage. Replace 
defective parts, if any. 

Keep the cooling system com- 
pletely filled. Failure to do so can 
cause trouble with the LPG va- 
porizer because of inadequate 
water circulation. Check the cool- 
ant level daily or at each fuel 
stop. Investigate the cause of any 
coolant loss. 

External coolant loss may be 





SANTA FE STEP TANKS mean .-Mm: lea (J5 
capacity 
and bigger 
pay loads 


Step Tank for 


International Harvester 


RUGGEDLY BUILT of high tensile steel, the Step Tank turns 
waste space into valuable, light weight LP-Gas storage 
space. The tailored collar ossures factory-built appear- 





ance, yet welded-on clamp type mounting brackets make 


installation fast and easy 


no holes to drill. For 


complete customer satisfaction sell Santa Fe Step Tanks. 


Write for specifications and prices. 


Satta Fe “ownnnine & 


2830 Sand Springs Road 


158 


Phone Diamond 3-8169 





Tulsa 1, Oklahoma | 


Without proper fan belt tension, the fan 
slows down. Belts are properly adjusted on 
a large engine when they can be deflected 
the width of the belt with a 25 Ib pull. 





caused by overflow, afterboil, 
faulty hose connections, cracked 
head or block, leaking gaskets or 
leaking radiator. A small amount 
of coolant will be lost by evapora- 
tion, but any noticeable loss will be 
due to a leak somewhere in the 
system. 

Overflow can be caused by too 
much turbulence in the top tank 
of the radiator. This condition can 
be corrected by having a baffle in- 
stalled by a radiator repair shop. 
It can also be caused by plugging 
of the radiator tubes at the top 
with scale from the engine or with 
fragments from the inside of wa- 
ter hoses that have been on the 
engine so long that the lining has 
started to disintegrate. 

This condition is particularly 
hazardous because it does not 
show up at low engine speeds— 
the plugging is only partial, al- 
lowing circulation through the 
core until the pump volume ex- 
ceeds that which will flow through 
the open tubes. At higher speeds, 
the excess volume coming from 
the pump is forced out through 
the overflow tube, and the cooling 
system can be pumped dry very 
quickly. 

Reverse flushing will generally 
clear up the difficulty, but steps 
should be taken to prevent its re- 
currence. These are (1) inspect 
all water houses at regular, fre- 
quent intervals, replacing them 
as soon as they appear to be soft- 
ening, and (2) clean the block as 
well as possible and use a good 
inhibitor as described in a later 
paragraph. 

Afterboil occurs when the en- 
gine is shut down and circulation 
stopped too quickly after a period 
of hard work and before the heavy 
block mass has had time to cool off. 
When the driver wants to stop and 
park, he would be well advised to 
idle the engine about five minutes, 
so heat can be dissipated from the 
combustion chamber areas. This 
is even more important after a 
heavy load run. 
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Fight corrosion 

Failure to arrest corrosion may 
result in pin holes extending 
through cylinder liners, water 
pumps, and cylinder blocks. Va- 
porizers and radiators are also 
subject to damage under certain 
conditions. 


Chlorides, sulphates and acids 
all contribute to corrosion, and 
water containing these impurities 
must be treated to make it suit- 
able for use in engine cooling 
systems. 

There are several methods of 
controlling or preventing corro- 
sion: Inhibitors containing chro- 
mates, soluble oil, sacrificial metals, 
and anti-freezes which contain 
compatible rust inhibitors. 

The consistent use of standard 
brand inhibitors, usually contain- 
ing chromates, reliable 
method. 

Soluble oils are used by some, 
but they will not prevent corro- 
sion if the water is acid (pH be- 
low 7). If water is salty, soluble 
oils will not stay in solution with 
water; and soluble oils will sepa- 
rate out if used with some anti- 
freezes. 


is a 


More recently developed meth- 
ods of corrosion protection utiliz- 
ing sacrificial metals are available 
which, when in contact with the 
cooling water, are claimed to ar- 
rest pitting and corrosion of met- 
als in the system by electro- 
chemical action. 

Ethylene-glycol base anti-freezes 
that contain effective and com- 
patible inhibitors are very satis- 
factory when used within the lim- 
its of their useful life. 

Anti-freeze experts state that 
so-called permanent type ethylene 
glycol anti-freeze can turn acid in 
cooling systems after one season’s 
use. Air and exhaust gases seep- 
ing into the cooling system even- 
tually break down the _ glycol, 
forming harmful acids which can 
cause severe corrosion. The cor- 
rosive action cannot be stopped by 
adding a fresh dose of rust inhibi- 
tor, since it cannot eliminate the 
damaging acid salts already 
formed by chemical breakdown in 
the anti-freeze. 

As a step in the right direction, 
at least one ethylene glycol mar- 
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keter has made available a method 
of testing and quickly detecting 
worn out rust inhibitors. This 
determines whether the old anti- 
freeze solution can safely be used 
for a further period of time. 


How to clean heat exchangers 


When trouble develops and 
water and oil cooler cores require 
cleaning, the following procedure 
will remove scale, sludge and dirt. 
It is always advisable 
these cores at engine 
time, in any event. 


to clean 
overhaul 


Always clean the oil side of the 
cooler before the water side. After 
cleaning of both sides com- 
pleted, be sure to flush the oil 
passages with clean light lubri- 
cating oil. 

For the oil side: Immerse the 
core in carbon tetrachloride, tri- 
chlorethylene or other approved 
solvent. Leave the unit in the 
solvent for several minutes. Force 
the liquid through the unit in re- 
verse direction to the operating 
flow until thoroughly clean. Then 
flush with light lubricating oil. 


is 





increase truck engine life 3 times! 
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120 OCTANE LP-GAS 
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CUTS OPERATING COSTS 


Makes trucks run better, cheaper and longer than 


possible with gasoline. 


Up to 4 times more mileage between overhauls. 


35,000 miles on spark plugs. 


8,000 - 16,000 miles between oil changes. 
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Model Eng. Make |Eng. Model|No. of Cyls. 
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PRODUCTS MFG. CO. 


Formerly THE PARKDALE CO 


BUTANE-PROPANE CARBURETION 


3040 ROSSLYN ST LOS ANGELES 65, CALIF 








check the propane tanks for fuel during two stops made on the trip. 





Use of a propane-powered generator to supply 110-volt ac current to railroad car vending machines is 
being experimented with by the Kansas City Southern Railroad. Two propane tanks (left) power an engine- 
driven generator which provides ac current to four vending machines—hot chocolate and coffee, sandwiches, 
cold beverages and pastry—used as substitutes for a diner on an overnight run from Kansas City to Port 
Arthur, Texas. Coffee and chocolate are heated by an electric heating element (right). Railroad personnel 








For the water side: Immerse of pyridine to each five gal. of 
the core in a solution of one part acid and water solution. 
muriatic acid and nine parts wa- Remove the core when foaming 
ter, to which has been added one and bubbling stops, which usually 
pound of oxalic acid and .01 gal. requires 30 to 60 seconds. Then 


Profit by 


-octhe Simplicity 


and Ease of Installation 


of YP ip-cas Conversions 


Many LP-Gas Dealers have found DIX Units profitable to sell 
and install. Any competent auto mechanic can make a DIX Con- 
version. No special tools or parts required. ws 











With DIX .. . You Save on Service 


DIX CARBURETOR COMPANY 


6605 S. WILSON AVE. LOS ANGELES 1, CALIF. 


immerse the unit in a five per cent 
solution of sodium carbonate. Re- 
move when bubbling ceases, and 
pressure flush with clean warm 
water. 

Before remounting a core, clean 
the inside of the case thoroughly 
with solvent, steam, or both. 

Even an efficient cooling system 
without a proper governor is like 
a ship at sea without a rudder. 
Both need control. Thermostats 
govern the operating temperature 
of an engine under fluctuating 
load conditions. It is important 
that thermostats perform within 
the temperatures stamped on the 
unit. Check this performance 
every six months. 

Never mix standard and high 
range thermostats in the same 
engine. 

Main line thermostats must al- 
Ways open at 15 to 25° lower tem- 
perature than by-pass thermostat 
closes. 

A simple method of checking a 
thermostat is to hang it alongside 
a thermometer and immerse both 
into a container of water. Heat 
the water to operating tempera- 
ture. Discard all units which do 
not operate within the range 
stamped on the unit. 

The cooling system is generally 
the most neglected part of an en- 
gine. From the above discussion 
it is apparent that regular care 
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and maintenance of the cooling 
water system is just as important 
as is care and maintenance of the 
lubrication and ignition systems. 
The procedures are simple, and 
because little attention is re- 
quired for a long time, it is easy 
to overlook the steps that are nec- 
essary to keep trouble from de- 
veloping. 

Regular attention pays off by 
insuring continuous functioning 
of both the engine and the L. P. 
gas regulator. Work stoppages be- 
cause of cooling system failure 
are expensive, and engine damage 
running into hundreds of dollars 
is sometimes encountered. I+ is 
easier and much less expensive to 
prevent these occurrences than to 
live with them. a 


Truck station 
pumps65,000gal. 
of LPG per month 


Paul Zimmer fills LPG tank of Des Moines 
Transportation Co. refrigerated truck. 


By ROBERT J. SIPCHEN 
Field Editor 


IMMER’S Truck Shop, a three- 
7 acre 24-hour super service in- 
stallation located where routes 30 
and 52 cross near Amboy, IIl., in- 
stalled an L. P. gas servicing unit 
three years ago and has now built 
up its sales volume on this fuel to 
more than 65,000 gal. per month. 

One of the features which Zim- 
mer’s propane customers particu- 
larly appreciate is the speed with 
which the trucks are serviced. The 
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sides WHERE IT'S IMPORTANT 
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ALGAS 


Equipment Is 
Engineered 
For Peak 
Performance 


This means better 
performance and 
greater economy 
under all condi- 
tions. Look at the 
inside construc- 
tion of any ALGAS 
equipment and 
see the difference. 


That’s Why It Pays To Use or Specify 
ALGAS For Every LP-Gas Carburetion Need 


Specifically engineered to meet the most exacting 


ALGAS 
Makes Complete 
Equipment For 
Every Internal 
Combustion 
Engine 


cures Al (PAS Prorane 


NATURAL GAS 


AMERICAN LIQUID GAS CORPORATION 


1109 Santa Fe Avenue 








GIVE LIFT 
TRUCK 
ENGINES A 
BIG LIFT 


standards, ALGAS brings you the best in LP-Gas 
carburetion. Inside where performance is deter- 
mined, ALGAS carburetors are engineered with a 
built-in economizer that is controlled by engine 
demand, thereby assuring the proper mixture and 
amount of fuel at all times... under all conditions. 
ALGAS equipment is designed for maximum power. 
It is built right so maintenance costs are negligible 
and economy of operation is paramount. Whether 
you use or buy, ALGAS is the brand to specify. 


Write today for complete in- 
formation on the ALGAS line. 


Los Angeles 21, California 


R&SO ip GAS 
EQUIPMENT 


Lift trucks, and all other combustion en- 
gines, operate dependably, economically, 
safely .. . with RecO Lp GAs EQUIPMENT. 
A complete line of quality valves and 
fittings. SEND FOR REGO Catalog. Free! 
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of The 
Bastian-Blessing 
Company 


“BASTIAN- BLESSING” 


4205 West Peterson Avenue + Chicago 30, Illinois 








4 CYLINDER MANIFOLDS 


JOHNSON’'S 


High Compression 


Pistons * Manifolds * Pumps 


Butane Manifolds for John Deere 
Mocs “G.” “A,” “EB, “pb” 
Butane Manifolds for Internationa] 
“H,” “Super H” and 300, “M,” 
“Super M” and 400, “W9” 

Butane Manifolds for Allis Chal- 
mers “WW,” “WC? PRD aE,” 
“UU, UG, ana "MC,” int. "Truck 
“Red,” “Blue and Black,” and “Sil- 
ver,” Chev. GM 2-ton Truck, Ford 


WATER PUMPS 


ALUM. 
DOME-HEAD PISTONS 





Tractor 600 and 700 (53-55). 
Water Pumps for John Deere 
Models “G,” “A” and “B” 


Johnson Machine Shop 


914 E. Howard St., Pontiac, Illinois 





BUTANE MANIFOLDS 


WRITE TODAY 


For Price Lists 
Dealer Discounts 
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Safety Hose Nozzles 


@ QUICKER FILLING 
@ SAFER OPERATION 


For fast, safe fuel transfer . . . at custo- 
mer’s storage or in the plant . . . Park- 
hill Nozzles are dependable. They attach 
in 3 seconds . . . two operations. They're 
safe: Nozzle must be locked on before 
fuel can discharge. Upon release gas es- 
capes away from hands .. . NO COLD 
BURNS. 








PARKHILL COMPANY 


2264 Huntington Drive, San Marino, Calif. 


average servicing time for the 
LPG trucks is eight minutes. This 
includes filling the fuel tank, check- 
ing the oil, radiator water, lights, 
tires and wheel lugs, and cleaning 
the windshield, headlights and 
clearance lights. 

This is considerably faster than 
the same service for the company’s 
gasoline and diesel customers. The 
LPG dispensers pump at the rate 
of 25 gal. per minute, compared 
with from 12 to 18 gpm with the 
other pumps. 

This saving of time is impor- 
tant to truckers, particularly those 
handling perishable products. It 
offers not only a saving of time en 
route, but also frequently enables 
the driver to get more favorable 
breaks in traffic when approaching 
Chicago at peak traffic periods. 
There have also been numerous re- 
ports that arrival of these trucks 
at the produce terminal a few min- 
utes earlier has enabled them to 
unload their cargo immediately, 
while other trucks arriving a few 
minutes later have had to wait con- 
siderable periods for their turn to 
unload. 








Paul Zimmer, who originally 
owned the station and now man- 
ages it for Smith Fuel Co., pre- 
dicts a steady increase in LPG 
consumption in highway trucks. 

Approximately three years ago, 
he made the first propane fueling 
installation in the station to take 
care of converted semi-trailer re- 
frigerated trucks operated by one 
of his regular gasoline customers, 
Des Moines Transporation Co. Inc. 


An 18,000 gal. tank and dual pump installa- 
tion insures uninterrupted service. 





This company had at that time in- 
stalled several LPG fuel systems 
on its trucks on a test basis. The 
operation was so successful that 
shortly thereafter the entire fleet 
was converted. Zimmer obtained 
the servicing contract for the Chi- 
cago end of the run. 

His first service installation in- 
cluded three 1000 gal. tanks for 
storage. In a short time Mr. Zim- 
mer was able to obtain fueling con- 
tracts from several other trucking 
companies, and the present plant 
was installed. It consists of an 
18,000 gallon storage tank, dupli- 
cate Roper pumps so arranged that 
either may be taken out of service 
for repairs without stopping the 
other, and two Texoil dispensers 
located on a separate island 150 ft 
from the storage plant. 

The storage tank doubles as a 
signboard announcing the availa- 
bility of L. P. gas service at the 
station. Additional highway signs 
are located on Route 30, one mile 
on each side of the station. Other 
features that bring in truck traffic 
are complete restaurant, restroom 
and shower facilities. © 
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LPG adaptor for Plymouth 
Six announced by Dix 


An adaptor plate that makes a 
straight L. P. gas conversion for 
the Plymouth six has been an- 
nounced by Dix Manufacturing Co. 
The adaptor can be used with the 
1954, 55 and ’56 models. 

It consists of a venturi plate 
which attaches directly to the top 
of the throttle body of the regular 
gasoline carburetor in place of the 
float bowl unit. A standard Dix 
mixer attaches to the adaptor plate. 

This unit was designed to meet 
the need for a quick and inexpen- 
sive conversion carburetor for the 
taxicab industry, according to C. J. 
Corbett, manufacturer of the Dix 
L. P. gas carburetor. 


Super-compression engines 
need super-premium fuel 


The octane appetites of some of 
the new super-compression auto- 
mobile engines seem to be getting 
ahead of the Ethyl or premium 
grade gasolines put out by most 
refiners. A new “super-premium” 
fuel designed to meet the needs of 
those engines is being test-mar- 
keted in a superservice system as 
an effort to satisfy the needs of 
those engines without imposing a 
price penalty on owners of cars 
having more moderate octane re- 
quirements. 

This will be good news for the 
various LPG carburetion special- 
ists who have been looking for low 
cost ways to convert high priced 
automobile engines. These ex- 
tremely high compression car en- 
gines have no need for more pres- 
sure in order to operate efficiently 
on propane. The miles per gallon 
on propane will compare favorably 
with that on gasoline, and they 
have so much power that the dif- 
ference is hard to detect. All of the 
critical models come equipped with 
four-barreled carburetors, but this 
is no longer a problem. 

Several of the LPG carburetor 
manufacturers are now supplying 
special adaptors which can be in- 
stalled very quickly and at moder- 
ate expense. The refiner’s gaso- 
line-octane problem is the LPG 
dealer’s opportunity. Propane does 
not require an octane boost — it 
already has what is needed. 
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Use of LPG in buses 
reaches record high 


A record high of 28,593,800 gal. 
of L. P. gas was used during 1955 
by transit companies operating 
buses on LPG. The fuel was used 
by 2052 buses traveling a total of 
79,354,924 miles. Average savings 
per gallon over gasoline was seven 
cents. 

Use of L. P. gas for buses is con- 
tinuing its growth this year, ac- 
cording to the Liquefied Petroleum 
Gas Association’s market research 
committee, which compiles the an- 





nual survey. Companies will add 
320 vehicles by the end of 1956. 

Bus lines using LPG as their 
motor fuel saved approximately 
$2,047,316 on fuel costs during 
1955, the companies reported. 

The lengthened period between 
oil changes which accompanies use 
of L. P. gas provided the fleets 
with additional savings. The 22 
lines cooperating in the LPGA sur- 
vey are averaging 14,700 miles be- 
tween oil changes, an improvement 
over oil change mileage with gaso- 
line for 94 per cent of the compa- 
nies. 
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CONVERSIONS 


Save Us Money 
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Read What Users Report 


FIRST SECOND 


“We pay much less With this lower 
for quality LP-Car- initial cost we sell 
buretion and equip- more LP-G conver 
ment" sions” 


3 WAYS 


THIRD 


These conversions, 
in turn, boost year 
round gas sales” 
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You, Too, Can Make LP-Gas Conversions For Less! 


It is usually not necessary to install a cold mani- 
fold, high compression pistons, special distributor, 
spark plugs, etc. In fully 80% of all conversions 
made, these parts are not changed. Such changes 
are made only if they pay out in added power or 
economy, as in the conversion of big trucks, buses 
and tractors in continuous heavy service. 


Do not sell two tanks for a truck when 
one will do the job. Do not push sales 
of solenoid valves, vacuum lock-offs, 
primers and economizers, unless needed 


Use ICC containers where permissible 
and suitable. They are half the price of 
comparable ASME tanks. Use vapor 
conversions for small tractors and sta- 
tionary engines; these, too, run half the 
price of liquid conversions. 


Know equipment and prices. Shop for 
the best buys, the best quality. The 
J&S “Acorn” filter is about half the price 
of most cleanable filters. Whatever brand 
of carburetion you may have on hand 
price our fittings, hoses, nipples, clamps, 
adjusting blocks, etc. Keep in mind that 
J&S dealer discounts are more liberal 
than most. 


Use the J&S spud-in method of convert- 
ing gasoline carburetors. Where a car- 
buretor of another make may be $120 
J&S can often convert your carburetor 


for $10 or $20. Single barrel carburetors 
can be spudded in minutes in any small- 
town skop or in the field, with J&S parts 
We invite comparison of prices and 
performance of our sandwich adapters, 
spud-in carburetion and LP carburetors 
with other brands. 


Consider hidden costs. How about the 
$12.00 worth of time and trouble you 
spent making a mounting bracket for 
a big heavy converter? How about the 
air cleaner and flange adapter you for- 
got to include in your estimate? How 
about the two 50-cent fittings you had 
to run to town after, and the vapor hose 
you waited a week to get? With J&S 
Complete Kits and J&S Engineered Kits 
your hidden costs are eliminated. 


No expert needed. Experience helps, it 
is true. But with J&S illustrated instruc- 
tions you or your mechanic can qualify 
in a short time to make low-cost J&S 
installations. Write for our catalog and 
dealer prices today. 


“TWENTY-TWO YEARS IN GAS CARBURETION’’ 


P.O. BOX 10391 


J'S 


CARBURETOR COMPANY 


PHONE: RA-4761 


DALLAS 7, TEXAS 





GEN CLASSIFIED Advertising 


All Classified Advertising payable with order. 
Copy must reach publisher’s office prior to 
the Ist of the month preceding publication. 
Address: Classified Advertising Material, 
BUTANE-PROPANE News, 198 S. Alvarado 
Street, Los Angeles 57, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 18, 
14, 12, 10 pt. display type for headings. Set 
with 1 pt. border. Maximum ad size 3”. No 
cuts permitted. Publisher will set ad for 
maximum effect in space purchased. 











UNDISPLAYED CLASSIFIED 15¢ a word. 
Set in 6 pt. type without border. $3.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 
undisplayed ads. 





SITUATIONS WANTED 


DESIRE MANAGEMENT POSITION WITH 
growing concern, Sixteen years experience in 
all phases of LP See. on ation. Will relocate 
Reply Box 49, BUTANE-PROPANE News, 
198 So. Alvarado St., ge Angeles 57, Calif. 


HELP WANTED 


SALESMEN—COVERING BULK PLANTS 
and large dealers, We have an interesting, non- 
conflicting, nationally advertised line that the 
trade is using daily. All territories open. Reply 
Box 14, BUTANE-PROPANE News, 198 S. 
Alvarado St., Los Angeles 57, Calif. 


AMBITIOUS AND EXPERIENCED L.P.G 
operator capable of managing all phases of small 
LPG business having excellent growth possibil 
ities. Opportunity to move into partial owner 
ship through successful management. Refer 
ences required. Reply Box 47, BUTANE-PRO- 
PANE News, 198 So. Alvarado St., Los An- 
geles 57, Calif. 


EXPERIENCED LPG AND NATURAL GAS 
service man needed NOW. State age, experi 
ence and references. Permanent job with estab 
lished Company. Write Pete Davie Gas & 
Appliance Co., 229 Walnut, Ft. Collins, Colo 
rado, or call HU 2-7924. 


SALESMEN: COVERING BULK PLANTS 
and Dealers. Good water heater line. Territory 
open in Indiana, Ohio, West Virginia, Western 
Pennsylvania, and _ Florida. Reply Box 50, 
BUTANE-PROPANE News, 198 So. Alvaradk 
St., Los Angeles 57, Calif 





ENGINEERS — DESIGNERS 
— DRAFTSMEN 


With experience in any of the following fields: 
LP-Gas Storage Tanks @ Tank Trucks or Trailer 
Transports @ LP-Gas Piping or Transfer Equip- 
ment @ Load distribution on over-the-road vehi 
cles © Pressure Vessels—General © Heat 
Transfer Equipment. 

Downingtown is located 35 miles west of Phila 
delphia. Plentiful housing—Good Schools — 
friendly, relaxed atmosphere. Opportunities for 
additional study exist at colleges within 35 
mile radius. 

Here is your opportunity to become part of 
our expanding Engineering, Product Develop 
ment and Diversification program. Salary based 
on ability and experience. 

Send Resume to Personnel Department— 


DOWNINGTOWN IRON WORKS, INC. 


Div. of Pressed Steel Tank Co. 
DOWNINGTOWN, PA. 








“BUSIN ESS OPPORTUN ImIES retsidnmand 


WILL SELL PARTIAL INTEREST IN 
small growing LPG business to qualified man 
capable of taking over full management. De 
tailed business and personal references required 
Reply Box 48, BUTANE-PROPANE News, 
198 So. Alvarado St., Los Angeles 57, Calif. 


SMALL LPG BULK AND BOTTLE BUSI- 
NESS. Reasonably priced, located Central Okla 
homa. Good business, Excellent opportunity for 
expansion. Reply Box 46, BUTANE-PRO- 
PANE News, 198 So. Alvarado St., Los An- 
geles 57, Calif. 


LP GAS BULK AND BOTTLE BUSINESS 
in Illinois. Gallonage 1,877,400 sales $284,267 
all gas. Profit before taxes $71,253. 2,200 
customers. $200,000 cash to handle terms. 
Federated Petroleum, Mel Putnam, 3230 Uni- 
versity, Madison, Wis. 


FOR SALE—SEVEN LP GAS COMPANIES 
within 125 mi. radius, Gallonage 7,000,000 an- 
nually in group 3 freight territory. Accounting 
and engineering analysis completed for group. 
Net earnings are excellent. Please furnish fi- 
nancial responsibility when replying. FED- 
ERATED PETROLEUM Mel Putnam, 3230 
University, Madison, Wis. 


PLANT FOR SALE. MUST BE MOVED. 
Includes 4,000 NET Propane storage tank; 
300—100 Ib. tanks and regulator, Smith pump, 
all Vapor Proof lights. About 250 customers. 
PAVNYS, Palm Springs, Calif. Phone 7342. 


FOR SALE — TRUCKS - TRAILERS 


FOR SALE—TRUCKS, TRAILERS—FOR 
something different in propane tanks, see Mas- 
ter Tank & Welding (Dallas) advertisement in 
this edition. 


“THEY EARN MORE . » COST LESS!” 
That’s what any user will tell you about a 
Nor-Tex “Package Unit.”’ Mount this 1400 WG 
U-69 Twin Delivery Unit on a new truck of 
your choice or on a truck you now have for 
only $1,935.00 (Includes tax and mounting 
cost). It delivers more gas in less time because 
it’s equipped with high flow piping throughout. 
rrim skirting, P.T.O. spline jack shaft, Viking 
mechanical seal pump, 50 ft. filler hose and 
ICC lights. Painted white enamel over red 
oxide. Call NOR-TEX PRODUCTS COM 
PANY collect, C-5416, "‘Destea, Texas. 





DELIVERY UNITS: SINGLE OR 
Twin Barrel. Our prices are competitive. 
We invite comparison between the equip- 
ment and price on our units with any com- 
petitive units. We believe we can give you 
the highest payloads per pound of gross 
vehicle weight. Write, wire, or phone, 
Lubbock Machine & Supply Co., Inc. 
Drawer 1589, Lubbock, Texas. 








FOR SALE—TRUCKS - TRAILERS - Cont. 





FOR SALE—USED DELIVERY TRUCKS. 
Several late model Propane Delivery trucks, 
1200 to 1600 WG, piped and ready to go. EASY 
TERMS. White River Distributors, Inc., 
Phone 570, Batesville, Arkansas. 


USED CHEVROLET % TON PICK-UP 
with 255 WG Propane tank or trailer park de- 
livery. Corkens pump, large rear platform with 
scales, all controls. Now in daily use. Jack’s 
Propane Gas Service, Rt. 2, Box 124. 3 miles 
north of Palmetto on Hwy #41, Palmetto, 
Florida. 


FOR FASTER, EASIER, MORE PROFIT- 
ABLE GAS DELIVERIES! The new 1800 WG 
U-69 Nor-Tex Twin Delivery Unit delivers more 
gas in less time! Equipped with high flow piping 
throughout. Mounted on your choice of truck 
or on your present truck chassis for onl) 
$2,194.80 (including tax). Trim skirting, ICC 
lights, Viking mechanical seal pump, P.T.O. 
spline jack shaft and 50 ft. of filler hose. Call 
NOR-TEX PRODUCTS COMPANY collect, 
C-5416, Denton, Texas. 





FOR SALE 
5000, 5800, 6000 WATER GALLON U 69; 
UW 1950; TANDEM PROPANE TWIN 
BARREL TANKS, also 7000 water gallon 
ASME 1952 DROP SECTION SINCLE 
BARREL TANKS your choice of any with 
50% 10/20 tires, air brakes, now operating 
Texas R.R. Commission ICC and ASME 
approved. Prices from $3,000.00 to $6,000.00 
delivered to most northern cities for $200.00 
additional. 
Write for pictures and details 
IRVIN F. NELIS ASSOCIATES, 
P.O. Box 14472, Houston 25, Texas 








NEW TRANSPORTS 
DELIVERY 
FROM STOCK 


Single or Twin 
6000 Gal. Twin 
7126 Gal. Single 
7356 Gal. Single 


Maximum Payload 
Write, Wire or Call 


ARROW 
EQUIPMENT 
CG., An. 
Phone Whitehall 8-558! 
1095 Harbor Ave. 
Memphis, Tenn. 
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FOR SALE—TRUCKS - TRAILERS - Cont. 








TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 
LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, Texas. 














FOR SALE—TANKS - CYLINDERS 





ONE 4000 GALLON PROPANE FILLING 
Station tank assembly complete with Neptun 
meter, Viking pump #K203, 3-horse singk 
phase electric motor. This is a package unit 
mounted on skids built by Nor-Tex Products 
Co, and is one year old. New price $4,000.00 
Sale price $2,600.00. Leo J. Dowd, Dowd Oil 
Co., Schuyler, Nebraska. 





ABOVE GROUND 
PROPANE TANKS 


Long Term Financing Available 


FREE DELIVERY 
In Our Trade Territory 


Write TODAY For Prices and Details 


WHITE RIVER 
DISTRIBUTORS, INC. 
Batesville, Arkansas 
TEXAS 
MANUFACTURING CO. 


Gainesville, Texas 








PROPANE 
TRUCK TANKS 
Model 100 with Trim Skirting. 
Prices INCLUDE Federal Tax 
and Mounting on Chassis. 


1400 WG —.$1,534.00 
1500 WG — $1,630.00 
1800 WG — $1,843.00 
2000 WG — $2,081.00 
2200 WG — $2,318.00 


Your choice of 5 Models, 600 to 2300 WG 
Twin or Single 


Packaged Plumbing, pumps, meters, etc., 
and all makes of trucks available. 


LOW DOWN PAYMENT, up to 2 Years to 
Pay. Write for Descriptive Folder 


WHITE RIVER 
DISTRIBUTORS, INC. 


Batesville, Arkansas 








FOR SALE—TANKS, CYLINDERS - Cont. 


800 WG MODEL 100, 250 LB. WP TRIM 
skirted tank, mounted on 1956 Chev. Model 
403 chassis, 2 speed, 9 x 22%, 10 ply rea 
tires, ONLY $4,300.00, Fed. Tax paid. Pack 
aged Plumbing, meter, etc. availabie at regula 
prices. EASY TERMS. White River Dis 
ibutors, Inc., Batesville, Arkansas. 


FOR SALE: 21 GALLON VERTICAL U-69 
200% WP Tractor tanks, complete with valves 
and fittings for liquid or vapor service. Ideal for 
hand burners, front mount tractor conversions 
and other farm power applications. Made by 
Santa Fe Eng. Co. Never used. $35 each— 
further discounts on quantities. Weis Butane 
Gas Co., Box 795, West Memphis, Ark. 





SKID TANKS 
— IN STOCK NOW — 
3000 gallon size built especially rugged for 
oil field use. Write, wire or phone 


Lubbock Machine & Supply Co., Inc. 
P. O. Drawer 1589 
Lubbock, Texas 











FOR SALE—MISCELLANEOUS 


DECALS MADE FOR TRUCKS, EQUIP- 
ment. Small or large quantities. Catalog free. 
Mathews Co., 827 S. Harvey, Oak Park, IIl. 





SERVEL REFRIGERATORS 
CLEAN — ALL CHECKED OK 
Model M500A $15.00 each 
Model NS00A $18.00 each 
In lots of 12 or more. 

FRED A. BROWN COMPANY 
100 E. Allegheny Avenue 
Philadelphia 34, Penna. 

Est. 1918 REgent 9-1130 








USED GAS RANGES & 
REFRIGERATORS 
75—Servel Gas Ref. #M400A. $10.00 


ea. 
125—Slattery 20” Apt. size Gas 
Ranges. Model #75 White Por- 
celain Sides $12.00 ea. 
125—Welbilt 20” Apt. size Gas 
Ranges. Model #D642 White Por- 
celain Sides @ $12.00 ea. 
F.0O.B. Brooklyn, N. Y. 
All the above have all parts and are 
in operating condition. 


AJAX FURNITURE OUTLET INC. 


1000 ROCKAWAY AVE 
BKLYN. 12, N. Y. 
HYacinth 8-612! 











SERVEL GAS REFRIGERATORS 


R400A W600A 
S400A BN600A 


Used: guaranteed in good operating condi- 
tion. Modern, attractive, excellent condi- 
tion. Low delivery cost anywhere. Send for 
illustrated folder NOW. 


BEACH REFRIGERATOR CO. 
196-11 Northern Blvd. Flushing 58, N. Y. 
Phone Flushing 7-616! 
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addres and telephone. 


FOR SALE—MISC. - Cont. 


FOR SALE—IMMEDIATE DELIVERY 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto 
matic temperature and pilot control. Less pro- 
duct shrinkage. Easily installed. Write for de 
scriptive pamphlet. Eureka Equipment Company 
P.O. Box 396, Beloit, Wisconsin. 


PROFESSIONAL SERVICES 
INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 











LP GAS INSTALLATIONS and 
ANHYDROUS AMMONIA PLANTS 


DESIGNED AND INSTALLED 
“There's No Substitute For Experience” 


PEACOCK CORPORATION 
Paul E. Peacock, Jr., Pres. 
Box 268, Westfield, N. J. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Georgia, 
Kansas, Louisiana, Mi ippi, New Mexico, 
Oklahoma and Texas. 
PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 
P. ©. Box 1662 Houston, Texas 














MISCELLANEOUS SERVICES — 


CLIENTS OFTEN INCREASE PROFITS 
2% or more by using my cost reducing bulk and 
bottle operating procedures and sales procedures 
Property evaluations and special assignments also 
handled. Floyd F, Campbell, Management Coun 
selor, 821 Crofton Ave., Webster Grove 19, M 


BUSINESS RECORDS 


KRAFTBILT BUSINESS RECORDS IN 
crease your profits—improve your credit——hel) 
boost sales. That’s why KRAFTBILT LP-Gas 
Forms are used by more LP-Gas dealers thar 
iny others Simplify your office work—us« 
KRAFTBILT Simplified forms. Approved | 
your Association. Highly recommended by out 
standing LP-Gas suppliers. Don’t wait! Send 
postcard now for LP-Gas Forms Catalog. ROSS 
MARTIN CO., P.O. Box 800-S, TULSA 
OKI AHOM A, 


BU SINESS RECORD FORMS. ALL 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de 
liveries. 1000 sets (3 part) imprinted with name, 
$17.50 per 1000 sets 
DEGREE DAY SYSTEMS, WOODSIDE 77, 
I = # 
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products in the 1956 Butane-Propane Catalog. 
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---are you COVERED? ti 


nThis Anchor contract gives you complete cover- 
age for adequate supplies and superlative service 
on the highest-quality LPG. 

AGAINST COMPETITION? Yes. In the first place, 
Anchor SELLS WHOLESALE ONLY .. . will be 
your dependable supplier, assisting contract cus- 
tomers to be aggressively competitive in every 
way. 

ENOUGH GAS? Yes. Anchor has producing 
plants in all the vital areas where LPG is found. 
Anchor's huge fleet of tank cars assures depend- 
able and proper delivery. Anchor's three vast 
underground storage installations provide ample 
reserves against peak demand. 

HIGH QUALITY? Yes. All Anchorgas must pass 
rigid tests to conform to Anchor's exceptional 
standards. All gas coming from underground 
storage is dehumidified and re-tested to assure 
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you of gas as pure as when it passed the original 
plant laboratory tests. 

ENGINEERING AND OTHER SERVICES? Yes. 
Anchor personnel include a competent staff of 
experienced LPG engineers as well as men who 
have had long experience in all other phases of 
the LPG industry. You can't get better help than 
Anchor can give. 

QUICK SERVICE? Yes. Your call to Tulsa, or a 
nearer Anchor office will get a quick answer with- 
out red tape or delay. Interested in trying it out? 
Call about a contract — Tulsa, CHerry 2-7261. 
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PETROLEUM COMPANY — TULSA 
SALES OFFICES: Des Moines, Shreveport, Toledo, Houston, Long 
Beach, Oklahoma City, Midland, Texas, San Francisco, Seattle 
Salt Lake City, East Paterson, N. J., Hattiesburg, Miss., Tyler 

Texas, Calgary, Canada 





ss 
5 


DAVENPORT, IOWA @ HOUSTON 3, TEXAS @ LOS 
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ISCO 11, CALIF. 


